a Galauced 
ROPE 


UR 
ALL FIVE... 


Biv is the first essential in good rope. COLUMBIAN makes its rope 


with perfect balance. Equal emphasis is put on all five features. A 


slicker, whiter appearance, for example, would be attained at the sacrifice 
of adequate waterproofing. This sacrifice is never made at COLUMBIAN. 
WATERPROOFING. Every fibre is individually waterproofed and lubricated! 
Each fibre is thus sealed against decay, and the resulting rope is more flexible 
... easier to handle even when wet! COLUMBIAN waterproofing adds to the 
non-kinking properties of the rope, and extends its life and service. Adequate 
waterproofing is vital to the production of Balanced COLUMBIAN Tape- 
Marked Pure MANILA ROPE. 
COLUMBIAN ROPE COMPANY 
400-70 Genesee St.. Auburn “The Cordage City,” N. Y. 








he return of Pure Bristles 
1 would choose a NYLON” 


Da Ss wrote a prominent Pacific Coast con 
earlads) ou sham atiadslco am ieuace "When I started 
outside work, the first job was on rough scaly 
siding a good place tO test brushes so | used 
the nylon. It proved faster and covered better 
than a bristle brush and after 14 days showed no 


signs of wear and the bristles were not cut.” 


Yes, there can be no doubt about it 
Wooster nylons are entirely different. 
They differ in the manner and method in which 
they are processed; they differ in blending and 


form: in fact, they differ in all ways. 


/OYtramcomestcmaltrccme (cer tilem cevamai(ain 
there just aren't enough Wooster Foss- 
Set nylons to go around right now. We 
are working hard to overcome material 
shortages. Just as soon as nylon and 
other basic materials become more plen- 
tiful Wooster Foss-Set nylon Brushes 


will be available in greater numbers. 


Tus tapered nylon mononiaments putured oburve 
have passed the first and second stares of pro es ing. 
Each of the five different lengths specinced by Wouter 
are carefully “tipped” or sharpened to a fine point 
and then “ground” separate! on special machines 
designed by Wooster engineers. The artwous lengths 
are then expertly blended before forming into a 
Wooster Foss-Set nylon Brush. 


OOSTER ..... BRUSHES = 


BRUSH MANUFACTURERS SINCE 1851 THRU 4 WARS La 
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A GOOD IDEA 
TO KEEP 
UNDER YOUR 
HAT 


The current Yale & Towne ad in the 
SATURDAY EVENING POST tells how top-secret 
war plans were protected by YALE... 
Whether it’s the Army — or Mr. Average 
Civilian —who wants maximum protection 
for his valuables, the specification is most 
often “YALE”. As so many lock experts 
have testified in Yale & Towne’s series 

of lock adventures—the name YALE on a 
lock means the most protection for the money 
...The Yale & Towne Manufacturing Co., 


Stamford, Connecticut, U.S. A. 


~YALE- 































double- 
Incoming pouches were 
checked to verily their comhents, 
and the rotary lock repdinas 
were compared with informa 
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lock has a universally recognized secu- 
tity value.” ; 
The Yale & Towne Manufac 
turing Co, 
Stamford, Conn., U.S.A. Makers of the 
famous Yale lines of Locks, Door Closers, 
oe Pumps, Hoists and Industria! 


Tracks. 


ALE -- 


’ THe 4QcKs RECOMMENDED BY THE WORLD'S tLADING 


LOCK EXPERTS 








Yale Puts 3 Big Sales Movers Into Your Business 
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The name YALE helfis make the Fale 











Hardware Age, published every other Thursday by Chilton Co. ( Ine. 
March 3, 1879 ( Printed in U. 8S. A.) $1.00 per year. Single copies, 








). Entered as secon4-rlase matter March 24, 1933, 
25¢ cach. Vol. 157, No. 10. 











— 
at the Post Office at Philadelphia under the Aet of 





PRESENTING 


PROPEL-O-SPRAY 





The 
FINEST LAWN SPRINKLER EVER BUILT 













SOLID COPPER AND 


“a =» 


BRASS CONSTRUCTION CHRYSLER 
A sprinkler that will sell on sight "9OILITE” BEARING . 
because its sensational new features 

Self-Lubricating 


and quality construction are obvious 
at a glance. 


and Self-Sealing 


Only Propel-O-Spray has this amazing 
feature—Oilite bronze sleeve-bearing 
rides on solid brass inner flange—self- 
lubricating—oily film 
forms a perfect seal 
to prevent leakage. 


CORRECTLY 
ENGINEERED 


Propel-O-Spray was engineered 
to meet the demand for a fool- 
proof sprinkler; one that would 


operate continuously and effi- @rTHER QUALITY FEATURES 


ciently without adjusting, without 
oiling, without attention, without @ Rotating arms, solid copper tubing. 


wear. Propel-O-Spray meets all To Retail @ Fittings solid copper and brass. 


the requirements of a lifetime @ Only six water-outlet holes correctly 
sprinkler and its streamlined engineered to produce an effective 
beauty insures quick sales and and pleasing spiral water pattern. 
substantial profits at a price that @ Cast-iron base finished in green 


is amazingly low. baked enamel. 


Individual ked in colorful 
PERFECT WATER DISPERSION AT 7 sh oie ccling diasley beckoned 


ANY DESIRED PRESSURE in each case of 12. | 
Propel-O-Spray has only 6 water-outlet holes to produce © Nationally advertised in 1946. 


a perfect water pattern and equal saturation over an ° 
6 to 60 feet. OILITE Bearing never stops or sticks sia Prop el-O-Sp ray will 


speeds—a feature hitherto unheard-of in rotating sprinklers. Make Profits Soar! 


Write Zo: PENINSULA PRODUCTS CORP., 13236 WOODWARD AVE., DETROIT 3, MICH. 
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MAKE vouel NN SHOR T . 


'T Doo. 


...ARE BACK! 


Production of Do0-Klip Lawn Tools is passing 
the highest peak of prewar years. Prewar qual- 
ity has been improved too! And miraculously, 
Doo-Klip has so far held to prewar prices! And is 




























aa 


zing this in the face of the fact that Doo-Klips are 
ring . more widely advertised and more in demand 
self- . than ever before! 
film This Spring overt 70,000,000 people will read 
seal Doo-Klip advertisements in The Saturday Eve- 
ge. ning Post, Ladies’ Home Journal, Better Homes and 
Gardens, American Home, American, Good 
se Housekeeping and others . . . all top magazines! 
bi AS FOR QUALITY, Doo-Klips keep all of their 
lusi d f —pinch- f gri 
exclusive patented features—pinch-proof grips, 
self-adjusting blades, serrated edges, and add 
ectly some new ones! 
ctive MOST IMPORTANT .. . Doo-Klip remains, 
tern. as always, EXCLUSIVELY yours! 
reen 
PLACE YOUR ORDERS NOW! 
arton 
‘ound 


LEWIS ENGINEERING & 
MANUFACTURING COMPANY 


ALLIANCE, OHIO 
4, 4 
~~ 


Vill 
r! 
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...and Still Not Enough to Meet the Demand for Plomb! 


Today the production rate of Plomb Tools is 
over SEVEN TIMES the pre-war rate! Last 
year, Plomb shipments TO DISTRIBUTORS 
were 1'/, times the 1944 shipments . .. . and 
7/4 times the 1940 shipments. That means 
you will have more Plomb Tools to sell in 
1946 than ever before. 

Plomb is expanding its plant facilities. 
Workers are turning out tools, without 
interruption, at an unprecedented pace. 
War-gleaned experience is speeding pro- 
duction. The continuous research, basic to 


Plomb's leadership, is being accelerated. 


PLVMB 


6 








6 
5 
4 
3 
2 
1 
0 
In the last few years, Plomb has become 
the nation's largest manufacturer of hand 
tools. And during this growth, Plomb 
engineers, designers and production men 
have striven to improve the quality that 
has made Plomb Tools world-famous. 
The demand for these fine 
tools continues to soar. 
‘Keep the orders coming Way 
and we'll do our best Se ,*Rr, 
' * Us 706 Lon, 
to fill them promptly. Pre, Ory - < & 
Nes, te s,,2te 
he, .’ e 
Plomb Tool Company, 2 “naling "encgeth ligirs 
2227 K Santa Fe pa pons ° of 
Oxy, Car, POry, Slt; 
Avenue, Los An- 2 Pm ea! ron! 
fe, 
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Corbin No. 0665 Drawer Lock 


Racing drivers who hit the prize money more often 
at Indianapolis and other Speedways know that it’s 
concentration on one or two cars in the line that 
brings them in ahead. . 

In hardware retailing, too, concentration on one 
or two balanced lines such as Corbin pays off — in 
greater profit. Here’s why . . . five ways: 

Fewer brands to stock, display, think 
about and sell. 
Fewer catalogs and price books make for - 


simplified ordering. 














MAIL BOXES * SUITCASE LOCKS * HINGES * DRAWER LOCKS 
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* Fewer systems of numbers and finishes 
to remember. 

Fewer sources of supply mean prompt 
service and ample stock. (What manufacturer and 
jobber doesn’t like larger orders per outlet? ) 

Fewer customer turn-aways because 
you ve got the quality product they want when they 
want it. , 

In padlocks, cabinet locks and shelf hardware, 
“click” with the pacemaker — concentrate on Corbin 


and watch your lock business boom. 


CORBIN CABINET LOCK DIVISION 


THE AMERICAN HARDWARE CORPORATION 


NEW BRITAIN, CONNECTICUT 
“Safety frrst. he 


andlast when Carhinlacked’’ 















PADLOCKS * TRUNK LOCKS * CABINET LOCKS * CATCHES 
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REMEMBER, DAD, 
WELL WANT 6000 

FENCE 70 KEEP OUR 
PONY IN THE NEW i 
NORTH 107... | 


YEP AND A REAL 
GOOD ROOF FOR H/M 
ON THE NEW 

BARN... 





DONT WORRY BOYS 
A LOT OF US HAVE 
LEARNED IT PAYS 
70 LOOK FOR 
WHEELING... 








Meet the Wheeling salesmen that are working for your store 


The best advertising for Wheeling Products has always been 
what farmers themselves have said about it. 

That’s why we’re using this farmer and his two sons in our 
current farm paper advertising to emphasize Wheeling’s reputa- 
tion for quality among farmers. 

Wheeling has always sold solid value and farmers know it. This 
advertising is appearing in two colors in leading farm magazines. 





Tie in with it by displaying Wheeling merchandise and the 
famous Wheeling label in your store. It brings in the kind of 
trade you want. 





OFFICES AND WAREHOUSES: 
WHEELING + NEW YORK + CLEVELAND + COLUMBUS + CHICAGO + RICHMOND + PHILADELPHIA + NEW ORLEANS + ST. LOUIS 
BOSTON + BUFFALO + PITTSBURGH + DETROIT + LOUISVILLE + ATLANTA ¢ MINNEAPOLIS ¢ KANSAS CITY 
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Gets the 
Business 





More than 10,000,000 
horses and mules need 
the 2-way protection of 
Ta-pat-co Collar Pads. 





NATIONAL 


IN leaving OVE 


R 
RM TISED 





Being the most popular store in town is 
usually a matter of having what custo- 
mers want when they want it. 


Be the “Yes” Store in your community ... Keep up your 
stock of Ta-pat-co Collar Pads. Your jobber has them. 


HE AMERICAN PAD & TEXTILE CO. + GREENFIELD, OHIO 
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.. you want Deliveries 





























You’re all set to go. You have customers Fact 4. Let’s sell the standard items. This 
begging for builders’ hardware . . . salesmen will save the time required to change 
itching to land new orders . . . display rooms dies — to dig out patterns—to set 
yawning for samples .. . up equipment to finish special runs. 


And you're asking: “When can we have That’s the story briefly. We’ve got a swell 


delivery? .. gang of skilled workers — including many ex- 
We, too, are asking: “When can we have ; ; 
ee ee ‘ servicemen; and a production capacity far 

delivery? . . -” of steel, brass, aluminum ak ae above what it was in 1942. We're getting 

of machines and tools . . . of skilled labor steadily closer to a normal delivery set-up. 

. . . for delays at our end reach clear back to Your Building Markets are being cultivated. 


the mines! ; ‘ For several years Lockwood has been advertis- 
Biggest stumbling block of all is the fact ing to architects, draftsmen and engineers, 
that everybody today is trying to crowd four with full pages in leading architectural maga- 
years of business into a few months. zines. In 1946, Sweet’s Architectural Catalogs 
What are the answers? Here are a few facts will carry 20 pages of Simplified Specifications 
on our side of the fence so that you can judge —a practical guide in the selection of Lock- 
for yourself. wood Builders’ Hardware that will assist the 
Fact 1. Production has shown a steady in- architect .. . and you. 
crease since January 1946. February When the rush-rush days are over we'll 
was up 15%, March up 40% and have a line of postwar builders’ hardware, new 
April bids fair to show still greater in everything but the name LOCKWOOD, 
increase. and the solid practical knowledge and quality 


Fact 2. Some numbers come faster than it stands for. 


others. When permission is given to 
substitute, we can often fill orders 
faster. 


L-5 











Fact 3. You've been swell about scheduling 
your deliveries as needed. This helps 
all ’round. 





LOCKWOOD HARDWARE MFG. CO, 
Division of Independent Lock Company 


Fitchburg, Massachusetts 


LOCKS§ N 
Builders 


1946 
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THE BIGGEST HIT OF 1946 
SPORTSMEN’S SHOWS 


* NEW YORK 
BOSTON 
PHILADELPHIA 
CLEVELAND 
DETROIT 
CHICAGO 

ST. LOUIS 
MINNEAPOLIS 
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PROFIT ON NYDAR 


When purchased in minimum 
quantities of one dozen. The 
Nydar Shotgun Sight retails at 
$27.45 plus installation cost. 


Any good gunsmith can mount / 
Nydar. Full and detailed in- / 
formation on mounting sent 4 
with each dealer order. Effec- 

tive Dealer newspaper adver- 

tising mats also available with j 
order on request. I} 

i 


Canadian Sales Representative 
Canora Sales Company, Ltd., 
1641 Lincoln Ave., Montreal i 
i? 
NYDAR DEALER DISCOUNTS 
When purchased by gross—$27.45 each less 33 1/3%, 10% & 10% 
When purchased by dozen—$27.45 each less 33 1/3%, 10% 


When purchased less than dozen—$27.45 each less 33 1/3% 
eae slightly higher in peace 


Swain Nelson Co. MAIL ORDER 
2325 Glenview 
Glenview, Dlinois COUPON! 


Please send us NYDAR SHOTGUN SIGHTS in exact quantity 





checked: 

l gross (© 1/2 gross 0 1 doz. Oo 

1/2 doz. 0 1/3doz. O 1/4 doz. 0 1/6 doz. 
Dealer Name 

Oe ee ee | 

nse Zone__ State__ 


Authorized signatere___ — 
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SIGHT 


At Sportsmen’s Shows everywhere the Nydar Shotgun 
Sight has amazed tens of thousands of hunters, trap 
and skeet shooters. Seldom if ever has a new sporting 
goods item so quickly received such tremendous pub- 
licity and widespread acceptance. 

The new Nydar Shotgun Sight puts a “‘bullseye in 
the sky’’—projecting a dot and circle into space, indi- 
cating the exact center of impact of the shot charge. 





_ It gives the shooter greatly increased accuracy, helps 


to determine range of target, and is a guide for cor- 
rect leading. 

Nydar is ideal for all types of shooting—for any 
kind of game, especially wing shooting, and trap or 
skeet. You look through Nydar with both eyes; no lin- 
ing up of gun or sights is necessary. A Nydar shooter 
gets on his target faster and hits it yards sooner. 

Nydar is built around precision optics on the same 
basic principle so thoroughly proven for split-second 
aiming of aircraft guns during the war. It is strongly 
made to stand hard field usage and can be mounted 
on any type of shotgun. — 

Nydar demonstrations are bringing more customers 
i@ to stores than any sporting goods item in recent his- 
tory. No dealer should be without a Nydar mounted 
on a gun for store demonstration. 

Be among the leaders to introduce Ny dar—especially 
if yours is the No. 1 sporting goods store in your city 
or community. 


NATIONALLY ADVERTISED 
Life— Saturday Evening Post—Collier’s 


Sport’s Afield—Field & Stream—Outdoor Life 
Hunting & Fishing 


HARDWARE AGE 








gun 
rap 
‘ing 
ub- 


e in 
idi- 
rge. 
eIlps 
or- 


any 
» or 
lin- 
ter 


me 
ond 
gly 
ted 


ers 
1is- 


ted 


ally 
ity 





THE HEAVIER, MORE DURABLE NAP 
OF PENNSYLVANIAS 


Means More Contot/ * 


Every tennis player from top-ranking professional to serious 
beginner finds he gets more control when he plays Penn- 
sylvania Championship Tennis Balls. The sketches below 
show how Pennsylvanias’ exclusive, heavier, more durable 





Pennsylvanias are pressure- 
packed, stay factory-fresh 
until opened. 





nap works. 


F 





tot 
& j 
CONTROL AT IMPACT CONTROL IN FLIGHT CONTROL ON THE COURT 
Pennsylvanias’ heavier nap gives a better Because their nap is more durable, Penn- Pennsylvanias’ heavier nap makes a non- 
contact between racquet and ball—lets sylvanias retain their weight longer, keep skid contact with the court... the play- 
the player apply more cut, twist or flying truer longer, make the most of er’s “stuff” pays off in trickier, harder- 
top-spin. placement skill. to-return bounces. 





o) 
PENNSYLVANIA 


Championship 
TENNIS BALLS 


‘(When you sell Pennsylvanias, you sell the best’’ 
PENNSYLVANIA RUBBER CO. + JEANNETTE, PENNSYLVANIA 
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AN FaW WATER SYSTEM 
FOR EVERY NEED 


Re cinbescm 


0 


Rees 


PUMP 
FACTORY-TESTED 


Before Delivery to You 


Profits stay profits when you handle FxW Water 
Systems. Before delivery to you, every Fx W pump 
is tested at the factory for capacity and pressure. 
Every pump is performance-proved. You can bank 
on the ratings tagged on FxW pumps. 


To you this certified performance means fewer 
service calls—the end of needless call-backs. To 
your customers, this means FxW dependability, 
the kind that people everywhere have come to ex- 
pect from Flint & Walling since 1866. 


The completeness of the Fx W line is added profit 
insurance. Centrifugal and reciprocating pumps 
for’every depth of well. Fx W systems for all uses 

farm, home, industrial. A wide range of capac- 
ities to meet the toughest demands. 


Be money ahead on the pumps and water systems you 
sell. Write for details of Fa W profit opportunities. 


FLINT & WALLING MFG. CO., INC. 


KENDALLVILLE, INDIANA ESTABLISHED 1866 


HARDWARE AGE 





















voulliord 


FOR FUTURE PROFITS 


Thousands of Architects and 
Builders saw this ad. Thou- 
sands of Hardware Dealers 
will build neat future profits 
on it! 


W. don’t expect this advertisement 
to sell a million hinges overnight. 
We do, however, expect it—and many 


others like it—to lay the groundwork for 


1 your 


hy 
on © . 
i and really 


future sales. “GOOD CONSTRUCTION 
DEMANDS THREE HINGES ON 
EVERY DOOR?” is an effective message, 
based on sound building principles, that will 
eventually mean an extra profit for you. By 
the time hinges are plentiful again it should 
be helping you to increase sales. The Stanley 


Works, New Britain, Connecticut. 
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“Before installing a National Cash Register we 
had no way of systematizing our business. We 
could not tell where losses were occurring. 

“Now we know where we are making the 
money and where we are losing and we are able to 
concentrate on the items that will bring us the 
greatest profit. We are convinced that we couldn't 
afford to be without the control and information 
provided by a National Cash Register. It has given 
us results we've never obtained before.” 

The service given by National Cash Registers 











his own cash drawer. 


Ask your National 





@6 we're getting results we never obtained before...9@ 


has resulted in many thousands of statements like 
this from enthusiastic users. Businessmen all over 
the country have discovered that National Cash 
Registers help them save time, money and provide 
increased control and information about their 
businesses. 

Call your local National representative and let 
him demonstrate the advantages of the right 
National Cash Register System for your hardware 
store. 


e See the National Cash Register for Hardware Stores 


This National Cash Register is designed for use in hardware stores. 
totals of sales in five departments and by four salespeople. Each salesperson has 
It also shows a total of money paid out. In addition, the 
register prints a receipt or on a sales slip on every transaction which shows the 
date, operator's initial, amount, department or kind of transaction, 
consecutive number of the transaction. At the end of the day, totals can be printed 
on the detailed audit-strip to show how much money must be accounted for. 
representative for a demonstration. The National 
Register Company, Dayton 9, Ohio. Offices in principal cities. 


CASH REGISTERS « ADDING MACHINES 
ACCOUNTING-BOOKKEEPING MACHINES 





It provides 
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Cincinnati 
Approved by 
a Distributors, 
Underwriters le httetelucet ne) @atiiautenk 
Investigate 


Laboratories . ; 
leading merchandisers have 


honored Plicote with IMMEDI- 
ATE ACCEPTANCE! This great new 
Post-War line offers a superb nem surface 
coating. Now for the first time Plicote is available 
Toma stemelesnntom Olomeleenmmtvererehivele emari icine mittuntiattuc 
Plicoting adds to “gracious living” with new color beauty... 
ease of Application and Cleaning ...and valuable Non-Skid Safety. 


PLICOTE INC., PITTSBURGH, PA. + SALES OFFICE: 664 N. MICHIGAN, CHICAGO 


PLICOTE SAFETY-TRED : 
PLICOTE INTERIOR COLOR FINISH $ M75 
PLICOTE NON-SKID FLOOR FINISH 
PLICOTE NON-SKID TRANSPARENT 
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THE NEW 


_ FUM BLE:PROOF 
DOUBLE END 


CLOTHESPIN 


THEY'RE RIGHT END UP WHEN YOU PICK ’EM UP 


@ DOUBLE END The first real innovation in wooden clothespins finds immediate accept- 
ance by dealers and consumers. The first handful of pins put onto the 
wash-line demonstrates their superiority over old style pins. 





@ NO METAL 


@ FUMBLE-PROOF They go ZIP-ZIP-ZIP onto the line, — no twisting, no turning, no 
dropping of pins. In actual test, the “TWO-WAY” pin speeds up the 
chore of hanging out the wash; some housewives claim to cut the time 

@ SPRINGY WHITE in half. Simple, sound and sensible, like most inspirational improvements 

BIRCH on homely things, the TWO-WAY, four inch, hard, birch clothespin 
appeals fo women at first sight, with no sales talk needed. 
Leading Hardware Wholesalers everywhere are eagerly promoting 


@ MORE WOOD FOR the new “TWO-WAY”. They're standard length, stronger, and precision- 
MORE STRENGTH milled and cut. 
ORDER YOURS TODAY FROM YOUR WHOLESALER 
@ FOUR BY NINE or white te 


SIXTEENTHS INCHES 
| MOORE anp MONROE 
CS 1157 Stan 8106. BOSTON 16, Mass. | 
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FOR MODERNS ON THE MOVE... 


Men 


FOLD-AWAY TRAVEL IRON 


Even an overnight bag has room for this compact SAMSON 
Fold-Away Iron. Weighs but 2'/2 Ibs. A.C.—D.C. opera- 
tion. Smartly styled in chrome plate. Comfort-grip 





hardwood handle, finished in cream enamel, folds down 
for flat packing, locks upright for ironing. 400 Watts. 
Approved Cord Set. 


TRAVEL-WISE WOMEN of every age will find a spot ‘ A” 


= 


in their hearts as well as their luggage for the HF \ 
‘ \. 





SAMSON Fold-Away Travel Iron. It’s the ready answer \ : \ oy 
for those hurry-up pressing jobs so vital to the © N : < 
immaculate appearance of moderns on the move. \ SS 
Vacationists, students away-at-school, and small \ 
apartment dwellers will welcome it, too. And what a PLENTY OF 
gift it makes for weddings, anniversaries, graduations, “BOX APPEAL” TOO! 
birthdays, Christmas, Easter, or Mother’s Day! Like other SAMSON ap- 
The Fold-Away Travel Iron is another in an expanding pliances, the Fold-Away 
line of SAMSON electrical appliances that combine Travel Iron is smartly and 
quality and distinction at popular prices. Other items colorfully packaged to 
include Safety-TILT Automatic Irons, Safe-T Circuit help you build sales-mak- 
Heating Pads, Tempo-Flex Table Ranges, and the ing counter and window 
original, patented Safe-flex Rubber Bladed Fans for displays. 
home, office and automobile. oe amet ten 
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Year-round 
sales increased! 


By displaying and selling Perfection 
Wicks and Repair Parts you in- 
crease year-round sales, and assure 
perfect performance from every 
Perfection Oil-Burning Appliance 
until new ones are available. 








CLEVELAND 4, OHIO 
HARDWARE AGE 


7805-D PLATT AVENUE 


20 





AGE 


Be Win eis 


THI 












Patented. It locks into place in a twin- 
kling. Amazingly simple—a child can 
use it. 


J 
SAFE! 
As long as pressure remains, cover 


can’t be removed because it fits under 
the rubber gasket. (See point 4 below.) 


1 “SNAP-TITE COVER” 

















TEMPERATURE 
CONTROL WEIGHT 


Jiggles when proper tempera- ; 
ture is reached! Won't fall ; Se TRY THIS 
off. No mechanism, nothing sil has: TUG-TEST 


to adjust! 





“ee 


MOLDED GASKET 


Long wearing, odorless, 
heat resistant. Fits 
tightly in bead of pan 
—doesn’t have to be 
rémoved for washing. 

















STEAM VENTS 


Not one, but seven 
openings through 

which steam flows” > 
to the temperature t 
control weight. 


Extra hard, thick sheet  "#CKNESS 
aluminum—double 

thick bottom for long ° 
wear. Light to lift. 


5 WEAR-EVER QUALITY ACTUAL 














Made of the metal thot cooks best . . . easy to clean 


WEAR:EVER 


ALUMINUM PRESSURE COOKER 
with the palented Snap Tile cover 


— it can't be removed while pressure is on 


Month after month magazine ads, in full color, are 
building prestige and preference for the Wear-Ever 
Pressure Cooker . . . in American Home, Better 
Homes and Gardens, Bride’s Magazine, Good 
Housekeeping, Ladies’ Home Journal, Life, McCall’s 
Magazine, Parents’ Magazine and Woman’s Home 
Companion. 


7 NATIONAL ADVERTISING 
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SELL THEM... 


NEOCETA 







“The Fascinating Story of Neoceta”—an 
intensely interesting booklet—is yours for 
the asking. Write for your free copy. 


\ WEARS LIKE PURE HOG BRISTLE 


\ HOLDS JUST THE 
RIGHT AMOUNT OF PAINT 


y DOESN'T MAT OR FINGER 








\ KEEPS (TS STIFFNESS IN 
P PAINTS CONTAINING WATER 


Gruask Deutsion 5 
auc. lS vem ie p x 
PLATE GLASS COMPANY — 
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IN OUR 
NATIONAL 
ADVERTISING... 


WE ARE 


URGING YOUR 


CUSTOMERS 
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TO BUY WINCHESTER BATTERIES... 
DISPLAY THEM THIS WAY 


This Spring millions af messages 
in the Saturday Evening Post, 
Farm Papers and other Maga- 
zines—will urge consumers to .. . 
“look for the Winchester Self- 
Service Cabinet wherever flash- 
lights and batteries are sold.” 


Cash in on this double feature. 


. THE PROVEN FAST- 
SELLING POWER OF NO. 42 
BATTERY MERCHANDISER 
UNIT. 


. THE PROVEN SELLING 
POWER OF NATIONAL 
MAGAZINES. 


Order a plentiful supply of No. 
42 Merchandiser Units while 
they are available at your 
Wholesalers. Do it TODAY. 
Winchester Repeating Arms 
Co., New Haven, Conn., Division 
of Olin Industries, Inc. 
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BATTE 





HERES WHAT YOU GET IN THE 
NO. 42 MERCHANDISER UNIT 


1 No. 4 Self-Service Battery Cabinet 
96 No. 1511 Winchester Unit Cells 


Total Retail Value (10c each)... .$9.60 
Suggested Dealer Cost............. $6.24 
DEALER 
PROFIT (35%) ....... $3.36 


HERE'S WHAT THIS SELF-SERVICE CABINET BRINGS YOU 


1. A sure-fire pilfer-proof self-selling 
merchandiser. It brilliantly displays 
36 Winchester batteries in less than 
one-half square foot of counter space. 
Its hinged cover lifts up. Full-view 
display of batteries is had through 
clear-as-glass plastic window, with 
protection against pilferage by a sim- 
ple easily lifted cover. 


Make Light of the Dark 


2.96 Winchester Fresh-50 %-Longer 
Batteries—the nationally advertised 
batteries with 18 months shelf-life 
guarantee. 

3. Ideal display to cash in on impulse 
byying at each of the heavy traffic 
spots in your store. 


4.A handsome profit of 35%. 


ballefaiT” 
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wie the 
Westinghouse BUG BOMB on your shelf... 


The b-z-z-z of flies and bugs will be 
The ealy depenser with background music for the cheerful 
one-hand, finger-light release. jangling of your cash register if you 
display this “hot” selling item. 
The war-born, aerosol, automatic 
method of dispensing DDT and Py- 
rethrum is now familiar to millions. 
And Westinghouse, who made more 
aerosol bombs for the armed forces 
than all other manufacturers com- 
bined, has streamlined the wartime 
product for quick sale over the re- 
tail counter. 





and this display on your counter! 








RY \/ Se The Westinghouse Bug Bomb has been market- ‘| 

tested in cities and towns across the nation. It’s 

UG, Saeco 
B Q users say they will “buy more Bug Bombs”. Dis- 

acrosor AU TQ MATIG mseenses am your jobherpe 9 5 7. ees aa | 


WESTINGHOUSE ELECTRIC CORPORATION ~°* SPRINGFIELD, MASS. 


Every house needs Westinghouse, maker of 30 million electric home appliances 
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WE ASKED YOU to give us a good, short, descriptive name 
for MULTI-STRAND wire screening. Your response was 
overwhelming! 


Take.a look at the photograph above! That gives you a 
faint idea of the multitude of names we received. Some- 
where in that picture is your own entry! 


The contest judges, now “screening” the entries, are hav- 
ing a very difficult time deciding who will win the first 
prize—a $500 Victory Bond (now a Savings Bond) for 
the best name submitted. They’ve got to decide on all the 
other prizes, too—16 of them—totaling $750 in bonds. 


NEW YORK WIRE 
500 Fifth Avenue 





| You swamped us with names! 


The race is being run right down to the “wire”. 

The judges’ difficulty reflects the great amount of thought 
and effort you put forth in studying the MULTI-STRAND 
special, re-enforced, measured EDGE—and learning how 
it gives extra strength where needed most. Evidently, the 
features of this edge made quite an impression on you. 
No matter who wins, we want you all to know that we 
are grateful for your interest and help. 

Watch the June issue of this publication for announcement 
of contest winners. At least seventeen lucky people are 
going to share $1250 in bonds. You may be one of them! 


CLOTH COMPANY 
New York 18, N. Y. 
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@ Role (rrr 
WATCHES 


F YOU are interested in larger sales, protected profits and 
better service to your customers, you can’t afford to miss 
this opportunity. Ingraham’s new SENTINEL line will bring 
you: 
@ A complete high quality line of popular- 
priced Pocket Watches, Wrist Watches, 
Spring Wound and Electric Clocks. 
@ Pre-tested, fast selling designs for every 
important consumer market. 


a2 @ 
Consumer advertising, extensive and ag- 
gressive, and point of sales support. 


Protected profits under Fair Trade Agree- 
ments in all states having Fair Trade laws. 


The Shepherd Dog selected as 
the SENTINEL trademark, like the 
merchandise he represents, is a 
Grand Champion. 


THE E. INGRAHAM COMPANY [| 


Bristol, Connecticut Es 





Here’s the FIRST Member 
of the New Ingraham Family! 


It Has All These Sales Features 


@ Smartly designed, die 
cast silver plated case. 





® Silver finished metal dial, 


clear, easily read numerals. 


Pleasant voiced ‘‘One- 
Two-Three” alarm. 


Self-starting motor, com- 
pletely sealed in oil for 
quiet long life. 


be Baw 


Model No. SA-14 


Retail $3.95 


(exclusive of excise 
and sales taxes) 


Present Supply Limited 
OTHERS ARE COMING! WATCH FOR THEM! 
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The Reason 
Behind the Clamor 






ALL-STEEL KITCHEN 


STEP STOOL 


A Product of Keen Equipment Co., Inc., Vineland, N. J. 


£Encc 


TRADE MARK REGISTERED 





















There is a definite reason why house- 
wives the country over are asking for 
the Keenco Step Stool by name. The 
reason is NATIONAL ADVERTISING, 
a sure-fire aid to consumer RECOG- 
NITION and DEMAND. Wise dealers 
will tie in with this advertising to in- 
sure greater sales . . . more customer 
satisfaction. Write for our mat service 
Available in Red & White or Black & White 


Light and sturdy . . . constructed en- 
tirely of ““Bonderized” steel. Useful, 
easy to clean, beautiful . . . the per- 
fect Step Stool for the most modern 
kitchen or dinette. Use it as a 


® Step Stool 

@ Junior Chair 

® Handy Stool 

®@ Stool with Foot Rest 











National Sales 
Representatives 





’ 4 
Everybodys Hex 
Oc 810 ARCH STREET 

PHILADELPHIA 7, PA. 
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Leading jobbers from coast to coast are now delivering the fine PAL Baby Walker 
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“Vycky Dog eave 


The store—or department—that features D & M “Lucky Dog” 
Brand sporting goods possesses, right at the start, a valuable, intangible 
asset which might well be termed a “good luck piece”. Fortunate is the 
merchant who “rides along” on the long established, ready CONSUMER 
ACCEPTANCE enjoyed by this famous brand on quality athletic equip- 
ment. Sold only through the legitimate jobber, featuring equipment for 
baseball, softball, football, basketball, volley ball, soccer and other sports. 
Write your jobber for details. The DRAPER-MAYNARD 
CO., 400 York Street, Cincinnati 14, Ohio, U. S. A. 





GUN CLEANING 


EQUIPMENT 
for Rifles Revolvers and Shotguns 


ange 


NOW READY FOR DEALERS! 





The finest line ever offered 
American Sportsmen 


4 






Sporting versions of gun 
cleaning rods developed 
through design and re- 
search for the U.S. Military 
forces during the war... 
Comes in 6 inch pocket 










Finest bronze wire and 


Chuoking bristle brushes A superior war time developed 


size sections ... all inter- , i 
changable that meet all cleaning re- small arms lubricant and rust 
i quirements of revolvers, preventative. Available todealers 
rifles and shotguns. in handy “Pocket size”’ 2 oz. cans. 


.- Distributed by 


La Salle Sales & Mfg. Co. 
416 Book Bidg., Detroit 26, Mich. 
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SUPER:CASTER © BUILT-IN REEL 


WITH INTERCHANGEABLE RODS 








ee 


The new Hurd combination rod and 
built-in reel, now in production, is truly 
a postwar article — the most modern 
thing in fishing tackle. No sporting 

goods stock will be complete 

without it. Its beautiful, stream- 
lined appearance and modern 


TO BE DISTRIBUTED THROUGH LEADING 
HARDWARE JOBBERS OF AMERICA 


functional design will appeal on sight 
to every real fisherman. 


This innovation in*fishing equipment is 
precision-built to highest quality stand- 
ards of material and workmanship. It 
is backed by a name whose reputation 
for quality is well established. 


Now available through leading hard- 
ware jobbers and wholesalers, the 
Hurd combination rod and reel will be 
backed by a strong advertising cam- 
paign in leading Sports Magazines. 
Liberal trade discounts will be given 
dealers along with appropriate display 
material and other dealer helps. For 
complete descriptive literature on this 
new product, consult your local jobber 
or write us direct. 


> 1948 HURD LOCK AND MANUFACTURING COMPANY 


HURD LOCK & MANUFACTURING CO. SPORTING GOODS DIVISION NEW CENTER BLDG. DETROIT 2, MICH. 
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@ Straight-line kitchen arrangement with 84” Shirley sink-cabinet 
combination, and various Shirley base and wall cabinets. 





@ L-Shaped kitchen plan with 54” Shirley sink-cabinet combination. 
Note corner wall-cabinet and smooth corner-base-filler unit. 


SHIRLEY MATCHING UNITS MAKE ANY KITCHEN — 
LARGE OR SMALL... NEW OR OLD! 


@ It takes only a glance at these handsome, 
Shirley-equipped kitchens to see how the Shirley 
plan of matching units can be used in any kitchen 
to provide work-saving, step-saving convenience 

. and... sparkling beauty! Shirley offers a wide 
range of sizes in sink-cabinet combinations, includ- 
ing double and single-compartment sinks with con- 
venient drawers and storage compartments. The 
broad range of sizes in base and hanging wall cabi- 


nets, plus broom and linen cabinets, makes possible 


the complete outfitting of any kitchen. L or 
U-shaped kitchen installations are easily handled 
with smooth-fitting corner wall-cabinets or corner 
wall-filler units, and corner base-filler units. 

This wide variety of units—all perfect fitting— 
make possible an almost unlimited number of ar- 
rangements to fit even the most difficult floor plans. 
And you can sell Shirley kitchens a unit at a time 
...orall at once. The Shirley line meets every need! 


SHIRLEY CORPORATION - INDIANAPOLIS 2, INDIANA 


Write for the name of the distributor nearest you. 


@ U-Shaped kitchen layout, with 54” Shirley sink-cabinet combination. 





SHIRLEY 


@ Straight-line kitchen with 42” Shirley sink-cabinet combination. 





STEEL KITCHEN CABINETS 
PORCELAIN STEEL SINKS 


COPYRIGHT, 1946, SHIRLEY CORP., INDIANAPOLIS 


HARDWARE AGE 





ghana 


Ee Ss wee 













SHE LOVES ME... — 





nbination. 
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-»eShe’s glad | made her wait for a Never-Lift! 


nbination. 
COMING NEXT MONTH 


“Yes my Darling Dealer,” the lady says ER LIFTS / 


to me, “I love you dearly for advising 

“etme Pe, me to wait for a Proctor Never-Lift. What 
* a relief it is not to have to tilt and twist 

a heavy iron any more...to just press a 
button and have my Never-Lift lift itself. 


nev It céuld happen to you, Brother! Take our 
tip—grab every opportunity to demonstrate the 
Proctor Never-Lift. You'll get your chance 


when you get your first Never-Lift next month! 


Be smart! Always keep one Never-Lift in 
| your store. Display it...demonstrate it...use 
* it to build store traffic, pre-sell your customers. 





“And thanks for the tip about Proctor 

Even Heat. Believe me it’s a blessing 
HEAT DISTRIBUTIoy to have an iron that doesn’t drag and 
wrinkle...or cause unnecessary scorch- 
ing. And with my Never-Lift I can iron 
just as fast or slow as I like, thanks to 
the Proctor Speed Selector.” NATIONAL 


Meanwhile, come and see us at the Atlantic 

City Housewares show. It’s May 12 through 

May 17. The Proctor booths are 296 and 298. 

*Be seeing you! 
| 








*0 corp spot? 


S %0 nor spots “You don’t surprise me, Madam,” I i 

said to her “I’ve always known that the 

Proctor Never-Lift is the outstanding 

ETS iron on-the market for superior craftsmanship and labor- 
saving features . . . has been for years.” 


“Not surprised, uh?” she says. “Well, maybe this will 
KS Pa ag / ‘ NEWSMAKER \N APPLIANCE MERCHANDISING | 
aaaee | “Take that Sy ond that HF and that Sp !” PROCTOR ELECTRIC COMPANY, PHILADELPHIA 40, PA. | 
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FARM FENCE 
CONTROLLERS 


It doesn't take long for good news to 
get around. Customer demand for 
Electro-Line Controllers is greater than 


ever before. 


Electro-Line Controllers are honestly 
and capably built — THEY DELIVER 
and they deliver RELIABLY. 


Electro-Line offers your customers five 
models — each model has its definite 


Write for illustrated folder on Electro-Line 


fencing and its relation to Soil Conservation. place and use. Moderately priced, 
a modernly styled — Electro-Line has 


a 


No. 4302 


6-Volt D.C. , customer appeal. 
Battery Model . 
Battery Compartment See your Jobber 


pt CLARE s 


ELECTRO-LINE PRODUCTS CORPORATION 


120 N. Broadway * Milwaukee 2, Wisconsin 
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GOING LIKE HOTCAKES! 


— because this simple device solves your dog 


customers’ “tie-up” problem with safety and convenience 


--. it’s the NEW | 





° + 


TNR 


















FEATURES OF THE 
DOG ANCHOR 


a DOUBLE-ACTION 
swivel on spike 


ents tan 


nstan 
stron 


B RIGHT RED en- 
ameled all-steel 
hood, 5!4° in dia- 


meter 


ALL-STEEL stop 
and leverage pin 


15° Cadmium- 
plated all steel 
spike, 34° in 
jrameter 


BLUNT steel point 
goe n 


WEIGHT: approx 
11, Ibs., including 


] carry DOG 
ANCHOR any- 


where 
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ANGIOR 


U.S. PATENT NO. 2087176 


AN ALL-METAL QUALITY PRODUCT 
AND A PROFITABLE ITEM FOR YOU TO SELL 


priced right! - sells ou sight ! 


10,000,000 prospective customers for you. Hunters, 
kennel owners, and just plain dog owners will want a 
Dog Anchor to keep their dogs safely happy where 
they want them — when they want them. Gives dog 
200 sq. ft. to explore, a 50 ft. aircle to run in. Impos- 
sible for strongest dog to pull free. Display them in 
your window and watch the sales come in—at a profit 
you'll like. ; 

LEBARON-BONNEY COMPANY 


NEWBURYPORT, MASSACHUSETTS 


" @ COMES READY-PACKED 
/ IN A STURDY CARTON FOR 


ea 





LE BARON-BONNEY CO., 117 Merrimac Street, Newburyport 17, Mass. 
Please send me dozen all-metal DOG ANCHORS. 
Address — . State 
Ordered by —~ 
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FOOTBALL'S BEST EQUIPMENT 
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Chooserseé 


Now, you can give your customers 
what they want. Veteran brands are 
home. Ta-pat-co Sleeping Bags, Life- 
Save Vests and Life-Preserver Cushions 
are ready to fill the waiting demand of 
your customers. 

Dominant advertisements in outdoor 
and national magazines totaling 
16,000,000 circulation are announcing — 
the return of 


standing on the 
50 yard line... 


the modern football awaits its annual 
test ... the test of play, when it is 
kicked, beaten, fallen upon. 


Quality of workmanship, design and ma- 
terials show up on the playing fields 
from the Rose Bowl to your neighbor's 
back yard determining the dealer's 
prestige in the minds of his customers. 


The prestige of Globe dealers is safe. 
Globe protects the quality of every 
product with rigid inspection, precise 
fabrication methods, and scientifically 
sound design. 


Ready again for the woods, lakes and 
streams, Ta-pat-co is tougher, more comfort- 
able, more trail-worthy than ever before. 

Let your customers know you have 
Ta-pat-co. Run advertisements in your 
local newspapers. Use window and 
store displays. You can be choosers, 
now — and your customers will back 
up your choice of Ta-pat-co. 


Write us today for full information on 
our complete line. 


TA-PAT-CO 
LIFE-SAVE CUSHIONS 
AND PRESERVERS 
Government Approved 
Their safety and com- 
fort appeal to all 


STAY -A-FLOAT 
New Kapok filled Stay- 
A-Floats are again 
available. America’s 
safest and most pop- 
ular swimming aid «for 


lovers of sports afloat. children, 


Place your order now for Ta-pat-co Sleeping Bags 
and Life-Save Equipment. Get in touch with your jobber. 
If he cannot supply you . . . write us. 


The American Pad & Textile Co. 


GREENFIELD, OHIO 
CANADIAN BRANCH . . . CHATHAM, ONTARIO 
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GEE! LOOK! 


THEY FIT ME TOO- 


AND I'M BIGGER 


7 HEY! KIDS! 
COUNT ‘EM! 


16 DISC 
WHEELS 


~* FOR EASY ROLLING 


we 


~ 


| 


THE ORIGINAL, ALL-STEEL...16 DISC WHEEL 





BEGINNERS’ ROLLE a Shalit ™ 


ORDER NOW FOR 
PROMPT SHIPMENT 


Don't delpy but order now for 
prompt delivery. Specify what por- 
tion of your order you need now, 
what portion we moy ship over a 
90 day period. This means skates 
for everyone. Order from your 
nearest jobber. Eastern shipments 
will be supplied from our Philadel- 
phio Plant, Western Trade from the 
Pacific Coast. Only $19.20 Doz. Pr. 
Packed 2 Doz. Per Carton. 


MULTI-KWIK COMPANY. 


Fun witnour Fear! 


AGES 3 TO 7 LEARN QUICKLY, SAFELY... 


“Wow! What a Roller Skate!"’ is right say buyers, 
dealers and jobbers—AND THE PUBLIC—as they 
buy more and more of America's ORIGINAL ALL- 
STEEL, 16 DISC WHEEL BEGINNERS' ROLLER 
SKATES. Here's a Roller Skate especially designed 
for the small boy and girl ages 3 to 7 that means 
‘Fun Without Fear"’ right from the start. There's 
a real sales message back of this design, one no 
dealer need be afraid of: 30% Lower Center of 
Gravity, wide, 16 Disc Wheel Tread, Correct Foot 
Placement and Soft Straps in place of rigid steel 
clamps. This all adds up to more sales for you to 
MILLIONS of small boys and girls, a market that 
has heretofore been almost ignored. 


FULLY ADJUSTABLE 
AGES 3 TO 7 


The fully adjustable feature for ages 
3 to 7 meons a wider range of sales 
possibilities. Other important fea- 
tures include: 

16 DISC WHEELS e NO KEY TO 
LOSE e NO BALL BEARINGS e NO 
RIVETS TO WORK LOOSE e NO 
RIGID STEEL CLAMPS e SOFT 
STRAPS e PRESSED STEEL CHASSIS 
@ RUST PROOF e SELF-CLEANING 
WHEELS @ LIGHTER—STREAMLINED 
e LOW CENTER OF GRAVITY e REAL 
STEEL AXLES e REAL STEEL CHASSIS 
e WHEELS CANNOT WORK LOOSE 
Retail Only $2.40 Pr. (OPA Ceiling) 
(Slightly Higher West of the Rockies) 


. A DIVISION OF RADIOBAR COMPANY OF AMERICA 


GENERAL OFFICES: 11163 MISSOURI AVENUE © WEST LOS ANGELES 25, CALIFORNIA 


EASTERN SHIPMENTS will be Made from our Philadelphia Plant. Address all Correspondence to our General Offices 
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The name DEVOE is important to you who 
handle our products—whether it’s on yqur 
own sign or on the container—whether it ap- 
pears in large or small type. It says with all 
the authority of our nearly two centuries of 
experience that you’re handling products that 
are ‘‘good’’ in every sense of the word. This 
means they are fine quality products that are 








right for their jobs—with good consumer ac- 
ceptance—and with the added advantage of 
thoroughly good profit for you. 

Make the most of the experience of others 
who handle these fine products—by making 
sure your stock is ample and represents a 
worth-while cross section of items in the fast 





selling Devoe line of quality materials. 




















Two Timely 
Business Builders 


Cash in now on the universal 
urge to ‘‘spruce up’’ that’s 

sweeping the whole nation! 
| It’s a ready-made, important 
market for these two fine prod- 
ucts for use in homes, offices, 
industrial plants and institu- 
tions. Write, or see your Devoe 
representative for full infor- 
mation on profit margins, ship- 
ping schedules, sales helps and 
other details. 





DEVOE & RAYNOLDS COMPANY 


BIC LINOLEUM 
LACQUER 


Crystal-clear and colorless. 
Dries FAST (hard enough to 
walk on in an hour) to a bright, 
wear-resistant, literally dirt- 
proof surface. (Capitalizes on 


every housewife’s desire to pre- 


serve and beautify her floor cov- 
crings and reduce clean-up 
drudgery. Needed 

right now by acres 

and acres of lino- 

leum right in your 

territory! 


DEVOE Marble 
Floor Varnish 


New materials, new exclusive 
technique developed in the great 
Devoe laboratories make this an 
outstandingly finer varnish in 
every respect—truly a postwar 
product! Fast drying (dust-free 
in | hour, dry in 4 hours). Ex- 
ceptionally tough and hard, yet 
clear. Retains its high, jewel- 
like lustre in spite 

of hard wear, hot 

liquids and even 

mild acids and 

alkalis. 
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Sell CHAMPION Fluorescent 'and Incandescent Lamps bearing the familiar 
diamond mark of quality and you put yourself in a position to make the 
most of the big, steady, profitable volume in electric lamps. Everybody uses 


lamps. Champion quality gets you the repeat business. 


CHAMPION Lamps are easier to handle. No rules, regulations or red tape 
to hamper you from getting all the volume and profit. Champion packag- 


ing and point-of-sale display material do a real selling job for you. 


— Aik Your 
wholesaler for 


CHAMPION 
LAMPS 





CHAMPION’s simplified, low cost wholesaler-to- 


retailer policy keeps costs at a minimum and assures 






utmost profit for you in a sure-fire, all-season, 


volume item. 
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Ralph P. Higgins Company 
1558 Merchandise Mart, Chicago 54, Ill. 


Handcrafted by 


Century 


TTA A*’ 


Here is a special assortment that has been 
selected for the fast turnover of the individ- 
ual items. You'll find the MAESTRO “AA” 
Assortment easy-to-sell and easy-to-order. 
Consists of 2-each of 6 of the items illus- 
trated above (selected in accordance with 
available stock). Totals $12.00 at suggested 
retail prices (West Coast slightly higher). 





4440 North Clark Street « 


Newland, Schneelock and Piek, Inc. 
1107 Broadway, New York 10, New York 








Chicago 40, Ilinois 


ASSORTMENT 


These attractive numbers have the irre- 
‘sistible charm of glowing ruby glass 
inlaid with gleaming silver... A _ sales- 
proven combination that attracts even the 
most casual shopper. Feature these items 
profitably all year-round as practical, deco- 
rative gifts and prizes. See your jobber about 
this and other sales building assortments. 


R. F. McDowell 
403 Merch. Mart Bidg., Los Angeles 14, Calif. 


















Clay Folsom 
301 N. Market St., Dallas, Texas 
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3 BRIGHT STARS in the FAMOUS C4stor LINE 


They'll “Star” for you, too, 
As they have starred for 
thousands of stores 
thruout the country. 


® OUR BROILER: A complete 
kitchen unit under one cover. 
The only one of many we 
Sparkling, tested that will actually 
° . bake pies, pastries and 
mirror- polished,  _iies. 
spun aluminum . OUR STOVE: Spun glass in- 
: sulated to prevent charring 
will not rust or peel. = My ing of cord. Com 
pare it for beauty with any 


IMMEDIATE 2.22" 
DELIVERY ! 3 OUR HEATER: The only one 


with the safety lock of en- 
gaging teeth that holds with 
a bull-dog grip and cannot 
slip. Plus 9 foot cord. 























Ceiling Price..$15.85*t 
Your Price......... $9.87F 


Model No. 100 
144%" dia.—8%" high — 
110-120 volts AC-DC re ; 
1000 watts on high 
400 watts on low 





Your Price ......§2.45T 







Model No. 200 
10” dia, 

660 watts 

115 volts AC-DC 








Watch for another 
“ASTOR” STAR — the 
Electric Toaster — soon 
to appear. Many more 
“ASTOR” items to come! 









All Guaranteed 
and Complete 
with Cord Sets. 
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“AST 
*Plus 5% a Ceiling Price..$7.95*t 
in OPA Zone No. 2 Your Price ......$4.95T 
chargeable 
to customer. Model No. 400 
tincludes Mirs. Excise 19%” high 
Tax. 1442" bowl 


1000 watts AC-DC 


— stor rma Astor ume 


UNION PRODUCTS MEG. CO. ie PARK PLACE, N. Y.7, 
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When the full story of the war is written, a great illuminat- 
ing chapter will be focused on flashlights... for the heroic 


part they played in lighting America’s way to Victory. It 


was the privilege of RUB-R-LITE to contribute its might 
and its light to this great job. On the battle-boats and battle- 
fronts of the world, RUB-R-LITES showed the fighting stuff 
of which they’re made; shed life-saving light where needed; 
proved themselves in the pinches! Proved again and again 
that they were damage-proof, water-proof, electric-proof! 
This much is certain: RUB-R-LITE is the biggest flashlight- 
news that has come out of the war. And that automatically 


means: the biggest profit-news to you! 






RUB RLITE 


DAMAGF-PROOF - WATER-PROOF LENNAN LIGHTS, INC., BURBANK, CALIFORNIA 
NEW YORK SALES OFFICE: 45 WARREN STREET 
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RUB-R-LITE may mean a new name to you, Mr. Dealer, but 
it’s a seasoned veteran...measured by any yardstick of per- 
formance. It does not come to you with idle phrases and 
big promises. It has proved every claim to flashlight-superi- 
ority. It has kept faith with every trade factor. It has refused 
..even during stringent war times...to sell through any 
but selected wholesale distributors. And, of course, that pol- 
icy stands pat in peace. RUB-R-LITE is now telling its sensa- 
tional story to Mr. and Mrs. Public, U.S. A. through such 
top-tier magazines as LIFE and HOLIDAY. Here is a great 
mass market with a total circulation of 4,250,000 per issue. 
A market on the march for a flashlight that works...and 
that lasts. Are you on the march for sales? Order from your 


regular wholesaler; no direct factory sales! 
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FOR HEAVY WEICHT 


ANY THING 
CAN HAPPEN — 

AND PROBABL 
WILL... 




















NEWSPAPER 
FOR LOCAL 
BROADCASTING 


7 OUT OF IO 
MEN HEARD OUR 
GILLETTE BROADCAST 
OF THE FIRST 
LOUIS-CONN FIGHT 
IN 1941... THINK 
WHAT A RECORD- 
SMASHER THIS 
































BROADCAST SEND FOR 
WILL BE! TRAFFIC-STOPPING 
DISPLAY MATERIAL 


THAT TIES IN TO 
THIS GREAT SELLING 
BROADCAST...GET 
YOUR FULL SHARE 
OF PROFITS! 
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DORR ALAR. 
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CONN FIGHT 


CHAMPIONSHIP OF THE 


BLOW-Bv- na 
}, DIRECT FROM VANKEE STADIUM IN NY. 




















REMEMBER, \ 
IT TOOK THE % 
BROWN BOMBER - 
13 ROUNDS TO 

STOP THE 

FIGHTING. 

IRISHMAN 

FIVE YEARS 
AGO 





BIGGEST 












TURNS THE 
SPOTLIGHT ON 


GIULLETTE 
PRODUCTS 
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TUNE IN YOUR STORE RADIO.” " 
MEN WILL COME INTO > cen 
AND STAY To BUY! 











LATHER OR A 
BRUSHLESS 254 al 
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IT’S AMERICA’S BEST KNOWN. 


It’s the one toaster most people will 
ask you for by name—the one brand 
that more folks already own than 
all other makes of automatic toast- 
ers combined! Why? Because 
“Toastmaster” toaster advertising 
has always done the biggest, most 
consistent, best selling job in the 
industry. It’s doing that for you 
now with millions of messages 
monthly in Life, Post, Collier’s, Good 
Housekeeping, True Story, Parents’ 
and Bride’s Magazine. 


16 


ASTER toaster 
“es to handle? 


AND MOST WANTED TOASTER! 


It's THE toaster that millions of 
folks have their hearts set on, the 
easiest toaster to sell in the greatest 
numbers! Sell a greater number of 
quality toasters at the price that 
quality earns and that adds up to 
more profit. You will sell more of 
this brand because the “Toastmas- 
ter”* automatic pop-up toaster is 
America’s best known...and most 
wanted toaster! 














FREE 
MOUNTED 
REPRINT! 


This full-colorad 
will appear in 
Post and Life. if 
your distributor 
can'tsupply you 
order direct. 


TOASTMASTER Zaz- 


**TOASTMASTER” is a registered trademark of McGraw Electric Company. a 1946, 
TOASTMASTER Propucts Division, McGraw Electric Co., Elgin, Il 
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LIGHT SLEEP 
TIGHT SLEEP 

































it’s all the same to this efectric alarm 


oe © The trim little Telalarm Jr. 
has the exciting new control-a- 
tone alarm. That means it can 
be regulated loud or soft, as 
the owner likes. And because 
it’s electric, it won't stop till 
he wakes up and turns it off. 


® This handsome electric alarm 
with luminous hands and dial 
has the same quiet, self-start- 
ing Telechron motor that has 
made Telechron clocks, in every 
price range, the buy-words for 
accuracy and long life. No 
springs to break—no winding 
or oiling required. And the 
Telalarm Jr. keeps the right 
time all the time. In ivory- 
colored plastic case. 


® We're stepping up produc- 
tion but demand for all Tele- 
chron clocks is still way ahead 


7 % 
ie D & of the supply. 
‘NT! 4 TELECHRON INC. 
—— * ASHLAND MASSACHUSETTS 
ear in sp 
Life. if @ 
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LARGEST NUTS—EMPIRE Nuts larger than 114” bolt size are pro- WORLD’S LARGEST—This cold-punching machine, fed rectangular 
duced on machines of this type, especially adapted to RB&W require- bars, punches the hole, cuts the blank, chamfers, retrims, repunches to 
ments. Sizes up to 614" across the flats are processed. clear and center the hole, burnishes the sides — everything but tapping. 


We spent millions... 


You pay no more for RBGW 
EMPIRE Nuts, when you buy 
their superior strength, accuracy, 
finish... you get freedom from 
assembly areaikle and the per- 
manent dependability assured 
by the millions RB& W bas in- 
vested in equipment and qual- 
ity control. 


MCRL eile 


leas 


Hs 


Quality control is found in 
actual processing as well as 
in the laboratories and in- 
spection departments. For 
example, the method of cold- 
punching which RB&W 
developed has the valuable 
asset of insuring continuous 
inspection as part of the 
manufacturing process. 
Faulty bars cannot escape 
detection...the nuts must * 
uniform in size...and the 
hole must be central and 
concentric after repunching. 





MILL & FACTORY, PURCHASING 
RD and FARM IMPLEMENT >? 


ected to the RB&W d 
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NEWEST MACHINES—RB&W works constantly to develop and per- HIGHEST SPEED—One thousand -inch Square Nuts a minute is the 
fect new processes. These machines are radically different in design and pace of this machine which eats up a ton of steel every three hours. The 
principle . . . are the only ones of their kind in the world. raw material is cold-rolled in RB& W's own bar mill. 


WIDE RANGE—RB&W produces light, regular and heavy nuts, hot- LARGEST PLANT — RB&W'’s Coraopolis (Pa.) plant is the world’s 
pressed, cold-punched, semi-finished and slotted. The 11,040 6-32 nuts largest devoted exclusively to manufacturing cold-punched nuts. Sev- 
in the pile are equal in weight to the single 4’ nut. eral millions of nuts are produced and shipped each day. 


RB:.W The complete quality line 
101 YEARS U Sthong the things that make America athena 


Plants at: Port Chester, N. Y., Coraopolis, Pa., Rock Falls, Ill. Sales Offices at: Philadelphia, Detroit, Chicago, Chattanooga, Los Angeles, Portland, Seattle. Distributors from 
coast to coast. Order through your distributor and get prompt service for your normal needs from his stocks. Also, the industry’s most complete, easiest-to-use catalog. 
































The secret of this extra durability lies in the new 
synthetic rubber developed by Wooster specially 
for Rubbermaid products. It has far greater re- 
sistance to grease, soap, heat and water. The new 
Rubbermaid Houseware actually outlasts similar 
items made of natural rubber, 4 to 5 times! 

Housewives know from past experience they 
can depend on Rubbermaid’s high quality and 
smart styling. And now it’s even better than be- 
fore. An active pregram of Rubbermaid national 
advertising keeps this complete line constantly 
before your customers. This is a profitable line 
for you to handle. See our display at the Atlantic 
City Show, Booth No, 233. 


; AL | he! 
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The new line of Rubbermaid Houseware 


On DISPLAY AT ATLANTIC CITY SHOW— MAY 12-17 * 7 





lasts 4 to 5 times longer 


























FEDERAL TOOL CORPORATION | 


“* 


“Glad the boss brought me to Atlantic City. 
his booth for him!” 


~» 








I’ve sure fixed 






FEDERAL 
HOUSEWARES 


Good ol’ Joe! His taste in decorations may not be 
too artistic, but he #s enthusiastic . . . and anyway, the 
display really won’t look like this! We're enthus-: 
iastic, too, about your coming visit to our Booth‘ 
(No. 169) at the Atlantic City Housewares Show. 
While production of FEDERAL Practical HOUSE- 
WARES still is curtailed by shortages, conditions 
are improving. We will continue to do our best 

. shipping orders impartially .. . helping in every 
way we can. Stop by and say “hello”. We'll try to 
have some good news for you. Federal Tool Cor- 
poration, 400 North Leavitt Street, Chicago 12, Ill. 


Sales representatives in principal cities 
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Theres great GIFT volume proiitin 
ADEL par-s-0 "tTooLs” set © \* 



























Cash in on the Popularity of 





5 
ie ® 

ot be é Informal, Outdoor Eating 

y, the id 

athus-: ; Cooking outdoors—over an open fire—is an accepted American 

Booth: 


institution. These informal eating occasions require proper serv- 





mo ing “tools.” You have to ‘‘turn em, stick ’em, and pick em up” 
itions without burning fingers or losing choice morsels in the flames. 
"best It's an art, and Adel’s 3-piece set of Bar-B-Q “Tools” is designed 
soos to do the job right. They are made of finest stainless steel and 
Cor- double-lacquered selected maple. Note the clever double-rod, ° HANDSOMELY GIFT- PACKAGED 


2, Til. extra - stength construction. *The exclusive Adel Angle-edge Turner, 


Tapered-U Fork and Cupped Tongs are smart-looking and seeded . N ATI 0 N A L LY A DV E R Tl § ED 





Bo 
INTER-COASTAL COMPANY, INC. IMMEDIATE DELIVERY | 


649 South Olive Street © Los Angeles 14, California 

is . National Sales Office for Consumer Products of ¢ ORDER NOW FROM YOUR JOBBER 
ADEL PRECISION PRODUCTS CORP. 
; Burbank, California © Huntington, West Virginia 
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EVER BEEN FLOORED' 
BY THIS SETUP? 


The answer to any floor maintenance problem is a 
HOLT! Until you have put a HOLT floor machine to 
work in your rental business, you don’t know how prof- 
itable your operations can be. HOLT built-in-quality, 
superb engineering and construction, guarantee 
you trouble-free operation. No floor machine offers 
so many advantages, so many a improvements 
— exclusive features that pay off when your HOLT is 
on the job. There is a HOLT floor machine for every 
purpose. Investigate today! Write for FREE catalog. 


Two outstanding machines in the Holt 
line: (eft) the versatile, fast cutting 
Streamliner floor sanding machine. 
(Right) The Silent President; absolutely 
quiet, always dependable. A great main- 
tenance machine with many uses. 


Holt Mfg. Co., 651-667 20th St., Oakland 12, Calif. 


PLEASE SEND ME 


Complete information about Holt Floor Machines and floor 
maintenance equipment. I understand there is no obligation. 


HOLT MANUFACTURING CO. 


NEWARK, N. J. - OAKLAND, CALIF. 
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GILBERT’S NEW HAMPSHIRE BRANCH 
WILL HELP 











One Gilbert factory isn’t enough. All the 
machines and every pair of hands available in the 
original plant can’t make enough clocks or make 
them fast enough to meet today’s tremendous demand. 


So now Gilbert has made Laconia “the capitol 
of New Hampshire clockmaking” . . . with a branch 
plant devoted exclusively to the assembly of those 
Gilbert Alarm Clocks you’ve been waiting for. 


Production is still limited . . . but improving 
every month. There are not yet enough clocks for 
everyone . . . but established Gilbert wholesalers : 
get regular allocations. % 






Clock makers te the nation since 1807 


THE WM. L. GILBERT CLOCK CORP. 2 
WINSTED, CONNECTICUT : 


Laconia, N. H. 


141 W. Jackson Blvd. 
Chicago 4, IIl. 


551 Fifth Avenue 
New York 17, N. Y. 
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THIS WILL WIN THEM BOTH! 








NEW “COLOR PACKS” HELP 
YOU SELL MORE PAINT! 


Here’s a really new idea in paint color selection! It’s Martin-Senour’s 
handy new “Color Packs” for “Companion and Correlated Colors.” Each 
“Color Pack” presents a deck of generous sized color chips that fan 

out for ready comparison with fabrics and other color samples. The backs 
of the chips carry full product information . . . list “Companion 

and Correlated” colors in other types of finishes. And “Companion and 
Correlated” colors, you know, are those amazing new Martin-Senour 
finishes that solve the decorating problems of all your customers. 

For they provide a wide range of smart popular colors, each available in 
flat, semi-gloss, high gloss finishes and enamel that match . . . and 

so related that they also contrast with each other harmoniously. Ask your 
Martin-Senour Distributor about “Color Packs” and the other great new 
merchandising ideas that are yours with the “Companion Color System.” 
The Martin-Senour Co., 2520 Quarry Street, Chicago 8, Illinois. 


scarry OL vays-suvn MARTIN-SENOUR 
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1. OPEN. Simply step on 2. DIP. Cleverly designed 
—> the lever and the Wringer opening guides mop 
| opens. It's an easy, one- against front roller, where 
footed operation. greatest pressure is exerted. 


Easy as 1-2-3 


te DEMONSTRATE 
te OPERATE, to SELL 





THE NEW AND 
foot treadle and withdraw 


GREATLY IMPROVED 3. WRING. Then step on 





Wenled mop. Foot keeps rollers 
tightly compressed, and 
os balances Pail. No springs 

to get out of order. 


MOP WRINGER 
PAIL 






The New and 
Greatly Improved 
DeLuxe Mop 
Wringer Pail is 
the satisfying an- 
swer to the prob- 
lem of quickly, simply and easily wringing out 
dirty mops. That’s why women by the thousands 






























want and will buy it. 


| 

| With the New DeLuxe, one foot does the work. 

| A woman simply steps on the treadle, drops the 
mop into the water and lifts it out. Her hands 
never touch the dirty water. 


Definitely not top-heavy, the New DeLuxe is 
virtually impossible to tip over. Big enough for 
the job (actual capacity 14 quarts) it is still light 
enough for a woman, yet strong enough for a jani- 
tor. All parts are galvanized and there are no 
springs or mechanism to get out of order. 


Advertising in such widely-read magazines as 
The American Home, Better Homes and Gardens, 
House and Garden, Good Housekeeping, Ladies’ 
Home Journal and Woman’s Home Companion is 
acquainting your customers with this new and 
greatly improved DeLuxe. Women expect to find 
it on display when they come into your store. 
Order from your Jobber. 


NCHLUETER MFG. CO. 
¥ ST. LOUIS. MISSOURI 


















3 MILLION FURNACE REPLACEMENTS will be made 
—now, and during the first five years following the 
war. Your community will share in this highly re- 
munerative business, and you can profit directly—both 
fromi installing new furnaces and from the sale and 
installation of “A-P” 3-Piece Automatic Regulator Sets. 


EVERYONE wants automatic heat control for hand- 
fired furnaces—and you're the one to supply your 
trade with this modern efficient “A-P’” Automatic 
3-Piece Regulator Set: 


“A-P" WALL THERMOMETER 


Controls room temperature to a de- 
gree above or below setting. Easy to 
install. Attractive cover contains ac- 
curate thermometer. Convenient 
manual setting controls steady heat. 


“A-P" LIMIT CONTROL 


—prevents built-up furnace heat from 
making room temperature greatly ex- 
ceed thermostat setting. 
’ Set dial according to sea- 
son and outside tempera- 
ture—stopping overheating and waste 
of fuel. 










AUTOMATIC PRODUGS .,, ... 
COMPANY A-P" DAMPER REGULATOR 


2442 -C N. THIRTY-SECOND STREET 
MILWAUKEE 10, WISCONSIN 


with unusual lifting power. A 
sturdy unit—corrosion resistant 
for basement installation — 
needs only once-a-year oiling. 
Automatically relatches at next 
operation after stoking fire. 
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YEs, sir, millions of prospective purchasers will be 
looking for Bridgeport Brass Aer-a-sol Bombs when 
this special Aer-a-sol contest starts... with first 
announcement in May 18th Saturday Evening Post 
... Tie in your store with the Aer-a-sol point-of-sale 
display material and cash-in on the increased store 
traffic... because the contest promotion sends the 
purchaser to the Aer-a-sol dealer for the Official 
Contest Entry Blank needed in order to compete. 


Order today and be ready with a full supply of 
Aer-a-sol Bombs and a supply of the Official Entry 
Forms and other sales aids available from your 
jobber or distributor. If your regular supplier isn’t 
handling these fast-selling Bridgeport Aer-a-sol 
Insecticide Bombs, write or wire our nearest sales 
office for full information. 


1,000.00 EXTRA CASH! 


IN SPECIAL DEALER PRIZES 


SALES FEATURES 
Multi-Purpose Efficient Fast-Acting Economical 
Easy-to-use Non-infi ble Clean Safe 
Contains both DDT and Pyrethrum 








Every Aer-a-sol dealer is eligible to compete in the 
$5,000.00 consumer prize contest. In addition, Bridgeport 
is offering an extra $1,000.00 in cash prizes for dealers put- 
ting on the best store or window displays featuring the 
Aer-a-sol Bomb and tying in with our national promotion 
during the contest period—May 6th to July 15th. Use the 
Aer-a-sol sales kit of merchandising helps. Set up your 
display and you may win the $500.00 cash first prize or 
one of the 20 other cash prizes in this special dealer 
contest. 


>" BRIDGEPORT BRASS 


BRIDGEPORT 2, 


BRIDGEPORT BRASS COMPANY 


(Trade-mark) 
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Make your store 





Local Contest Headquarters 
in this Nation-Wide Aer-a-sol 


°9,000.00 Prize Con 


starting this month! 
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HERE ARE THE PRIZES 
FIRST PRIZE 500.0 
Second Prize 100.00 
Third Prize 50.0 
Fourth Prize 
Fifth Prize 
Six Prizes each 25.00 
Ten Prizes each 10 


Follew These Simple Rules! 
1. Put in a store or window dis- 
play featuring the Bridgeport Brass 
Aer-a-sol Bomb. Other merchan- 
dise may be used, but the Bridge- 
port Brass Aer-a-sol Insecticide 
Bomb should dominate the display 
Your entry may be either a window 
display or a store, counter or table 
display. Take a snapshot of the 
display and mail to: 

Bridgeport Brass Aer-a-sol 
Dealer Contest 
P. O. Box 118 
New York 8, N. Y. 

Any statement regarding sales re- 
sults from the display will be appre- 
ciated, but it is not required. 
2. The contest is open to every 
retailer in the 48 United States and 
the District of Columbia who sells 
the Bridgeport Brass Aer-a-sol In- 
secticide Bomb . . . store managers, 
department managers or clerks. In 
submitting an entry, print your 
name, position, and the name and 
address of the store with which 
connected on a separate sheet of 
Paper. DON'T WRITE ON THE BACK 
OF THE PICTURE ITSELF. 

The size of the display or the 


amount of merchandise included in 
it will not be a factor in the judg- 
ing. A small dealer has just as good 
a chance to win as the large mer- 
chant. Entries will be judged on 
the basis of attention value, sales 
value and originality. The quality 
of the photograph itself is not a 
factor but the features of the dis- 
Diay should be clear. The decision 
of the judges will be final. In case 
of ties, duplicate prizes will be 
awarded. All winners will be noti- 
fied by mail as soon as possibile 
after August 1, 1946. 

3. A contestant or store may sub- 
mit photos of as many displays as 
he wishes, but can win only one 
Prize. Fancy entries do not count. 
A plain photo or snapshot is all 
that is required. 

4. This contest closes July 15, 1946. 
To qualify, entries must be post- 
marked not later than midnight 
that date, and be received by Au- 
gust 1, 1946. 

5. No contest material will be re- 
turned and all photographs and 
other material submitted become 
the property solely of Bridgeport 
Brass Company. Under no con- 
ditions will the sponsors of the 
contest assume the cost of any 
Photograph, nor can they be held 
responsible for entries which are 
delayed or lost in transit. 
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No. 406 — Streamline, 6-foot 
tape, retail at $2.00. 
Spare blade 65¢ 

No. 408 — Streamline, 8-foot 
tape, retail at $2.25. 
Spare blade 70¢ 





. Direct readings on outside and inside 
measurement, with graduations on 
both sides and both edges. 


2. Handy lever brake holds reading for 


accurate reference. 


3. Claw at end of blade permits grip- 
ping for use as height gauge, and can 
be used as caliper or scriber. 












A TOUGH 


TWO FISTED 





TEAM! 


One-Two-Three punches: 


These two steel rules fit the hand like dollars 
fit the pocket of the dealer who throws these 















Master Rule's STREAMLINE and TUFBOY 
are strong enough in sales points to change 
the mind of the most critical "No" man. 





1. Light weight, tough zinc alloy nickel 
plated case. 


2. Six or eight foot carbon spring steel 
tape, graduated on one side, both edges. 


3. Inside measurement obtained by simply 
adding two inches. 








An easily inserted extra blade, for both the 
Streamline and the Tufboy, doubles the life of two 
Master Rules already strong on longevity, and pro- 
vides a follow-up “clincher” for that triple-threat 
sales talk. 


For all around accurate use, the man who has 
something to measure can't beat this tough, two- 
fisted team. The STREAMLINE and the TUFBOY are 
perfect tools for the mechanic or "hobbyist," in the 
shop or around the home. 







AND, T. 











MASTER 


Spare blade 60¢. 


Spare blade 65¢. 








No. 306—Tufboy, 6-foot 
tape, retail at $1.25. 


No. 308—Tufboy, 8-foot 
tape, retail -at $1.50. 




















MASTER RULE MFG. CO., INC. 


| | | | | | | 815 EAST 136th STREET - NEW YORK 54 
BRANCH: P.O. Box 1587, Oakland, Calif 
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these 
Buffed nickel fin- Eight fluted drill 
ish. Drill points are points WYe~ to 1%, 
contained in handle of an inch in diameter, 


for convenient selection, Sure grip chuck, 











a These three Automatic Drills are the spearhead of the Millers Falls line of qual- 
id ity tools. They are the preferred choice of carpenters, cabinet makers, pattern 
‘ makers and home craftsmen. They represent a considerable percentage of the 


»- Foot ‘ : 
1.25. sales volume in quality tools. 


Let Millers Falls quality tools spearhead your sales campaign. Millers Falls 
Automatic Drills are becoming increasingly available as our production swings 
1.50. into high gear. Nos. 188A and 185 are now in production. No. 81A will be 
available later. 


-foot 





a." MILLERS FALLS 






Millers Falls Company Greenfield, Massachusett 
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Your 
S lar 


Salesman... 


THE MAN WHO Is soLD on ATKINS saws 


@ One of the greatest assets of an Atkins dealer is the 
word-of-mouth advertising of the typical Atkins user. This is a 
man so pleased with Atkins performance...so enthusiastic about 
the keen cutting qualities, the tough, edge-holding teeth, that he 
passes the good word on to other saw users. He’s a powerful 
Atkins “Silver Steel’ Hacksaw selling force for you — not only because he himself is a steady 
Slodes, typical members of customer for the Atkins brand whenever he needs saws, but also 
the complete Atkins line of ¥ 
fast-cutting, high performing because of the business he steers your way. 
a a oe Temporarily, your supply of Atkins Saws may not meet the great 
demand. You can be sure, however, that we are doing everything 
possible to step up our production ...to enable you = =? 
to supply these loyal customers with all the saws they ; AMA y 


need at the earliest possible date. het I 


E. C. ATKINS AND COMPANY 
Home Office and Factory: 402 S$. Ulinois St., Indianapolis 9, Ind. 
Branch Factory: Portiand, Oregon 
BRANCH OFFICES: Atianta - Chicage - Memphis - New Orieans - New York - San Francisco 


- oe" SO TSS LR ae 
«THE DEALER'S PARTNER FOR 89 YEARS 
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Hardware dealers everywhere tell us THEY GET RESULTS 
by displaying these big, eye-catching, sales-stimulating, two-color 


posters furnished FREE by Popular Mechanics Magazine. 


Again and again every month, with full-page color 
ads in Popular Mechanics, we’re telling our 3% 
MILLION quality-minded readers that when it 
comes to tools and hardware YOUR store is the 
QUALITY store in your neighborhood. 


And now, with this new poster series, we can 
carry the campaign right inside your store. Every 
poster is a hard-hitting reminder—at the point of 
sale—that YOU have in stock the tools, hardware 
and supplies a man needs to do a good job on any 
kind of building or repair project. 


Shown here are the first two of the 21 x 14-inch 
posters in this series. Thousands of hardware deal- 


ers already are displaying them and have requested 
us to send the entire series. If you haven’t yet re- 
ceived No. 1 and No. 2, drop us a card and we'll 
rush them. No charge, no obligation. Popular 
Mechanics, 200 East Ontario St., Chicago 11, IIl. 
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Directing Dollars 
to Your Store 


It’s now in full swing—that widespread HUDSON advertising now 
appearing from coast to coast in more magazines than ever before 
—in leading national as well as sectional magazines. 

It’s part of HUDSON’S broad plan of dealer support to build 
consumer good will and acceptance for the HUDSON line and for 
the dealer who sells this ‘‘Tested and Proved’? Equipment. 

The current campaign totals 89,513,000 messages—all of them 
recommending your store as the place to buy. 

With equipment that’s already widely accepted ... with 
national advertising timed to prepare the way for the outpouring 
. Ba sis: of consumer dollars . . . with a new program that will be more 
“a . profitable to dealers . . . with more sales-making merchandising 
helps on the way . . . HUDSON is your best bet for steady sales 
and bigger profits now and for the LONG PULL. 


> SQUIPMENT 


Teeter eens eee eset senseee® 
















H. D. HUDSON MANUFACTURING COMPANY 
589 E. Illinois St., Chicago 11, Ill. Branches in Principal Cities in U.S. 


“7 ©HUDSON 


Sli i : @ SPRAYERS AND DUSTERS 
ANE a Se © HAY TOOLS AND BARN EQUIPMENT 
1 @ LIVESTOCK EQUIPMENT 
@ FARM VENTILATION EQUIPMENT 

@ POULTRY EQUIPMENT 


a——_s 





Buy More Bonds and KEEP Them .. . Increase Your Stake in America’s Future , 
COPYRIGHT 1945, H. 0 HUDSON wFG 
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pacobsen 


Lawn Queen 
Power Mower 







9 «aa 


All-Steel 
Hand Mower 


ALSO MANUFACTURER 


MAY 9, 1946 


MANUFAC 


In Mowers 


The-Name To. Remember is 


“The invisible thing called a Good Name is made up 


of the breath of numbers that speak well of you.” 
Lord Halifax 


@ Toa merchant the most important element 
in his success is customer satisfaction; it is 
the buyer's confidence in the seller and his 
merchandise. 


The name Jacobsen on lawn mowers is 
synonymous with finest quality. Precision 
engineering, durable construction and ease of 
handling are attributes that have distinguished 
Jacobsen products for over 25 years. That's 
the kind of merchandise that builds good will 
and repeat sales. 


The dealer who is looking ahead to 
the time when goods will again be freely 
available will be quick to realize the profit 
opportunities in selling merchandise backed 
by Jacobsen prestige. 







JOHNSTON LA MWA, |OWA 


OF PUMPS AND HOME WATER SYSTEMS 









SCONSIN 








Sanette qualify, style and 

extra value build good will, repeat sales, 
turnover and full profit for you. Sanettes 
identify your store with quality merchandise 
at reasonable prices. 














You may depend upon our 
| co-operation and over 20 years experience 
to help you sell more Sanettes. Continuous 
national advertising, effective literature, dis- 
play suggestions, meetings with your sales 
staff, promotion plans and stock control sug- 
gestions are available to help you increase 
Sanette sales, turnover, profit and good will. 



















Sanettes are sold only 

through the independent trade at 
established, nationally-advertised prices; your 
assurance of full profit, extra value, repeat | 
sales, faster turn and greater good will... | 
our pledge to you in 1946. | 
| 
| 





MASTER METAL PRODUCTS, INC. 


273-291 Chicago Street. Buffalo 4, N. Y. 











With the 497A 
Scythestone Display 


Make every tool sale a scythestone sale, by capital- 
izing on related selling at its best—with the 497A. 


Scythestones are an extra sale for the asking when 
timed with a tool purchase. And you’re extending 
your customer an extra “edge insurance” service 
that will enhance the performance of your tools 
as well. 


A 497A Scythestone Display on your garden tool 
counter sets the stage. Just point to this smart 
buy-appealing display and suggest “a scythe- 
stone to keep ’em sharp’’—then watch your tool 
customer heft and buy one of these genuine 
Norton Abrasives edge savers. Ask your Jobber 
to include a 497A Scythestone Assortment with 
your next order—now is the time to talk scythe- 
stones. 
Dealer Cost $4.97* 


BEHR-MANNING, TROY, N. Y. 


(DIVISION OF NORTON COMPANY) 


* Slightly higher 
west of Denver 


| MANUFACTURERS OF COATED ABRASIVES SINCE 1872 
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Ettea!l Exteal Wow 
DURO-CHROME 


g NOTION in S-DEGREE ARCS) 
eqyON on EVERY TAKE-UP! 



























apital- 
497A. 
when 
nding __. With 80-tooth action you get 
ervice 33 positive turns in take-ups as 
| tools narrow as 5 degrees. 

With a DOUBLE-ACTION RATCHET, this wrench gives 80- tooth per- 

é formance. Its extra-small head snakes into the tightest spots and gets 
n tool x turning action on take-ups as narrow as 5 degrees, where NO action __u-— With 80-tooth action you get 
ey . . +] EXTRA turning action on AIL 
smart be was possible before . . . and that of course means extra turning ac- ° aed 
ythe- : tion on all take-ups. And this great wrench will keep right on giving z 
r tool that extra performance because it is built of extra-tough, hardened, Made in 3 drives: 14", 34", ; 
° . ond \’. Fully patented. : 

nuine tempered alloy steel; it has torque strength far above Government 
obber Specifications. You get those extras along with the usual Duro- Por ao 
- with Chrome extras of extra-good balance, extra-precise manufacture, 88 
ythe- extra-fine finish. Truly, a master line of top-quality tools! Just pick 

up one of these wrenches, balance it in your hand, and put it to the 

work. You'll not want to go on without it! ... Duro Metal 

Products Co., 2649 North Kildare Ave., Chicago, II. 





. . HA Pca, 
| DURO TOOLS Gris \ 
fhe Wlechtaniod Bast: Peiond 


peer ¢ OVER A BILLION BUILT SINCE 1916 
1872 ALSO MAKERS OF DURO MACHINE TOOLS 
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Stewart Roilings for stairs, porches and balconies are made in a 
wide variety of designs, or built to specifications. 


Bracket and Pier Lanterns 
are made in various 
sizes and metal combi- 
nations. 
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Window Guards (Iron or 
Wire) are made to fit 
any size or shape of 
opening. 
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For over three-quarters of a century, 


Stewart Chain Link Wire Fence is n.ade in various heights and weights. H & A has been making quality cordage— 
Iron Fence will be available soon. Style OTH shown above. 4 é 
selling in the same markets. Consider that 


record. Such a business span cannot be 
built on product quality alone, It betokens 


@ All profit is clear when you sell Stewart Products because in addition, that many people for many 
you have made no investment. Most of the products manu- years have found H& Ac good organiza- 
factured by Stewart are naturals for hardware dealers, and ~ > . 

tion to deal with. This means that you can 


many of them are cashing in on this opportunity. Here’s how 
it works. You send for literature and familiarize yourself rely on H&A Rope, backed by the H & A 


with Stewart Products. Then you send us your inquiries for spirit of service, to give the utmost in satis- 
fence and other metal specialties. We do the rest and pay facti 

you a commission. Simple, isn’t it? Write today! There’s no actsom. 

obligation whatever. A few products are shown above. 


... THE STEWART IRON WORKS CO., INC. 
1337 Stewart Block Cincinnati 1, Ohie 
Experts in Metal Fabrications Since 1886 





The Makers of H & A “Blue Heart” Manila Rope 








THE HOOVEN & ALLISON COMPANY 
XENIA, OHIO 


“Spinners of Fine Cordage Since 1869 
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VAC-U-GLASS MILKING 









GLASS MILK PAILS 


You can’t hide dirt in a glass milk pail! The greatest 
feature yet announced for promoting immaculate 
cleanliness in milking machine equipment! Heavy 

lass pails with protective pad on base and rubber 
Ganebes around sides. 













VISUAL MILKING 


Glass Milk Pail shows daily production at-a-glance. 
See the graduation marks on the glass pail. 


NO PIPE LINES 
There are no pipe lines to install and keep clean 
... another important cleanliness feature! 


PULSATIONS 


(Massage Action) uniform .. . controlled by the 
speed of the motor. 


INDIVIDUAL VACUUM CONTROL 
Vacuum gauge for each cow. Vacuum may be ad- 
justed individually to suit “easy” and “hard” 
milkers. 





















Exclusive glove-type inflation design. Assem- 

bly includes specially designed rubber in- 

flation with improved “comfort” lip and 
chrome plated shells. 













Clean-Easy Milker is available in two 
fine all steel construction models. . . 
the model on track that mounts 
overhead in barn ... and the 
model on wheels for complete 
maneuverability. 


For Dealer Information, Write 


BEN H. ANDERSON MFG. CO., DEPT. 425 
MADISON 3, WIS., U.S.A. 
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Any former Intermittent Type Clean-Easy Portable Milker 
with steel constructed cabinet, can be easily changed over 
to the new Vac-U-Glass Milker. Write for complete des- 
criptive folder and prices. Now available for immediate 
shipment: 

{ 
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MODERN BEAUTY 
IS MORE THAN 
SKIN DEEP 


Designing in the truly modern style 
goes much deeper than mere sty]- 
ing or streamlining. 


It means using the new materials 
and finishing to add convenience, 
utility, longer life and more last- 
ing beauty to products. 


Aluminum is popular because of 
its light weight, freedom from cor- 
rosion and its irresistible eye- 
appeal; but in designing and 
fabricating, it requires a special- 
ized skill, very different from that 
needed in working other materials. 


This new technique reaches its 
peak in the aircraft industry. 


Aircraft technique 
in industrial products 


FASTER 
TURNOVER 


bia 


LARGER GREATER 
UNIT SALES » 4 EYE APPEAL 





Mercury Aincract INC 





AMERICAN HOME - LADIES’ HOME JOURNAI. 









Nationally Advertised in 






McCALL’S - WOMAN’S HOME COMPANION 
BETTER HOMES & GARDENS - HOUSEHOLD 


BERLOU 


wages Modern War against 
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BeRLOU Mothproof is in a class by itself... 





likewise its sales-clinching 5-Year Guarantee. 






National advertising, displays, literature, liberal 





PMs... paid by BERLOU... assure you steady, 






year-round volume, big profits. Stock BERLOU 





Guaranteed Mothproof without delay! 






For detailed information, write BERLOU MANU- 





FACTURING COMPANY, HA-5, Marion, Ohio. In 





Canada: THE BERLOU COMPANY, LTD., Lon- 
don, Canada. 


BERLOU scsvvsss 
MOTHPROOF 
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The Sherwin-Williams Co. is 
using all its vast resources to 

€ep its merchandise on dealers’ 
shelves Moving as fast as Possible! 


i © illi > 
YOUR OPPORTUNITY! Why ‘not get in Write today to ce on re “e s : ‘igen 
; ales Department, Cleveland 1, Ohio 
é yo f Sherwin-Williams Dealership? Dealer Sales 
¢ ur application for a P 














PSON-WALTON tackle blocks are engineered so that the top 

or standing block can withstand not only the weight of the load 
but the hoisting strain as well. All U-W Safe Working Loads are 
oy ap on this basis. In many cases it is not necessary to use a shackle 
at the top connection when you use U-W blocks—yet they cost no 
more than any other brand. 





Copyright 1945—The Upson- Walton Company 


Compare these greatly increased Safe Working Loads! 
USUAL UPSON-W ALTON’S 
SAFE WORKING SAFE WORKING 
LOAD LOAD 

i | errr reer 200 Ibs. 300 Ibs. 
i? rr 300 lbs. 535 lbs. 
OP PR cvandesacncns 400 Ibs. 640 Ibs. 
i cacckdanwns 400 lbs. 510 lbs. 
0. PE ere 550 Ibs. 1040 Ibs. 
BF 'REMIEEs cacscspsccace 700 Ibs. 1460 Ibs. 
OP B66 ic eccscones 500 lbs. 880 Ibs. 
OP PE nocesccissct 750 lbs. 1370 lbs. 
OP MEE. kc cccvuscecss 1000 Ibs. 2030 Ibs. 
pO A 1000 lbs. 1420 lbs. 
a ae 1500 Ibs. 1900 Ibs. 
0) a 2000 Ibs. 2750 lbs. 
Be i ok adecnndence 1500 Ibs. 1700 Ibs. 
Po PRs scvtcectiones 2000 Ibs. 2580 Ibs. 
it | rer 2500 Ibs. 3000 lbs. 
0 ere 1700 Ibs. 2200 Ibs. 
OP BR dc cccesscses 2450 Ibs. 2850 Ibs. 
. OF Fis 0 65006ccssen 3200 Ibs. 3500 Ibs. 
Established 1871 Ree 2600 Ibs. 2700 Ibs. 
Ah ae 3400 Ibs. 3650 lbs. 
10? "TEIGNC. ccccccccccces 4200 Ibs. 4900 lbs. 
ee 3000 lbs. 3050 Ibs. 
5 gh SS er 3750 Ibs. 4600 Ibs. 
B28 TER cc ccccssseuce 4500 Ibs. 6250 Ibs. 


THE UPSON-WALTON COMPANY 


WMauufacturers of Wire Rope. Wire Rope Fittings. Jackle locks 


MAIN OFFICES AND FACTORY: CLEVELAND 13, OHIO 
114 Broad Street 737 W. Van Buren Street 241 Oliver Building 
New York 4 Chicago 7 Pittsburgh 22 
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PANTHER ond DRAGON TAPES 










WM. 
"© rapped and sealed individually 


in cellophane, PANTHER and DRAGON 


Tapes are safe in any climate. They “work” well and 












last on the job. 




















These tapes don’t linger on shelves. They’re 
fast movers because they are extensively 
advertised and well-known. PANTHER and 
DRAGON Tapes are made and backed by 


the company which has specialized for over 65 





the top : 

he load a years in insulating electrical wires and cables. 

ads are bi 

shackle Fa 

ost no PANTHER and DRAGON Friction Tapes adhere 

‘ : firmly, meet ASTM adhesion requirements. PANTHER 
‘ and DRAGON Rubber Tapes fuse readily and securely, 


have high elongation and excellent dielectric 
qualities and meet ASTM tests for tensile strength. 


All tapes pass Federal Emergency Specifications. 


Our nearest agent can supply you with these 
tapes and further details about them. We'll be 


glad to supply his name on request. 








.--and will last 
on the job 





PANTHER AND DRAGON 
friction & rubber TAPES 


Sold Through Recognized Independent Wholesalers 


a HAZARD 
+t 








4 INSULATED WIRE WORKS 
oe a Division of The Okonite Co. 
: Wilkes-Barre, Pennsylvanio e@ Offices in Principal! Cities 
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Table model 


$4.39 


retail 


v Made of highly polished, cast aluminum. 
pet ae v Six different handle adjustments. 
Vv Easy touse... easy to clean. 
$3. 2 G v No paint to chip—no finish to wear or peel. 
retail vv Gives pure, sweet juice—with no rind taste. 


Backed by Mason's reputation for quality—they them. Write. wire or call today for complete in- 
mean quicker, easier profits for the store that sells formation on prices and merchandising aids. 





L. E. MASON COMPANY °0:10n 36, mass. 
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Look at Taeee ARVIN Sales Features! 
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... Ahad Easy to SELL! 


K Women like the splendid features of the Arvin All-Metal Ironing 
Table... it’s their best buy, and they know it—the moment they see it! 


You'll have turnover — in a big way — on this fast-moving number in your 
housewares department. Orders are being filled as rapidly as possible. 


tt Atlantic City Housewares Show, Way 12 to 17H — Space 525 to 525 
ARVIN is the name on products of experience from NOBLITT-SPARKS INDUSTRIES, INC., Columbus, Indiana 
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/nsecticiaes 


-for TOP 
ferel: PROFIT! 
ETT BLACK FLAG FLAG e 









~| INSECT SPRAY 


- Se 
with 5% DDT. pywwnhee > 
“1 













a Also 1% DDT. BLACK FLAG S “= 


POWDER 
“@ kills roaches, 
all bedbugs, 
10% DDT. 






























J 
e BLACK FLAG 


SPRAYER. Sturdy, 
long-lasting. 
v 









Cr Diy7| BLACK FLAG 


Puy CATTLE FLY SPRAY >= 

especially mode 

for farm use. A BLACK FLAG 
, (Sz) POWDER 
TA he, PUFFER. 
7 . = | An efficient, 


ROACH DED 
roach powder 
contains 

10%.DDT. 












BUG DED 
with 5% DDT. 
Kis sevev® Kills 


kills moths and (@imM ws bedbugs. 


yy 










applicator. 


































nT _| ANT DED 
an efficient 
| ant powder 
wef contains DDT. 


>." 
Za 
ANTRO ANT “tem, 


aTROU 


TRAP—ANTROL SOWBUS, ANTROL 
ANT KILLER. RAMEE SOWBUG and 














































RIDZ GARDEN “SS , CUTWORM 

— CONTROL. 7 
kills aphis, thrips, P Also kills slugs SNAROL 
leathoppers. petty , and snails. Ly, META-ARSENIC 
Contains 10% DDT. Rl wees BAIT. Attracts and 
















DWIN— KS 
a delightfully = c 
fragrant and quick 
insect killer. 


Daily Radio Advertising Sells These Products for YOU 


3 
DDT S popularity has created an enormous been household words for years. RADIO broad- 


kills snails, slugs, 
cutworms. 


ary . 





public demand for all kinds of insecticides. To casts do the selling for you—Monday through 
get a major share of these new profits, make your Friday—every week in season, over the NBC and 
store “INSECTICIDE HEADQUARTERS” for your CBS networks—Coast-to-Coast! 

neighborhood. Stock the complete Boyle-Midway Boyle-Midway was one of America’s leading 
line—all well advertised brand names that have suppliers of DDT to the Armed Forces. 





BOYLE-MIDWAY INC. Jersey City 2, New Jersey 
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AT LAST-A PERMANENT, POSITIVE WATERPROOFING 


WITH RESULTS SO CERTAIN THEY'RE INSURED! 


You can't beat it! HYDROZO is the most potent 
waterproofing ever developed — with results 
so good they're insured for five years by a na- 
tionally known insurance firm, and test-proved 
to last years beyond that trial period! Every- 
day delighted users are finding more and more 
uses for this champion waterproofing that licks 
the toughest moisture problems with one knock- 
out blow! Demand spreads like wildfire wher- 
ever it's sold. This means faster sales . . . more 
sales... BIGGER PROFITS for you! One trial 
order will convince you HYDROZO is one of the 
biggest money-makers you've ever carried. 
You can't lose. HYDROZO is guaranteed as a 
positive waterproofing or money back! 


PERMANENT! POSITIVE! 


the most effective, economi- 


rs ae 
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cal waterproofing known with a tested effi- 
ciency between 99% and 100%. HYDROZO 
can be brushed or sprayed on concrete, brick, 
tile, stone, stucco, wood, 
canvas, etc., permanently 
ridding these materials of 
dampness, page, and 
deterioration. HYDROZO 
goes deep, filling pores 
with an indestructible, 
super-sealing gum. Forms 
a surface as nonporous 
as porcelain for years 
of lasting protection against moisture, soot, 
rot, dirt, and decay. Leaves surface ideal for 
painting or may be mixed to make a water- 
proof, weather-resistant paint! 





EASY TO USE! ECONOMICAL! 


No mixing or measuring with ready-to-use HY- 
DROZO! Goes on easier than paint! And a 
little goes a long way. One gallon covers 200 
square feet of wood or 100 square feet of 
masonry with TWO coats! Will not change or 
alter color of material treated. 


MAIL THTS-COUPON 


Please send the Big Profit Story at once. 
() Wholesaler 


C) Dealer 





Address 





City. Zone_—. State 





RED HOT FOR SALES NOW! 


Available nationally for the first time 
ofter years of testing in limited areas, 
HYDROZO is ready to show you the 
way to REAL PROFITS in '46. Send in 
the coupon today for MORE MONEY 
tomorrow! 


Brick Walls Sidewalks 
Floors Water Tanks 
Weed Sidings Railroad Ties 
Basements Cisterns 
Elevator Pits 
Boot Decks 
Bridges 
Chimneys Furniture 
Awnings Tents 
Silos Convertible Tops 
Terpaviins Windew Seshes 
Stucce Surfaces Recreation Rooms 
Fish Ponds Deer Frames 
Brick Piers Etc., Ere. 
Rough Masenry 
Swimming Pools 
Boiler Pits 
Fence Posts 
Wells 
Culverts 


































































































THE recognition of your problem to stay in business, the appre- 
ciation of your obligation to serve your community with essential 
appliances for the maintenance of the home, is not lost on the 
men and management of Prentiss Wabers. Everyone at Preway 
— in the plant — in the office — in the field — is every day 
doing his best to do just one thing — get things done for you. 
Material shortages caused by strike-bound suppliers has been 
a persistent drag on getting deliveries coming your way. 


Yer from this frustration, time has been gained ... time to 
re-employ experienced servicemen, time to train new hands 
at range making, time to re-tool completely a 4-star Army- 
Navy E plant to a plant for dealer service. When materials 
again become readily available, the short, well-balanced Pre- 
way line will roll with a singleness of purpose—to make you 
and your store headquarters for the finest kerosene range line 
in your community. That's Preway's pledge to you. 





PREWAY 








PRENTISS WABERS Po . 
256 SECOND STREET, N., WISCONSIN RAPIDS, WIS. PRODUCTS Co. | 
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e First, the EKCO is in the kitchen, 
cooking in magic minutes—then, it’s on the 
dining table . . . with a handsome cover . . . serving 
j the food piping-hot, and saving extra dishes. 
Women will want to give as well as own 
the EKCO Pressure Cooker—it is so smart, so con- 
venient, so attractively packed in individual cartons. 


And the EKCO is so simple to use . . . no loose 





Just a twirl of the 
Fingertip Knob 
seals the cooker 





parts, and a turn of the knob seals it! Nationally 






advertised in 13 leading magazines— 
with a total of 27,000,000 readers. 






Just a flick of the Pres- 
sure Control keeps 
pressure from ex- 
ceeding proper level. 








EKCO PRODUCTS COMPANY 
1949 Nerth Cicero Avenve © Chicago 39 


These famous products make EKCO the Biggest Name in Housewares: 
FLINT Hollow Ground Cutlery; EKCOWARE Stainless Steel Utensils; 
EKCO Pressure Cookers; A & J Kitchen Tools; GENEVA FORGE Cutlery; 

STA-BRITE Tableware; OVENEX Tinware; TRU-SPOT Flashlights. 
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A ( corbin tubular latch set 


for low-cost home and commercial construction 


This new and improved 
Tubular Latch Set in- 
corporates CORBIN’S 
newly designed square 
face and curved lip 


Functions For Every Need 
#345 Standard Latch Set 
#345': Closet Latch Set 

#359 Bedroom or Bath- 
room Latch Set, with locking 
button and emergency un- 


: . locking device. 
strike with square ends —— 


to match. 

This latch proved its ability to “take it” by 
performing as smoothly at the end of over half 
a million “Open and Close Tests’ as in the be- 
ginning. This excellent performance was achieved 
as a result of three new Corbin features: — (1) 
Reinforced latch bolt; (2) Extra large hub arms; 
(3) Cold rolled steel shoe and lever for retracting 
the latch bolt. The increased strength of these vital 
parts results in a better tubular latch set that will 
give added years of smoother service. All sizes 
are standardized to fit the time saving pre-mortised 


doors specified by The Fir Door Institute. 

The name CORBIN means quality to your 
customers. Owners of houses in the lower priced 
brackets are usually pre-sold on the name Corbin 
but they sometimes feel that Corbin Quality Hard- 
ware is beyond their means. This new and improved 
line of Tubular Latch Sets is designed and priced to 
make Corbin quality hardware available to owners 
of low cost homes. Display these new Corbin 
Tubular Latch Sets. Their sturdiness and style will 
arouse interest in your Corbin line of economical, 
high quality builders hardware. 


P.& F. Corbin 


DIVISION OF AMERICAN HARDWARE CORPORATION 
NEW BRITAIN, CONNECTICUT 
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2 * DOW WEED KILLER ORDER NOW! 

— IN PACKET FORM! You can still order Dow Weed Killer and Dow 


Garden Dusts. Fast Service. Take advantage of 
Here's the weed killer for you. Produced in today’s market. Write or wire for prices, discounts, 
self-measuring packets—pac!:aged in 2 con- shipping weights ‘ 
venient sizes—displayed to ring up quick on 
the spot sales. Drop contents of packet in 
water—spray weeds away—without harming 
lawn grass! It's a sales cinch! SPECIALTY PRODUCTS DIVISION 

THE DOW CHEMICAL COMPANY 


First and Water Streets, Bay City, Michigan 
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SOMETHING BRAND-NEW TO SHOW YOUR CUSTOMERS! 


Sensational G-E “Tune-A-Larm” “wakes them up to music!” 





LOOK! Wouldn't you rather be waked up to 


music than by an alarm tone? 


Well, so would lots of your customers. The 
**Tune-A-Larm’”’ 


= —— oe =, “t0 rouses them pleasantly 


~ .. cheerfully... surely. 
eras) 


If it doesn’t do it in 
then they 
Here’s how this revolutionary new General 


5 minutes 
get the alarm! 


Electric Alarm Clock works: simply plug your 
bedside radio into ““T'une-A-Larm’s”’ back, tune 
it to your favorite station, switch the switches! 
At rising time ‘““Tune-A-Larm” turns on your 
radio and you awaken to MUSIC! 


All our surveys indicate that the ““T'une-A- 
Larm”’ will bring some fine new music out of 
your cash register. It’s just what a lot of people 
have been waiting for! Music for your waking 


moments— imagine! 


Meet two other new G-E sales-makers! 


The “Beam Alarm.” This ingenious 
new G-E Alarm clock is for those who 
don’t want to be awakened by any noise. 
Simply plug your bedside lamp cord into 
the clock. At wake-up time, the light 
comes on —and FLASHESON AND OFF! 
After 5 minutes of flashing, the alarm 
buzzes—just to make sure. (This clock 
was developed after working with societies 
for the hard of hearing.) 


In Production Now! These three new G-E 


clocks are being shipped as rapidly as possible. 
Ask your wholesaler about ““Tune-A-Larm” 
.« “Select-O-Switch.” They're 


“Beam Alarm” 


new, they're good. Best of all 


chandise Dept., Bridgeport, Connecticut. 


they’re G-E! 
General Electric Company, Appliance & Mer- 


The “‘Select-O-Switch.” This is, strictly 
speaking, an electrical timer. You use this 
ingenious time-switch clock to control 
your radio and other electrical appliances 
operating on ordinary house current. Will 
play your radio for any length time for 
which it is set—then turn it off. The same 
with other appliances for pre-selected in- 
tervals over a 12-hour period. It’s a very 
useful device, the “Select-O-Switch.”’ 


General Electtic Clocks 


The Clocks Most People Want 


GENERAL @ ELECTRIC 
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MIRRO-MATIC 


PRESSURE PAN 


These excerpts are taken from a friendly flood of 
letters your customers have written. Names on request. 


Simplest of All! ...... "It is the simplest to use of all the pressure pans on the market.” 


Sold for Life!.........“l am wild about my new MIRRO-MATIC and cannot praise it enough. 


I will never buy any other kind of cooking utensils than MIRRO. 


Best in Thirty Years !....“It is the finest cooking utensil I have ever had in the thirty years that 
I have kept house.” 


For Science Too !.......“The MIRRO-MATIC pressure pan is wonderful! My husband, a 
; doctor, wants one in his office for certain things he has to put under 


” 


pressure! 


So hice Looking !.....,“It is so good-looking, too—I only wish I had a glass-doored cupboard 
where I could keep it on display.” 


} the othe mii “After only two days’ use, we cosihale ts it the most valuable addition to 
our kitchen since the baby camer ants 


i (i, ot Miwon ox nehiipuell tile coed in itis reaty 
: stags x eae gesreeamingnee ee 


ALUMINUM GOODS MANUFACTURING CO., MANITOWOC, WIS. 


woORtLod's LARGEST MANUFACTURER OF ALUMINUM COOKING UTENSILS 


rhsh your jobber for further details on MIRRO-MATIC 





Scissors can’t when 
it comes to cans! 


..-and that’s one lesson a lot of consumers 
have to learn. 

Today, Acme scissors and shears are engi- 
neered for top efficiency in their real job— 
to meet every cutting need. But—they are 
not intended for use as can-openers or ham- 
mers or screwdrivers. And if they’re abused 
by being put to such tasks—the sharp clean 
cutting edges will be ruined! 

So pass the tip along. Teach your custom- 
ers to treat their scissors and shears right— 


and insure better performance longer. 


And remember—your best customer is a | 


satisfied customer. Scissors and shears pro- 
duced by Acme are designed to make more 


satisfied customers for you. 


ACME SHEAR CO. 
Makers of 
ACME + EVERSHARP 
3 KLEENCUT + AMERICUT 


BRIDGEPORT 1, CONNECTICUT 
PURITAN + WINDSOR 
80 














PROFITABLE PAPER PRODUCTS 


FOR FAST, OVER-THE-COUNTER SALES 


Se _(ISPLIY. 


— and watch these “Beauty Packages” of Lace 
Paper Doilies and Place Mats increase the turn- 
over and profits of your paper goods department. 
Each pack contains 100 MILAPACO Doilies or 
Place Mats. Doilies are in 5, 6, 8, 10 and 12” sizes. 
Illustrated on outside of each pack is a full size re- 


production of Doily or Place Mat contained therein. 


MILWAUKEE LACE PAPER CO. 


Milwaukee 12, Wis 


1306 E. Meinecke Ave. ® 
BRANCH OFFICES AND WAREHOUSES 


98 BLEECKER ST., NEW YORK 12, N.Y 
1018 SANTA FE AVE LOS ANGELES 21, CALIF 
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Cast Aluminum 


» MAIL BOX 




















Cast of Ebaloy “B” Aluminum alloy, this 


attractive, eye-catching mail box will not 


MAACO | iis ‘i ve@u— rust and smudge the side of a house. And 
-_ | : Foop | gibi! with its modern design and satin-like finish 
ACKS 4 _ ee , 
Fits anywhere. P ‘ ° 
Easy to clean. HESS ume svicer the Ebaloy Mail Box fits beautifully on all 
Juice channel No seeds, no dripping. Bowl has 
f Lace conducts juice no holes—holds all juice. Pouring ° 





pen ae 1 eee ir eS ie tee homes. It is wide enough for pocket-edition 
= SS SS. Se See eee tS ee © ES magazines and legal-size envelopes . . . yet 
tment. 


lies or permits easy convenient removal of postal 
"Sizes. e inet. 4 cards and small envelopes. A hasp arrange- 


size re- ment permits locking with padlock. Overall 





rerein. = J sf TENDERALL 


For cubing and tenderizing height 12”, width 634”. Retails at $2.50. 


meats. Stainless steel knives 
; . , sever all tendons. Con- 
Crushes ice cube instantly, easily. venient, easy to use. 


Suuiiee ones fy chest soem. A | pee Gee, eed p Write us for name of your distributor. 
C 1] tractive. Retail Price $1.00. Price $7.50. ' 


EBALOY, Inc. ROCKFORD, ILLINOIS 
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@ No doubt about it! In the lives 
of America’s homeowners, Lumite* 
Window Screen is bere to stay! 

This amazing plastic screen 
that can’t rust, corrode or stain... 
that can’t dent or bulge... is en- 
joying a “boom” that will last our 
lifetime and yours. 

So... to meet this insistent, in- 
creasing demand for LUMITE, we 
have built a plant that is not only 
modern in every respect today... 
but is also planned to cope with 
the inevitable production-expan- 
sion which many years of tomor- 
rows will bring. 

All plant equipment is up-to- 
the-minute...our looms the most 
modern to be had. Our craftsmen 
know their jobs from A to Z... 


"MEG. U. S. PAT. OFF. 


LOCATED AT CORNELIA, GA. ROBERT & COMPANY, INC., 


Look what happens 
when the public cries 





NEW HOME OF 


Lumite 


THE MODERN PLASTIC 
SCREEN CLOTH 


ARCHITECTS 


“ 

















and our Research and Testing 
Laboratory staff experiments end- 
lessly to produce new uses for bet- 
ter merchandise. 

This is the only plant in Amer- 
ica built for the sole purpose of 
manufacturing plastic screen and 
fabric. On 300 acres of rolling 
Georgia countryside, this new 
plant will fill the ever-growing 
demand for LUMITE, giving you 
speedy and efficient service. 

Write today for full information 
and samples of LUMITE Plastic 
Screen. 


WOVEN OF SARAN 
A DOW CHEMICAL CO. PRODUCT 


}P CHICOPEE MANUFACTURING CORPORATION 
47 Worth Street, New York 13, N. Y. 
PADL Worlds largest maken of Plastic Sereen Cloth 














WHY LUMITE IS 
A BEST-SELLER: 


@ RUSTPROOF 

@ WON’T BULGE 

@ CAN’T STAIN 

eNO PAINTING 

e@ CLEANS EASILY 

@ EASY TO HANDLE 
@ EASY TO FRAME 

@ NON-INFLAMMABLE 
e@ TESTED COLOR 

@ LASTS LONGER 


@ AND STRONGER —Lumite is 
woven of heavy plastic filament 
(0.015 diameter) 
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Two fast-selling packages... with full 5% DDT plus 
quick-acting Pyrethrins...to kill flies, mosquitoes, roaches, 
bedbugs and practically all common household pests! 


DDT by du Pont 


DU PONT 5% DDT 
INSECT SPRAY 


for walls, floors, screens, etc. 








Miers Wuronrour E 
wan 

Mote MaeUAcINES 1 ‘ A residual spray—applied with or- 

“wows tdi wo F ' : dinary spray gun or brush. Leaves 

b ideetee Heras a= a an invisible coating that kills in- 

ndaree pou O76 byte 6 sects by contact . . . retains killing 

eK et fae aon power for months. Thanks to Py- 

, rethrum, it has immediate killing 

power .. . knocks down flying in- 

sects. Pint, quart and gallon sizes. 





DU PONT 5% DDT 


INSECT DUST 
for cracks and hard-to-get-at places 


Best for bigger crawling insects. 
Easy to shake into cracks and cor- 
ners where these pests hide out! 
Also SAFE TO USE ON PETS 
(except cats). Available in handy 
2-0z. puffer-packages and inshaker- 
type containers (4, 8 and 16 oz.). 


Du Pont GARDEN DUST b- 1 
= PONT 5% DD 
——<! with DDT DU SECT SPRAY 


\ 


Kills insects... prevents disease! T 
Contains 4 proven products. Sci- DU PONT.57% DD 
entifically blended by Du Pont. ©) INSECT DU 

\§ 





Handy shaker packages. Used as 
a dust or spray. 


clearly labeled for proper use. Your jobber can give you the whole profitable story. 
Get in touch with him now, or write to E. I. du Pont de Nemours & Co. (Inc.), Seme- 
san Division, Wilmington 98, Delaware. 


\ STOCK BOTH... SELL BOTH. Most homes require DDT in both powder and 
| | i | spray form to assure complete freedom from insects. Both are carefully formulated... 


BETTER THINGS FOR BETTER LIVING...THROUGH CHEMISTRY 
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L-0-F quality window glass cuts 
. fits frames snugly 


\L 
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“Good tailoring” is the first step to good fit... in a suit, in a 
slip cover, in a window. 

“Good tailoring” begins with accurate sanded It’s easy 
to cut to your customer’s exact window measurements when 
you use L-O-F Quality Window Glass. Its longer annealing 
process makes it less brittle, less likely to break. Even narrow 
strips can be cut with ease and little waste. Windowpanes, 
too, fit tight in their frames, with no fuzzy edges. 

Always buy and sell this clearer, brighter, flatter glass 
with the L-O-F label of quality. It means profit for you. 
Ask your Glass Distributor to keep you supplied. Libbey: 
Owens‘Ford Glass Company, 5456 Nicholas Building, Toledo 
3, Ohio. 


L:O:F also makes phase glass, safety glass, 


LIBBEY: OWENS - FORD Bisa petra 


pered plate glass, Glastone*, the light- 


24 Great Name ima GL AS S wae, =" masonry block, and 
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Ftow to bring em in 
-agnd bring em back / 


DON’T fail to use all the eye-and-buy DON’T overlook the perfect tie-in 
appeal in this brand-new, full-color G-E with G-E advertisements now appearing 
Lamp display. in leading magazines. 


DO read the simple, brief instructions. DOpur this advertising to work building 
Follow the rules of good display when you your turnover. Clip this big full-page G-E 
feature G-E Lamps on the counter, in the Lamp advertisement from the May 21st 
window, or in a mass floor display. Then Life and give it prominent display. It’s a 
you’re sure to score a hit with brand-con- sure way to remind customers about the 
scious people who look for and insist on high quality of national brands you sell 
high-quality products like G-E Lamps. ...and bring customers back for more. 


bong ABC LA 


bring ém back 
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HOW MUCH COVERAGE ACCORDING TO MY INDICATOR 
CAN | EXPECT FROM YOU CAN FIGURE ON 


A GALLON OF 500 TO 600 SQUARE FEET 
SYNCHROME ON STEEL? PER GALLON 


Handy, Pocket Size 


ALUMINUM PAINT 


INDICATOR 


ANOTHER EXCLUSIVE FEATURE 
FOR SYNCHROME ALUMINUM 
PAINT DEALERS 















One setting of the Indicator tells you all you want 

te know about painting any interior or exterior 

surface with SYNCHROME Aluminum Paint. 

Set it to the surface to be painted, and it tells you— 

1. How to prepare the surface before applying SYN- 
CHROME. 

2. How many square feet of that surface can be 
covered with a gallon of SYNCHROME. 

3. The kind of structures having this surface. 






We will gladly supply handy Indicators to Cres-Lite ~ 

SYNCHROME dealers, and their sales force, as partof Creg-Lite SYNCHROME is exclusively a quality product. It 
Crescent’s dealer-help program. If you haven't already . . . * . ° . +s 
received yours, let us know how many folks in your 18 a quick-drying, synthetic resin, oil paint, containing 
organization can use one, and we'll send them promptly. Only pure 325 mesh aluminum pigment. We pledge 
ourselves to maintain at all times the quantity and the 
high quality of OIL, PIGMENT, and SYNTHETIC RESIN 


used in SYNCHROME. 


One coat. of SYNCHROME com- SYNCHROME’s high hiding pow- 
pletely covers most surfaces er and durability make it the 
with a chrome-like finish unsur- best protective coating for 
passed for its resistance to heat, tanks, stacks, roofs, metal, | 
moisture, fumes, weather and concrete, brick and other types 
corrosion. of structures and equipment. 


CRESCENT 













BRONZE POWDER CoO. 


116 West IIllinois Street « Chicago 10, IIlinois 


1841 South Flower Street ¢ Los Angeles 15, California 


MA 
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This ts the SkuSanver that =| S& 
MAKES MONEY tor YOU 4X? 
on RENTALS ! 


@ Here’s the floor sander designed for profitable rental. 

Any homeowner can use it successfully. It requires the very mini- 
mum of servicing. SKILSANDER weighs only 86 pounds ... compact, 
well-balanced, easy to handle. . . has automatic drum lift to raise 
and lower drum at the wall... single belt drive . . ; simplified 
pepe clamping... easy-cleaning vacuum system... grease-sealed 
all bearings throughout . . . more exclusive useful features than 
any rental type floor sander on the market. Send today for FREE 
Rental Manual telling you how to rent SKILSANDERS at a PROFIT! 


. SKILSAW, INC. 
5033-43 Elston Avenue, Chicago 30, Ill. 
Factory Branches in All Principal Cities 


NTAL 


FREE nana 





ertis- 


PORTABLE 7 ELECTRIC | 
Sxiu.Daits 
7 SARE Ze MADE BY SKILSAW, INC. 
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FHIS ONE apPLIANCE DOES THE WORK 
AND EARNS THE PROFITS OF TWO 


Material shortages still are hold- 
ing back production of Surf 
SEASON-AIR. But this revolu- 
tionary room-conditioning appli- 
ance—with its all-year-’round 
sales appeal— is worth waiting for. 
So keep after your jobber—the 
way he keeps after us—and make 
sure your store will be among the 
first to feature Surf SEASON - 
AIR when full-scale production 
gets under way later this year. 


Our thanks to all of you for 
the tremendous interest you’ve 
shown in a product so new that 
only a few of you have seen it. 
Hundreds of enthusiastic letters 
every week make it clear that 
SEASON.-AIR is the Biggest 
news in room-conditioning:appli- 
ances since the first electric fan. 
G-M Laboratories Inc., 4296 
North Knox Avenue, Chicago 
41, Illinois. 


BEAUTY...Handsome crackle 
finish © Chrome heater grill ¢ 
Modern-design fan blades 
© Separate fan guard. 

STABILITY...Sturdy, all-metal 
construction. @ 7'/-in. base e Fi- 
nest materials and workmanship. 

UTILITY...For summer, power- 
ful 10-inch fan with air displace- 
ment of 500 cu. ft. per minute @ 
For winter, 1320-watt forced air 
heater. 

SILENCE...Incredibly quiet— 
nearest thing to noiseless you've 
ever seen in a motor-driven 
appliance. 

ECONOMY...Heater and fan 
COMBINED for one low price. 
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1 ooo FRESH 
FOR YEARS 


2 GUARANTEE : 
PROTECTION 


3 LAST LONGER 


Your Customers Desenue the Gest! . 
RAY-O-VAC COMPANY - 
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TWO What's all the horn-blowing ? What's the trouble ? 
8 $5 
iar Se | 
ee ec 
Mr. Handy! My daughter’s first 
broadcast is just an hour from now! 
d And all the family’s waiting at home 
already! But our radio won't work! 
FOUR 


Look at the 4-color 
pictures and all 
those articles on 
building and fixing 
things yourself. 


That’s right. My wife calls it 
“Handy’s handy magazine” — it’s 
Mechanix Illustrated. | wouldn't 
miss an issue. All the latest 
photography, radio and even 
television features. 






There are Mr. Handy’s in every neighborhood—the oracles 
whose advice is sought when your radio acts up, your lawn- 
mower breaks, or that new car is to be bought. Some 
600,000 of these neighborhood oracles have been stepping 
up to the newsstands each month to buy their favorite 
how-to-do-it magazine, MECHANIX ILLUSTRATED. (In fact, 
says the A.B.C., more men buy M.I. at the newsstand 
than any other mechanical magazine.) 

You should reach these enthusiastic cover-to-cover read- 
ers with your advertising. They’ll read your message — 
and tell their neighbors. 

Fawcett Publications, Inc., 295 Madison Ave., New York 17, N.Y. 
World's Largest Publishers of Monthly Magazines 
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You came back from 
the Navy knowing so 
much about radar and 
radio, | thought you 
could fix my set. Say, 
that’s a dandy maga- 


zine you're using. 


H’mmm. H’mmm. 















Just a short circuit. Mechanix 
Illustrated is great for help- 
ing you understand radio. 


FIVE Eureka! It’s playing! What 
was wrong, Mr. Handy? 


mn roe 


~~ 
3 














SIX What a gal! What a voice! And thanks to Mr. 
Shh! Quiet! Handy and Mechanix Illustrated we can hear it. 
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Westchester Brickote Products Co., Inc.| | 


Manufacturers 





Our Special 


LOUVER 


For 


NEW CONSTRUCTION 
Easy to Install 





* Remove the Louver 
© Nail Frame to Sheathing 
a i © Replace Louver 
; * + * Nice Job—No Exposed 
ELECTRIC FIRELOGS = — Nails 


Andirons and other Accessories for the Fireplace | "Built Like a Combination Door" 


IMMEDIATE DELIVERIES | ae. a ee 
Size of Drip Cap 1°%"' © Frame Depth 1'/s"' . . . Width 
Streamlined, Free Air Flow 2%"* 
OUR STANDARD LOUVERS 
Good for the Life of Any Average Building 


Made in 11 Sizes—Maximum area of ventilation—Louver board 
free from Frame—(Well screened, dipped and sprayed.) Rust- 
; | proof, acid resisting and corrosion proof—Face Frame of Mason- 
Red Bulbs, Aluminum Spinners and Pins for Electric ite, free from seams, spotwelds, rivets and screws. 


Firelogs now available as a replacement item. Soll at toned 2 60 Every Job 


WHEN YOU INSULATE— YOU MUST VENTILATE 
Our products are nationally known and proven best sellers. © Write For Complete Details © 








Literature sent upon request 


Arr-O-Line Manufacturers 
3060 4th Ave. So., Minneapolis 8, Minn. 


CLIP THIS A yy For pisPLAY SAMPLE 








WESTCHESTER BRICKOTE PRODUCTS CO., Inc. | 
1528 Williamsbridge Rd., New York 61, N. Y. 





TT , 
EYE APPEAL It’s a sales CHAMP! 


PROFIT oe PROTECTO-CRATE 


The Modern 
Metal 











> Shipping Eggs 


Or Almost Anything 





Made of long lasting, sturdy metal. Stands rough treatment. 
Easy to pack. Uses standard ‘flats’ and fillers. 





Designed to mail eggs but ideal for shipping almost anything 
needing protection. Sliding cover, locks firmly. Address card can't 
slip out; just turn over and reinsert for shipping back to sender. 





PROTECTO-CRATE comes fully equipped in 3 sizes: 
No. 3, capacity 3 doz. eggs No. 6, capacity 6 doz. eggs 
y . “ No. 12, capacity 12 doz. eggs 
ge « * : z Accommodates extra large as well as small eggs. 


F R ja] Repeats big in stores everywhere. Everybody is a pros- 
pect. Your jobber can supply you or address us direct. 
Guaranteed BUILDWARE FLORENCE PRODUCTS CORP. 
4011 W. Harrison St. Chicago 24, Ill. 
FRANTZ MANUFACTURING CO., STERLING, ILLINOIS 
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RE AGE 


NATIONAL HARDWARE SHOW 


16th thru’? 


GRAND CE 


The initial announcements of the NATIONAL HARD- 
WARE SHOW (the first show of its kind on a 
national scale) have been received with unprece- 
dented enthusiasm on the part of both manufac- 
turers and buyers, everywhere. 

Never before has the hardware manufacturer had 
such an opportunity to parade his products and his 
merchandising before such an array of both national 
and international buyers. Exhibit space is being 
allocated at a rapid rate. 

If you have not yet made your reservation for space 
DO IT NOW! Write (or use coupon) for full detail 
and floor plans. 
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THE WORLD'S 
GREATEST SHOWCASE 


SEND THIS COUPON NOW! 


> 


NATIONAL HARDWARE SHOW, INC. 
331 Madison Ave., New York 17, N. Y. 


Please rush to us prospectus and floor 


| plans. 
| Firm 


De Wien... 
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30,000 feet in reorders from 
one department store in 10 








z 


A 


Packed in attractive 
3-color cartons that 
make an eye-catch- 





- 































days from one od! Not o ing display .-. and 
single complaint or return. 1000 foot reels for 
cut-order lengths. 
YOUR CUSTOMERS Mlasrticean new uteiine 
allowance and a 
WILL GO FOR mats with initial 










order! Act now! 














Plasticlean is practically ageless. Rain, snow, sunlight, heat or cold 
won't affect it. Smooth, flexible, easy to handle, easy to keep sleek and 
clean with a damp cloth, Plasticlean will take any punishment without 
snagging, sagging or breaking. A much-needed household product that 
sells on sight. Order today. Quick deliveries, state quantities, sizes. 


PLASTIC. 
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100 foot line retails for $3.00 
200 foot line retails for $5.75 
Cutto-order lengths per foot $0.03 
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LAWN SPRINKLER 


Ht Gets 
the mit e C 


Here’s the garden sprinkler that’s sweeping the 
market. It positively throws a square spray 
over a wide area. Beautifully finished in red and 
nickel. Precision made for long service. May be 
used in series as a complete sprinkler system. 
Order now from your jobber! Immediate deliv- 
ery. Stop-priced at $2.75 under National Fair 
Trade Act. 


Manufactured by 

CARROLL PRODUCTS CO. 
Oakland, California 

Netiond Sales Representative 


SALES ASSOCIATES 
Easton Bidg., Onkland 12, California 
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D OU BLE your Profits 
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itial e Dairy Farmers with 
! 
BIG HERDS 
ee 
2 
7 e Dairy Farmers with 
Ds SMALL HERDS 
B. 
| a OU can do it with Rite-Way—the two market Cash in on this extra market, this even bigger 
milker because it offers precision-built per- market of small operators. More than 100,000 

ND formance wanted by men with 50... 100... or dairy farmers have proved the advantages of the 
uN” 200 cows at a price the man with only 6 cows Rite-Way milking method on both large and small 

! can easily afford to pay! herds... And with more than a quarter century 


of experience behind it, Rite-Way is setting the 
; pace for the industry in milker improvements. 

FEATURE FOR FEATU RE Sell America’s Fastest selling milker! You can 
it’s easier to sell a RITE-WAY establish a successful, profitable business with 
the help of Rite-Way’s powerful farm paper ad- 
vertising and generous dealer support. Write 


for details of the money-making Rite-Way fran- 


chise today. 


RITE-WAY PRODUCTS COMPANY 
1241 BELMONT AVE. Dept. HA, CHICAGO 13, ILL. 
Branches: Syracuse, N. Y.; Oklahoma City, Okla.; Atlanta, Ga. 
Coast Distributor: Dairy Equipment Co., Oakland 12, Calif. 
In Canada: Massey-Harris Company Ltd. 
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AMERICA’S FASTEST SELLING MILKER 


*. 


ADJUSTABLE Shelving 


costs no more than —) 
fixed shelves when made wit 


GARCY 


PILASTER STANDARDS and BRACKETS 


Equally at home 
= — with fine cabinet 
por os A ; work or heavy- 
moe duty stock shelves. 
sBrackets snap im write for Bulletin 40-60 
er out at a teuch, 

yet will not budge 

under the heavi- 

est load. 

«Slots numbered— 

easy te line UP 

shelves. 

*Saving on car- 

pentry pays fer 

hardware. 











GARDEN CITY PLATING & MEG. CO.. INC. 


Ogden Bivd. & S. Talman Ave., Chicago 8, Ill. 
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SELF-CLEANING 


ALL PURPOSE 
STEEL RAKE 


The Cavex Rake, indispensable all-pur- 
pose tool that has year-round accep- 
tence and use because: 
@ Absolutely self-cleaning. 
@ Turn it over and it is an all-pur- 
pose garden tool—harrowing or pul- 
verizing ground. 
@ Operates easily with carpet 
sweeper’ motion. No lifting—rake 
is always kept on ground. 


The CAVEX BROOM RAKE 


The original and STILL THE 
BEST broom rake. Everyone 
uses the light, flexible, strong 
broom rake on lawns and for 
light-garden use because 
{ they can “broom rake” 
r all day without tiring 
This is the fastest selling 
leaf rake on the 

market. 

Improved con- 
struction increases 
efficiency — 24 
spring steel, heavy 
gauge wire teeth 


ae 
- at ort formed to most ef- 
Cert 4 fective curve—are 


NN stronger, tougher 


and solidly an- 
chored. Handle 
joined at correct 


Write for Price and , 
Stipelon : QUE angle. 


n 


A. and A. MANUFACTURING CO. 
525 N. NOBLE ST. CHICAGO 22, ILLINOIS 
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C€ARLSON » 
WHITE CHIEF 


Here's the carefully designed 
Carlson White Chief Inside 
Measuring Rule with 4” wide 
blade finished in permanently 
bonded snow white color with 
jet black numerals and grad- 
vations. Quick-Change blade 
connection, Automatic Brake 
and Frictionless Wind aread- 
ditional outstanding features. 

You'll like Carlson Rules— 
everyone does, 





CARLSON & SULLIVAN 
501 W. Foothill BI.. Monrovia. Calif, 














THE NEW WIRE ROPE 
CLAMP That Really 
Holds the Line! 


CABL-OX clamps work on a brand 
new wedging principle. Holding 
power increases with the load and 
exceeds tensile strength of rope used. 
Does not crush and weaken rope 
like old style U-clips. Assembly is 
fast, meat . . . saves breakdowns, 
equipment, injuries and expense. 
Can be used over and over. Cadmium 


Cabl-ox 


@ Made in all sizes from Vie" to %". For all 
wire rope applications. 

@ Ask your distributor or write for illustrated 
folder and prices. 


NUNN MANUFACTURING CO. 
2125 Dewey Avenue, Evanston, ilinois 
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e Machined from Solid Brass 


e Adjustable Quick Set for | 2.5/temh ‘edie * 


Spray, Stream or Mist a =!-!/8th Inches Diameter 
e Will not stick or leak 


e Light-Weight and Tarnish 
Proof 


e Made to stand Hard Usage 


Here's your chance to cash in on a really “hot” item—one 
that will satisfy the pent-up demands of your customers. DIS- 
PLAY and you'll sell these practical, fine appearing, light-weight 
nozzles almost automatically. 

Be first in your area to offer these efficient nozzles which give 
a stream, spray or mist with a turn of the wrist. Eliminate 
returned-goods headaches, for these nozzles will not stick or leak. 


Order Now! ; : 
For those who wish a larger size, 

No. 7713 PACKED: | doz. to a box, individually wrapped. Liberty Distributors offer this same 
WEIGHT per dozen in carton: 3 Ibs. 6 oz. high quality adjustable brass noz- 
zle in a size which is 3!/2 inches 


Order from Your Nearest Liberty Distributor when closed and 1-3/16 inches di- 


ameter. 


Liberty llistributors 22222": 


HEADQUARTERS—14 NO. 5th ST., PHILADELPHIA 5, PA. 


Larger Size Also Available 


Albany Hdwe. & Iron Co. Huey & Philp Hdwe. Co Morley-Murphy Co. The Emery-Waterhouse Co. 
Albany New York a en Bay. Wiscon Portland 6 Mair 
Allison-Erwin Co. ere: ese oo ae The Salt Lake Hdwe. Co. 


Hunt & Mottet Co Northwest Hdwe. & Steel Co. 


Isaac wether Hardware Co. Orgill Bros. & Co The Thomson- Diggs Co 


srapealante Metre Ce. Kelley-How-Thomson Co. ; Mass The Tracy-Wells Co. 


Beck & Gregg Hdwe. Co. Paul M Rice & Miller Co 


i v Hoard 
Corpus Christi Hdwe. Co. Momsen Dunnegan Ryan Co Stand’ Miataarée Co an aera. na were we 


Harper & McIntire Co. Phoenix, Anzona J. A. Williams Co. 

epilieis. Morley Brothers Supplee-Biddie Company be 
aginaw, M Wyeth Company 

DA ‘ s] formerly Wyeth Hdwe & Mfg 


| €06 
iNMinois 


Hoffman Hardware Co. 
A aif M 
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SHOVEL AND TOOL CO. oii. 


SPECIALIZING EXCLUSIVELY 
IN SHOVELS SPADES AND SCOOPS 


an. Oe een, be amen ace - a Bee - Baked, | 
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Among Other Advantages 
AMERICAN CHAIN OFFERS 





A COMPLETE 
LINE 








WONDAADNAT AULA CAMERA AEA AN TUPUEAEPOUATUDA TONGA PENNANT 


As 


Pan 
‘4 


This illustration covers eleven of the most popular 
types in the American Chain line. Hundreds of 
applications are found for these chains and assem— 
blies made from them. Many of the light chains are 
put up in attractive shelf packages. Others which 
sell by the foot are handled conveniently on 

Acco Sales Maker chain racks. Even the heaviest 
chains are shipped in new bags, boxes, or shooks. 
For American Chain is old-fashioned about quality 
and particular about the way its merchandise 
reaches the retail store. We've been in business 

so long we can remember that more often than not 
the customer can afford to be choosy — and we want 








go AMERICAN. 
HE 
COMPLETE 
CHAIN LINE 


All types of electric 


complete line 

ings, attach. 
asse mblies — 

cotter pins. 


of chain fitt 
ments and 
repair links 











customers to choose the stores that sell American Chain. x 


York, Pa., Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 


AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 
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Informal Editorial Comments ... 


Just Among Ourselves 
... By Charles J. Heale 








Plenty of Nylons and White Shirts 
Sold Daily, Direct to Consumers— 
Thanks to OPA Not “Black Market” 
But “Trade Diversion’!— 


VERY day many thousands 
of white shirts and nylon 
stockings are sold by manu- 

facturers direct to large banks 
and other large business firms in 
many parts of the country. Such 
buyers pay the full retail price 
and turn the goods over to their 
employees at the same price. 
They are doing a gigantic spe- 
cialty retail business among their 
own employees—but at no mar- 
gin and are also absorbing the 
cost of handling such transac- 
tions. 

This is not a “black market” 
operation but it is most definitely 
a vicious example of “trade di- 
version” on a huge scale. It is 
participated in quite openly by 
producers, banks and other busi- 
ness firms which normally bene- 
fit from the distribution services 
rendered by wholesalers and re- 
tailers of such merchandise. 

This situation is one impor- 
tant cause of the shortages of 
white shirts and nylons among 
legitimate wholesale-retail chan- 
nels. It is grossly unfair to such 
wholesalers and retailers and 
equally unfair to the millions of 
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consumers not employed by these 
particular banks and _ business 
houses, who are therefore unable 
to obtain such merchandise. 


THANK OPA FOR THIS 
SITUATION BECAUSE OPA 
PRICE CEILINGS AND OPA 
POLICIES ARE THE BASIC 
FACTORS WHICH HAVE 
BROUGHT ABOUT THIS CON. 
DITION. 


The facts which justify plac- 
ing the blame on OPA are simple 
and basic. Manufacturers of 
nylons and white shirts feel they 
couldn’t afford to make the sales 
to wholesalers and/or retailers 
at the pegged OPA ceiling prices 
to the trade and so elected to 
make retail sales at OPA retail 
prices and in quantity as a mat- 
ter of self-protection—and they 
did. 

For example, the white shirts 
I saw retailed at $20.00 per half 
dozen and the two grades of ny- 
lons I saw retailed at $1.20 and 
$1.80, respectively. Had the 
shirt manufacturer sold through 
normal trade channels he would 
have received approximately 


33 1/3 per cent less on sales to 
dealers and a further discount of 
5 to 15 per cent depending on 
quantity if sold to wholesalers. 
The stocking manufacturers 
would have received at least 35 
per cent less from retailers and 
a further discount of 5 to 10 per 
cent if sold to wholesalers. Re- 
ducing this to net figures, admit- 
tedly approximate—yet indica- 
tive of the situation and on the 
conservative side, these pro- 
ducers faced an OPA price sched- 
ule something like this— 

White Oxford 


Nylons Nylons Shirts 
Grade A Grade B per % doz. 


$20.00 


If sold at 

retail $1.20 $1.80 
If sold to 

dealers .78 1.17 13.40 
If sold to 

wholesalers .70to 1.06to 11.5lto 

74 y 3 12.77 

(Editor’s Note: While these 
discounts were obtained from re- 
liable sources, they may not be 
uniform throughout the country. 
However, the principle involved 


remains the same. ) 

While white shirts and nylon 
stockings are not normally sold 
through hardware stores, practi- 
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cally all hardware men wear, o1 
would like to wear, white shirts 
and their feminine relatives and 
friends have the same interest to- 


How 
To the 


E do not know of any pre- 

cisely parallel situation in 
the distribution of hardware 
store lines, but we do know that 
some electrical appliance and 
other major item producers are 
seriously considering a similar 
sales policy procedure, at least 
for the lifetime of OPA, because 
they feel they cannot afford to 
produce and sell at pegged OPA 
prices to wholesalers and/or re- 
tailers, but could afford to sell 
in reasonable quantities at the 


full OPA retail price. This 











ward nylon stockings. And surely 
these two examples are sim- 
ple and understandable and indi- 
cate very clearly the difficulties 





business and consumers face with 
the continuation of OPA—an in- 
strument supposed to protect 
them. 








Does This Apply— 


should interest wholesalers and 
retailers and encourage them to 
tell their Congressmen where 
they stand with respect to OPA’s 
future life. 

We do know that many hard- 
ware manufacturers are not even 
attempting (nor will they) to 
make full lines because they 
can’t afford it. They intend to 
concentrate on such items in their 
lines as provide adequate mar- 
gins and permit some _ profit. 
That’s one reason why whole- 
salers and retailers cannot expect 


We Think OPA Price Controls 


Hardware Trade?— 














full lines for some time—and 
the main reason. 

We also know that some manu- 
facturers who have long adhered 
to a wholesaler distribution pol- 
icy, knowing it was the most eco- 
nomical and efficient in the long 
run, are thoughtfully studying 
the possibility of selling direct to 
the retail trade and by-passing 
the wholesaler until such time as 
OPA ceases to exist or decides to 
sufficiently liberalize price pol- 
icies. And this should interest 
every wholesaler. 






Should Be Dropped:— 


HE continuance or discontin- 

uance of price controls is one 
of the most provocative on tap 
today. Runaway inflation is 
something none of us want to see 
at our front doors, although some 
rise in prices is absolutely neces- 
sary to keep production going at 
a good rate and permit the manu- 
facturers to get by after absorb- 
ing the substantial increase in 
labor costs. 

We believe that the fear of in- 
flation is a flashback in the minds 
of many people to the post-war 
period of World War I when 
prices really soared sky-high and 
then dropped to the depths of the 
worst depression in our experi- 
ence. That could never have 
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happened if we had been geared 
to production as we are today. 

The majority of retailers vote 
to continue price controls with 
modifications. At heart they 
would like to see them discon- 
tinued, but realize that discon- 
tinuance will mean _ increased 
prices to consumers, and re- 
tailers do not want to assume the 
blame for it. HarpwarE AGE 
thinks the controls should be 
eliminated at once. They have 
drained every drop of profit 
from manufacturers. Of course 
prices will immediately rise so 
that manufacturers can absorb 
the increased labor costs. This 
rise will last not too many 
months until production gets a 


good start—then competition will 
bring prices back to reason. 

We have full confidence in 
free competition to level off 
prices. This is particularly true 
on the majority of merchandise 
handled through hardware chan- 
nels and is probably true in all 
lines. Whether or not residen- 
tial rents and basic foods should 
continue under price control 
until more building is under way 
and the food supply of the world 
better distributed is admittedly a 
fair question. At the same time, 
we believe that building can and 
will get under way when it is 
profitable to supply building 
supplies and profitable to build 
homes—-and not before. 
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* In a series of distributor meetings now in progress, Duo- 

ein Therm— America’s largest manufacturer of fuel oil heat- 

| off ing appliances—is introducing the most beautiful fuel oil 

' true space heaters ever made. This is the kind of post-war 

ndise merchandise you didn’t expect to see until at least a year 

chan- from now—if ever. 

n all 

iden- 

10uld 

ntro] DUO-THERM Division of Motor Wheel Corporation, Lansing 3, Michigan 

"way 

vorld 

dly a 

time, 

1 and 

it is COPYRIGHT 1046, MOTOR WHEEL CORPORATION 
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Here's the basement 
linoleum department 
where customers can 
talk over problems 
with a salesman who 
is trained for the 
job. Display facilities 
are excellent—no op- 
portunity for any 
guesswork here. 





























They Total $50,000 a Year} in 


| Krueger Hardware Co. gives complete 
| installations and doubled business B ACK in 1936, the Krue- 


on the line five times since 1936 ger Hardware Co. of Janesville, Wis. 
decided to put in a linoleum and rug 


section. Since that time the annual 
amount of business has doubled on 
five occasions to the point where 
current volume of the department 
totals approximately $50,000 annu- 
ally. 

During wartime and the early 
post-war period, this hardware firm 
has been able to get enough floor 
covering stock to take care of most 
of its customers. Frank and Ed Krue- 
ger, owners, report that at the mo- 
ment the floor covering stock is not 
as difficult to secure as other types of 
hardware store merchandise. 

There are some very definite 


The entrance to the office has a 
sign stating that the linoleum 
department is in the basement. 
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reasons why this store’s floor cover- 
ing department is a success. In the 
first place, this hardware store is the 
only store in Janesville offering a 
complete floor covering laying ser- 
vice. Two men are employed regular- 
ly in laying these floor coverings and 
they are always busy on various jobs 
in the area. 

“The crew which lays linoleum and 
rugs for our customers plays an im- 
portant part in our business,” says 
Frank Krueger. “We have linoleum 
jobs running up to one hundred dol- 
lars and more, and carpet jobs that 
run as high as six hundred dollars. 
Naturally, people who can pay for 
jobs like this want the floor coverings 
put down properly. We realized from 
the start that to make a floor covering 
department successful we would have 
to be able to lay such coverings prop- 
erly, and so we immediately set about 


RE gids 
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Another section of the first floor rug department features rag rugs 
of various types. This feature gives the section an added appeal. 
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“And here's part of 
the rug department 
on the first floor. 
The entrance to the 
company's office is 
_ in the middle of the 
section. Customers 
can’t miss seeing 
it and most of them 
wouldn't want to if 
they could. 
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to train a crew to handle this job.” 


The store management finds that 
one job in a home leads to another. 
For example, a customer may have 
his living, dining room stairs and 
hallway carpeted. If he is satisfied 
he may later on give the Krueger 
firm the job of putting linoleum on 
the bathroom or kitchen floor. Later 
still may come floor covering jobs for 
porches and other rooms. 

The Krueger store has plenty of 
competition in the selling of floor 
coverings, but no other local store 
offers such a complete linoleum and 
carpet laying service as does this 
hardware firm. Over the years, 
coupled with good products and 
courteous treatment of customers, 
this service has helped the firm 
build a fine volume of business. 

Some floor coverings, linoleums 
and rugs are displayed on the first 
floor along with some rag rugs which 
are very popular with the Janesville 
trade at the moment. The entrance 
to the company office, right at the 
middle of the rug display section on 
the first floor, calls attention to the 
fact that linoleums are also displayed 
in the basement. 

Some of the carpeting is displayed 
in large rugs, while the rest in rolls 
is shown on shelves at the left of the 
office entrance. Paints are located 
very near to the rug display, for it 
has been discovered that the home- 
owner who buys floor coverings fre- 
quently wants to do some painting 
at about the same time. 


The Basement Section 


The basement linoleum section is 
an excellent display spot. Here the 
housewife can talk over her floor 
covering problem with a specially 
trained linoleum salesman. On the 
floor are laid various linoleum sample 
patterns. This makes an attractive 
effect, showing the housewife how 
well her kitchen or bathroom will 
look when the new linoleum is laid 
properly. 

While many of the linoleum pat- 
terns laid in the sample floor are not 
obtainable, due to present conditions, 
they serve their purpose well, namely 
to sell the prospect on the idea of 
picking an available pattern for a 
new linoleum floor. 

An excellent sales policy is also 
in effect on scarce linoleum patterns. 
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Whenever a _ housewife inquires 
about linoleum, the salesmen try to 
find out what color pattern she likes 
best. They ask her to leave her name 
and address so that the store can 
notify her when some patterns in that 
color arrive. 


Firm Doesn't Forget 


Most prospects are very glad to do 
this, although they may forget the 
fact that they are registered at the 
store. But the firm does not forget. 
When linoleum patterns come in, 
those on the special list of registered 
prospects are telephoned. They are 
notified that the store has received 
a shipment of linoleum of a certain 
color and that they can now get what 
they want if they act quickly. 

In some cases the prospects have 
already bought elsewhere, or they 
may have changed their minds about 
buying at the present. However, even 
in such cases, much good will is 
built, according to the store manage- 
ment, for the prospects are flattered 
to think that the store kept their 
wishes in mind and notified them 
when the merchandise was available. 

In the case of those who still 
wanted to buy linoleum such notifica- 


tion, of course, is always welcome. 

This hardware firm sells floor 
coverings to people within a 20 to 
30-mile radius of Janesville. Many 
people living in nearby small towns 
come to the store to buy their floor 
coverings and this tendency is ex- 
pected to increase in the years to 
come. 

Store officials believe that the floor 
covering volume will increase in the 
years just ahead as more stock and 
patterns become available. Future 
promotion on the line include win- 
dow displays, newspaper and radio 
advertising. 

At the present time, a neon sign 
outside the store advertises the fact 
that the store also deals in carpets 
and linoleums. 


Complimentary Lines 


Frank Krueger points out that floor 
coverings tie in very well with the 
general hardware line. Housewives 
who come in for glassware, gifts or 
other items are prospects. The store’s 
activities in floor coverings also takes 
sales and service representatives into 
homes where an opportunity is of- 
fered to make contacts for appliance 
and other sales. 


Toys a Year ‘Round Line Here 


Toxs can be a year round item if the 
proper promotion is given to them. 
This is the belief of the Home Makers 
Service Hardware & Appliance Co., Madi- 
son, Wis. This store gives toys an occa- 
sional window display in addition to 
Christmas showings and finds that the 
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practice pays very well. One recent window 
showed a very wide variety of toys and 
brought many new customers into the 
store. The toy customer, store officials 
have found, will come back several times 
a year to buy if the store’s selection is 
large enough. 


This display stops grown-ups as well as children. It builds business. 
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Low sills and open back windows allow the interior of the store to be 
completely visible from the street. In the inset is the former store. 


Modernized Store and Service Increases 
Sales Per Customer By 25 Per Cent 


; = necessity of moving 


his store to a new location was re- 
sponsible for an increase of approxi- 
mately 25 per cent in sales per cus- 
tomer to Meyer W. Aronin, owner of 
Charleston Hardware, Bremerton, 
Wash. 

Three years ago the Navy informed 
Mr. Aronin that it would be necessary 
for him to find a new location for his 
store or go out of business. The 
naval shipyard needed room for ex- 
pansion and the Charleston hardware 
store, together with several other 


business establishments, stood direct- 
ly in the way. At first it seemed to 
him that fate had delivered a severe 
blow but later developments proved 
this incident to be a blessing in dis- 
guise. 


The New Store 


Mr. Aronin moved to the only 
available location, a small building 
with wholly inadequate space and 
facilities for display. Though his cus- 
tomers moved with him, he realized 
that post-war conditions would call 
for much more aggressive merchan- 


Forced wartime removal proves to be a 
boon for the Charleston Hardware. New 
arrangement provides improved display 
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dising than the improvised facilities 
in his new and cramped quarters 
would accommodate. He immediate- 
ly began planning a new store and 
building and, when conditions per- 
mitted, actual construction was 
started. Included in his plans was an 
adjoining parking lot for the con- 
venience of customers while shop- 
ping at the store. Recently the build- 
ing was completed and the stock of 
the company moved into it. 

While it is too early to estimate 
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the exact results of his second move 
in terms of total sales receipts, one 
trend is already evident. The average 
sale per customer Mr. Aronin esti- 
mates, has increased by approximate- 
ly 25 per cent, due to modern, attrac- 
tive, and well lighted displays. He 
anticipates further and even more 
substantial justification in the very 
near future. 

One basis for his optimism is the 
appearance of the store as seen from 
the street. A red glass front frames 
two large display windows on each 
side of the entrance. Designed to 
spotlight his displays, the low sills 
nevertheless allow sufficient clear- 
ance so that the entire interior of the 
store is easily visible from the street. 

The inside of the store, which 





Floor plan of the new store of the Charleston Hardware. 


measures 35 by 90 ft., is finished in 
natural wood, with a 10-ft. high ceil- 
ing recessed for flush lighting fix- 
tures. Designed by lighting engi- 
neers, the fixtures leave no dark cor- 
ners where salable merchandise can 
accumulate. Wall shelving is of the 
open, self-service type not over 7 ft. 
in height, while the six island dis- 
plays, approximately waist high, al- 
low customers inside to see merchan- 
dise in any part of the store. 


Efficient Combination 


As noted in the accompanying 
plan, the island units combine maxi- 
mum display with utilization of the 
very minimum of floor space. The 
foot-wide lower shelf with four open 


compartments in the center affords 
approximately double the space avail- 
able in the average unit. Concentra- 
tion of display leaves ample room for 
free and leisurely customer inspec- 
tion of merchandise, while the 
rounded ends of the units invite un- 
inhibited circulation inside the store. 

The wall shelving likewise encour- 
ages customer inspection, with mer- 
chandise in easy reach in open bins 
and shelves built in a step-up arrange- 
ment. Of particular convenience to 
Mr. Aronin and his employees are 
the stock bins built onto the back of 
the shelves. Set out from the wall 
but not noticeable to customers, they 
afford sufficient storage space to ware- 
house all but his larger and heavier 

(Continued on page 126) 





Aisles are wide and roomy permitting the customers to move about freely. Space 
below the display table tops is used for the storing of surplus merchandise. 
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Control System for Portable Electric Tools 
Aids in Company's Purchasing 


R. J. Atkinson's complete records give 
check on valuable items from the day 
of arrival until they are purchased 


\ simple control system 


installed by R. J. Atkinson, Inc., Ralph 
Ave., Brooklyn, N. Y., a year ago has 
proved successful in keeping a check 
on the portable electric tools and 
small mechanics’ tools kept in stock 
by the company. Not only does this 
system give the members of the firm 
a complete record of the tools from 
the moment they enter the receiving 
department till their final sale, but 
also gives them a guide to be used in 
further ordering and buying. 


How It Works 


When the tools are delivered to the 
receiving department of the company 
a record of shipment is made and 
passed on to the office. Here, in turn, 
a complete entry in the books is made 
which includes the date the item is 
received, the company’s tag number, 
serial number of the article, descrip- 
tion and price of the item. On the 


same page, pictured here, spaces are 


_ left vacant for future entries of the 


date the article is sold, the pur- 
chaser’s name and address and the 
initials of the salesman who makes 
the sale. In this way, the complete 
history of the tool is contained in 
the seven columns of the page. 


Line Well Displayed 


Then the firm’s tags are made out 
and returned to the stock marking 
clerk, who tags the items and places 
them on display or in stock. An at- 
tractive, glass-enclosed display case 
showing portable electric drills is 
prominently placed in the store, with 
the tags arranged so as to give the 
customer all the information needed. 

When the invoice arrives, it is 
checked against the entry in the 
record book for quantity, service 
number, etc. Finally, when the article 
is sold, the customer’s name, address 
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This sevan-column page contains the complete record 
of the tool from its purchase to the time of sale. 


MAY 9, 1946 


Iype 
Catalogue Number 
Serial Rumer 











Customers Fame 





Address 








Customers Order 
Sad By Price 














Each portable electric tool has 
one of these tags attached as 
soon as it is received. It gives 
the company a means of checking 
on every tool it has in stock. 


and the salesman’s initials are noted 
on the tag and the tag turned in to 
the office. At that time, the vacant 
spaces in the seven columns of the 
record book are filled in and the 
record has been completed for future 
reference. 


Regular Inventories 


An inventory of the stock is taken 
at regular intervals as a further 
check. According to Sidney Atkinson, 
treasurer of the company, this sys- 
tem has been very successful since 
its installation a year ago. 

“This system not only gives us a 
check on these small valuable items.” 
states Mr. Atkinson, “but also can 
be used for subsequent ordering and 
buying.” 
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1, the first report to be 
issued by any Congressional group 
on the competitive relationships be- 
tween cooperatives and other forms 
of business the House Small Bus- 
iness Committee, on April 9, told 
Congress that no evidence was 
found “to support the accusation of 
cooperative opponents that the co- 
operative movement seriously en- 
dangers other forms of business 
enterprise.” However, the committee 
recommended modifications in exist- 
ing regulations which would bring 
cooperatives into line with estab- 
lished practices in a few instances. 

This analytical study is the result 
of hearings held by the committee in 
April and May 1945, which have 
been supplemented by considerable 
research undertaken by members of 
the committee and the committee 
staff. 


Unanimous Approval 


The report was given the unan- 
imous approval of all nine members 
of the committee: Wright Patman, 
Texas, Chairman, J. W. Robinson, 
Utah, Eugene J. Keogh, N. Y., Henry 
M. Jackson, Wash., Estes Kefauver. 
Tenn., Leonard W. Hall, N. Y.. 
Walter C. Ploeser, Mo., W. H. Steven- 
son, Wis., and Evan Howell, III. 

Since it is the first report of its 
kind the committee believes that the 
analytical information which is pre- 
sented in the report will provide data 
helpful to other legislative commit- 
tees. The Small Business Committee, 
as a special committee, does not have 
the power to introduce legislation. 
Any legislation which would affect 
the tax status of cooperatives must 
originate in the powerful House Ways 
and Means Committee. 
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House Committee Recommends that: 


House Small Business Committe 
“Seriously Endanger Othe 





Bureau of Internal Revenue require; patronage refunds be 
retained as reserves for not more than five years; farm pur- 
chasing co-operatives limit transactions to farm production 
supplies and that evidence be issued each patron as to amount 
of his equity or investment: that such information be filed with 
it whether patronage refund in cash, stock. certificates or 
otherwise, and that an agency be created, by the government. 
to keep records on operations of co-operatives. 


While the committee does not sug- 
gest that the report is conclusive on 
the subject there is no doubt that the 
detailed study of the beginnings of 
the cooperative movement, legislation 
affecting cooperatives, their tax ex- 
empt status, and the outstanding dif- 
ferences between the various types of 
cooperatives will prove invaluable in 
any future attempts to write legisla- 
tion affecting cooperatives. Those in- 
terested in the complete report should 
write to the House Small Business 
Committee, Room 227 Old House 
Office Bldg., Washington, D. C., re- 
questing House Report No. 1888 
entitled “The Competition of Coop- 
eratives with Other Forms of Bus- 
iness Enterprise.” 


Most Important Sections 


From a practical viewpoint the 
most important sections of the re- 
port cover the conclusions and recom- 
mendations of the committee. 

Concerning the claim that coop- 
eratives can amass large untaxed 
reserves with which they might pur- 
chase other business enterprises to 
compete with taxable forms of bus- 
iness, the Committee made one of its 
most important statements. It said 
that there are now on the law books 
certain court decisions, which, “if 
adequately translated into regulation 
by the Treasury Department, would 
do away with this principal argu- 










ment advanced by opponents of co- 
operatives.” 

A summary of the committee’s 
conclusions follows: 


Committee’s Conclusions 


1—The committee declares that the 
conditions which gave rise to the 
agricultural cooperative movement 
have not entirely disappeared, and, 
further, that the growing trend of 
economic concentration into large- 
scale organizations and growing con- 
centration of control of industry 
groups is reaching into the agricul- 
tural field to a marked extent. As the 
trend grows the difficult position of 
the individual farmer will be in- 
creased, and the abnormal conditions 
that led to the original cooperative 
movement may become intensified, 
according to the report. 


2—Tax-exempt farmer  cooper- 
atives, admits the report, do have an 
advantage over competitive business 
operating in the same fields to the 
extent that amounts of income avail- 
able for the payment of dividends on 
capital stock and accumulated re- 
serves for the use of the cooperative 
for its corporate operation escape 
Federal income taxation. 

The report indicates that only 
about 54 per cent of the farm coop- 
eratives have taken the requisite 
affirmative action necessary for qual- 
ification as an exempt cooperative. 
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By EUGENE J. HARDY 


Associate Washington Representative 
of Hardware Age 


As a result of the limited number of 
cooperatives which have qualified 
as exempt the aggregate amount of 
income available for the payment of 
dividends on capital stock and/or 
retained in one allocated reserve is 
relatively small, according to the re- 
port. No appreciable revenue would 
accrue to the government if income 
tax were levied on these amounts, it 
concludes. 


No True Bearing 


The report states that it does not 
appear that the tax exemption avail- 
able to exempt farmer cooperatives 
has any true bearing upon any com- 
petitive advantage which the coop- 
erative might have in its normal 
operations. 


3—Agricultural cooperatives which 
are non-exempt from Federal income 
tax and all consumer cooperatives 
apparently enjoy no privileges or 
advantages under the tax laws which 
are not available to all other types of 
competitive businesses operating in 
the same lines of endeavor, says the 
report. Non-cooperative business 
agencies, according to the committee, 


if they are willing to render services 
at cost, would not be subject to any 
income tax. 

4—The committee study developed 
evidence to show that there is un- 
doubtedly some relaxation or non- 
observance of the sections of the 
Internal Revenue Act which establish 
the exemption qualifications for agri- 
cultural cooperatives. But it pointed 
out that this is a matter of adminis- 
trative rather than legislative respon- 
sibility. 

5—Existing income-tax laws clear- 
ly spell out a non-profit operation by 
farmer cooperatives. A strict applica- 
tion by the Bureau of Internal Rev- 
enue would provide a marked deter- 
rent to any group which attempts to 
abuse the exemption granted to true 
cooperatives, and which has tried 
evasion of corporate taxes behind 
a cooperative mask, the report says. 

6—Since non-exempt cooperatives 
are subject to all of the taxes normal- 
ly assesed against comparable non- 
cooperative organizations it appears 
that to tax the income of a cooper- 
ative would require a drastic change 
in the basic principles of our rev- 
enue laws, according to the report. 








House Committee Says: 


Treasury Department could do away with princi- 
pal argument advanced by opponents of co-opera- 


tives. 


Co-ops enjoy no priveleges not available to non- 
co-ops if they are willing to render services at cost. 

Administrative responsibility of Treasury Depart- 
ment at fault rather than legislature. 
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The Bureau of Internal Revenue has 
ruled, and the courts have upheld, 
the principle that the cooperative 
serves only as an agent for and on 
behalf of its members, and that at no 
time does its income belong to other 
than its members. Since the apparent 
intent of the Congress in levying 
taxes has been to levy on ability to 
pay, it does not appear reasonable or 
equitable to attempt to levy a tax on 
a cooperative for income which does 
not belong to it nor to levy a tax 
for which it has no funds to pay, 
says the report. The levy of a receipts 
tax on such a cooperative would prob- 
ably raise constitutional objections. 
Such a tax would have to be levied 
against all types of organizations 
which have income, which, by virtue 
of their charter, does not belong to 
them as an entity, but which belongs 
in a nonprofit sense to their members. 
Such a tax would seriously affect 
schools, churches, charitable and 
scientific organizations, and many 
social clubs which have a comparable 
advantage of tax exemption. 


No Preferential Treatment 


7—There is no evidence to show 
that cooperatives have been granted 
a type of preferential financial treat- 
ment by the Federal Government— 
through the Farm Credit Administra- 
tion and its allied agencies—that 
has not been likewise granted to and 
been accepted by other forms of bus- 
iness enterprise operating on a profit 
basis, contends this report. 

8—There is substantial evidence 
to indicate that many of the most 
vocal opponents of cooperatives are 
themselves members of cooperatives 
and their firms engage as members in 
cooperative enterprises, the report 
states. One particular group has or- 
ganized and operates one of the 
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largest cooperative insurance agen- 
cies, Other wholesale and retail 
groups have organized and operate 
cooperative purchasing and distribu- 
tive organizations. 

9—The claim, according to the re- 
port, that the cooperative movement 
is seriously endangering other ec- 
onomic forms of business operation 
can be utterly disregarded inasmuch 
as the volume of business enjoyed by 
cooperatives and their degree of par- 
ticipation in the national income is 
very nominal. 

10—There is substantial evidence 
to show that the cooperative move- 
ment operates as a very successful 
means of combating monopolistic 
concentrations, and, as such, is a 
very healthy addition to the Amer- 
ican economy, reports the committee. 

From the conclusions reached by 
the committee it might appear that 
its members are decidedly pro-coop- 
erative. However, the very fact that 
the investigation was undertaken as 
a result of hundreds of complaints 
from small businessmen plus the con- 
sistent free enterprise stand of Chair- 
man Wright Patman indicates the 
exact opposite. This apparent diver- 
gence is cleared up in the recommen- 
dations of the committee. While the 
committee does not recommend wip- 
ing out the tax exempt status of the 
cooperatives, it does call for limita- 
tions on the reserves held by coop- 
eratives, more adequate reports on 
financial operations of cooperatives, 
and limitations on the transactions 
of the farm purchasing cooperatives. 


Committee Recommendations 


The complete recommendations of 
the committee follow: 

“1. That a single agency of govern- 
ment be authorized and directed to 
compile and maintain complete and 
accurate records and make periodic 
reports to the Congress on the oper- 
ation of all types of cooperative en- 
terprises; and that this single agency 
shall be held responsible for supply- 
ing all other interested agencies of 
the Federal Government with infor- 
mation pertaining to cooperatives 
and and the cooperative movement. 

“2. That the Bureau of Internal 
Revenue be requested to amend and 
restate its regulations pertaining to 
section 101 (12) and (13) of the In- 
ternal Revenue Act with respect to 
cooperatives as follows: 
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“(a) Specifically designate what 
shall constitute ‘reasonable re- 
serves’ and what shall constitute a 
‘necessary purpose’ in an example 
farm cooperative which qualifies 
under the act. 

“(b) Require that the allocation 
of all capital and other reserves to 
each patron be made in accordance 
with the decision of the Circuit 
Court of Appeals in Fertile Coop- 
erative Dairy Association v. The 
Commissioner of Internal Revenue, 
(119 Fed. (2d) 274). 

“(c) Require that, as to all 
amounts retained in capital re- 
serves, a certificate or other ev- 
idence be issued to each patron 
indicating the amount of his 
equity or investment, and further 
require the cooperative to file in- 
formation returns with the Col- 
lector of Internal Revenue show- 
ing the amount of patronage 
refund of each patron, whether 
paid in cash, stock, certificate of 
participation, or otherwise. 

“‘(d) Require that farm purchas- 
ing cooperatives limit their trans- 
actions to the handling of farm 





production supplies, and place 

upon cooperatives the burden of 

establishing the fact that it meets 
this restriction. 

“(e) Require that all refunds 
due to the patrons but retained as 
reserves by the cooperative be 
subject to mandatory payment at 
stated intervals not to exceed five 
years, thereby limiting the furnish- 
ing of capital for the cooperative 
to those patrons currently using 
its facilities. 

“3. That the Bureau of Internal 
Revenue be requested to revise Form 
990, which it is required be filed by 
tax-exempt corporations under Sec- 
tion 54(f) of the Internal Revenue 
Act as amended in 1943, to show in 
detail the amount of member and 
nonmember business, the amount of 
reserves, the allocation of reserves, 
the manner in which patrons’ equity 
and capital is evidenced and other 
data which would indicate readily a 
compliance or noncompliance with 
the exemption restrictions. 

“4. That there be established by 
legislative action a basis upon which 

(Continued on page 136) 








Comparative Tax Applicability for 
Selected Types of Business Enterprise 





Fapenat Taxes 


General epee taxes: 
Capital-stock tax 
Income taxes, 

Individual income taxes (oh the hands of the recipient): 
(A) os ‘ash distri 


withdrawals Sp ibas ad eeda ‘ 
(B) Unditrbetad earnings 
trons dividends i in non-cash form 
: etn to reserves or surplus 
Social security taxes: 
Old-age insurance . oe 
Unemployment compensation. a 
Stamp taxes. . iu 


Srare Taxes * 


General corporation taxes: 
— = taxes. 


a donal and other licenses . 
| — taxes..... 


lene. are 





Crry anp County Taxzs ¢ 


Occupational licenses 
Property taxes. 








Parmer cooperatives 
Nonco- Individ- shdiaieiimniaia 
operative P —_ Nonfarm N 
corpora- | Partner-| prie consumer on- 
tions ships ships co-ops | Exempt | ezempi 
Yes (1) 1) Yes No Yes 
Yes (1) ft ) Yes No Yes 
(1) 1 (1) 2) Yes Yes 
Yes ft ¥? es Yes Yes 
(1) Yes es (?) (*) (*) 

1 1) 1) (3) Yes Yes 
Q {, Ye No No No 
Yes Yes Yes Yes Yes 3 Yes * 
Yes Yes Yes Yes Yes Yes 
Yes Yes Yes Yes No Yes 
Y a 1) Yes No Varies 
Yes f fi ) Yes No Yes 
Yes es Yes Yes Yes Yes 
Yes Yes Yes Yes Yes Yes 
Yes Yes Yes Yes Yes Yes 
Yes Yes Yes Yes Yes Yes 
Yes Yes Yes Yes Yes Yes 
Yes Yes Yes Yes Yes Yes 























1 Not applicable. 
* Usually no. 


® Agricultural pursuits are exempt from old-age insurance and unemployment compen- 
sation if remuneration does not exceed $45 for the calendar quarter. 

These items vary with State or local regulation. Applicability shown is the general 
position. 

® Certain types of agricultural items are exempt from retail sales taxes in all forms of 
business enterprise including cooperatives. 
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They Believe in Signs—Paint Department 
Sales Prove It's Worth While 


Harry Debo & Son sees to it that all 
visitors to the store are aware of 
the fact that paint is a major line 


iia from the 
ceiling near the rear of the Harry 
Debo & Son Hardware, Peru, Il. is 
a large sign which reads “Paint.” 
The sign is 5 ft. long and 24% ft. 
high. It is well finished and has in- 
direct lighting behind it. The word 
“Paint” is dark red against a white 
background with red border. 

This sign can be seen from the 
front of the store in an instant, and 
it immediately makes the customer 
think of paints. 

“I worked out this sign myself,” 
says Mr. Debo, “and submitted the 
idea to my paint manufacturer who 
co-operated in carrying it out. The 
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sign really has brought us a lot of 
attention and has boosted our paint 
business. I figured that at the rear 
of the hardware store there was room 
for one, large outstanding sign— 
and this is it.” 


It Catches the Eye 


According to Mr. Debo, a person 
standing at the main wrapping 
counter at the center of the store, 
waiting for his packages to be wrap- 
ped, may be thinking of leaving the 
store and going home. Then his eye 
is attracted to the sign. Often he 
thinks of some item in or about his 
home that needs painting. Then the 


customer remembers he has a paint 
job to be done, and frequently he 
makes the extra purchase. 

Mr. Debo points out that this sign 
is an excellent paint volume builder 
in that it induces people to ask 
questions about paint and painting. 
“From that point on we can carry 
on,” he declares. “Once we get the 
prospect to commit himself on a 
painting problem which he has, it is 
our job to sell him what he needs. 
We are always glad to talk over the 
customer’s painting problems with 
him and help him in whatever way 
we can.” 

This dealer points out that the 
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When customers face the rear they see this sign. They remember paint. 


average paint customer is looking for 
good painting help from the paint 
dealer. As a rule the customer does 
not know of all the steps necessary 
in getting the best kind of a paint 
job. He wants this information, but 
is sometimes lax in asking for it 


* pg age onan the view that “law 
A is whatever is done officially,” 
Dr. Roscoe Pound, former Dean of the 
Harvard Law School, urges that im- 
mediate and effective checks be placed 
on the “administrative absolutism” of 
Federal Agencies, in the spring issue 
of American Affairs, a quarterly of 
opinion published by the National In- 
dustrial Conference Board. 

In the article, “What is Happening to 
the Law,” Dr. Pound «declares that 
many of the administrative agencies en- 
tertain complaints. institute investiga- 
tions, begin what amount to prosecu- 
tions before themselves, allow their own 
subordinates to act as prosecutors and 
often make adjudications in conference 
with those same subordinates. 

“All this,” he says. “runs counter to 
the most elementary and universally 
recognized principle of justice.” 

Under the rule of law. Dr. Pound 
cites the protection of the citizen that is 
afforded by a scrupulous hearing of 
both sides on every point. care of the 
courts to adhere to the high standards 
of a great profession, the keeping of 
detaifed public records of evidence and 
decisions, and the opportunity for inde- 
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Through diplomatic questions, the 
store staff is able to learn just how 
much help the customer needs in 
solving his painting problems. 

Mr. Debo spends about $100 per 
month for newspaper, direct mail 
and theater screen advertising. This 


Federal Agencies Seen Usurping Rule of Law 


Former Harvard law dean says they deny fair hearing, 
judge own cases and obstruct judicial review 


pendent and unprejudiced review of a 
judge’s decision. 

In contrast to the rule of law with its 
stringent checks on possible injustice, 
he observes, is the absence or practical 
ineffectiveness of checks on administra- 
tive rule making and action. Although 
administrative rules and _ regulations 
often have the force of law, and affect 
interests of as much importance to indi- 
viduals as those affected by statutes or 
rules of court, and sometimes more 

The need for checks on the unfair- 
ness of administrative agencies, de- 
clares Dr. Pound, is not so much a ques- 
tion of protecting wealthy wrongdoers 
and the great corporations from rea- 
sonable regulation, since they alone 
have the resources to gain some protec- 
tion from the courts, as it is a question 
of protecting the average and small 
business and the individual citizen. 

Citing many cases where orders of 
the National Labor Relations Board, 
the Federal Trade Commission and the 
Federal Power Commission were set 
aside as being in the court’s language, 
“barren of evidence” and “without suffi- 
cient evidence,” Dr. Pound says that a 
number of agencies claim authority to 











sort of a continuous program brings 
results, he states, and paint gets con- 
siderable space on such a program. 

“Paint can be advertised effectively 
on a theater screen,” he declares, 
“because you can show pictures of 
house interiors and exteriors that are 
really beautiful and this naturally 
builds interest in good paints.” 

In addition to this sort of promo- 
tion, Mr. Debo also uses a number of 
window displays of paint during the 
year to boost interest on the line. 


Caters to All Types 


The store carries paint for home, 
industrial and farm purposes and 
caters to all these types of trade. Mr. 
Debo reports that many farmers 
come to his store to buy large 
amounts of paint for farm homes, 
barns and other buildings. The farm- 
er has done much painting in this 
area in the last few years since his 
income has risen, and Mr. Debo 
thinks the rural trade in general will 
continue to paint farm buildings to 
a considerable extent in the years 
just ahead. 


disbelieve evidence “which is positive, 
uncontradicted and not _ inherently 
improbable,” and that a high govern- 
ment official has intimated that Con- 
gress intended one administrative 
agency to be unfair. 

Crusading zeal, especially on the part 
of subordinates, to promote social objec- 
tives beyond the intent of Congress 
leads the agencies to see their special 
task out of proportion and to consider 
individual rights and _ constitutional 
guarantees as negligible, in Dr. Pound's 
opinion. He also calls for restraints 
on certain other tendencies of the ad- 
ministrative agencies. One is the dele- 
gation of large powers of investigation 
and decision to subordinates, who are 
not always of high qualifications, in his 
opinion. Another is the obstruction of 
court review of the agency’s actions, 
and attempts to prevent stay of enforce- 
ment, even where an agency's order 
would destroy a business, according to 
Dr. Pound. Still another tendency 
which the author states the citizen must 
be protected against is organization 
esprit de corps, which makes both 
agency and administrative review mean- 
ingless. 
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View of the store looking toward the front. The layout was changed from 
center aisle to a cross table plan. Display room measures 23 by 135 ft. 


Alliance Hardware Increased Volume 
With an Employee Bonus Plan 


- HARRISON—a 


former district sales manager for a 
paint manufacturer—reasoned that 
a profit-sharing plan in a retail hard- 
ware store could build sales volume 
just as it did in the paint field. He 
was right as he soon learned when 
he took over the Alliance Hardware 
Co. in Alliance, Ohio, a city of 
25,000. Sales greatly increased, to 
his profit as well as that of his em- 
ployees. In his first six months as 
a retail hardware dealer the store had 
two-and-one-half stock turnovers and 
individual sales clerks earned profit 
sharing bonuses of as high as $44 
in one month. 


(Continued on page 138) 
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Regular advertising, ‘cleaner stock 
and neater displays helped employer 
azrd employees make greater profits 


Eric Harrison and his 
secretary, Miss Frances 
M. Cupp, planning future 
advertising campaigns 
in the office on the 
balcony of the 








display windows always have unique backgrounds. This one has a Walt Disney touch. 


Trade With Women Doubled 


Lamps are shown 
on center tables. 


They are lighted 
when it gets dark. A 
= well-planned gift de- 


partment at Jordan Hardware Co., 
Ottawa, Ill., featuring considerable 
open display, has doubled the wo- 
men’s trade at the store during the 
past five years. Customers come to 
this establishment from considerable 
distances just to look over the gift 
stock and make selection. Trade is 
brisk during all 12 months of the 
year and the volume of business done 
annually is heavy. 

Contrary to the practice in many 
stores where gifts are displayed up 
front, the Jordan Hardware Co. uses 
the rear half of the store for display- 
ing this merchandise. This has re- 
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Sidewall displays of gifts. shown 
at varying levels, attract plenty 
of customers. The ledges are used 
to show merchandise to advantage. 


sulted in a number of advantages as 
follows: 

The customer is brought deeper 
into the store, He or she must pass 
other stocks of various merchandise 
in order to get to the gifts from the 
front of the store. This has helped 
up-front sales considerably. 


Centralizes Sales Operations 


Sales operations have been more 
centralized. The offices of the firm 
are at one side of the store near the 
center. Salesmen are thus able to 
wait quickly on gift department cus- 
tomers and handle their purchases 
rapidly which is what the trade 
wants. Near the rear, an archway 
leads to another section of the store 
where heavier merchandise is stocked 


and unloading operations take place 
without interfering with gift depart- 
ment operations in the least. 


Rear Display Windows 


The store has rear as well as front 
show windows under this set-up. 
Large windows have been cut into 
the rear of the gift department. This 
permits plenty of light to come in at 
all times. It also permits a view of 
the gift department and most of the 
interior of the store from the Illinois 
River Bridge. Many farm and out- 
of-town customers come to Ottawa 
over this bridge. 

The store has a rear parking 
space. Signs invite customers to park 
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Located at the rear, this section 


has proved to be a fine 


builder 


of traffic for Jordan Hardware Co. 


When customers leave by these doors the two 


signs serve as reminders. 
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Co-op Tax-Free Expansion 


|“ prnane marketing cooperatives carried on a $6,500,000,000 business tm 19% 
virtually free from the payment of Federal income taxes. 

They marketed over 75 per cent of all fluid milk, 40 per cent of butter, 55 per 
cent of the citrus crop, 50 per cent of grain sold locally, 10 per cent of canned fruit 
and vegetables, 20 per cent of livestock and 30 per cent of rice. 


They are expanding rapidly. 


Their tax freedom narrows the Federal tax base—causes taxpaying business to 
pay more than its fair share of the costs of business. 

Greatest threat to the retail dealer, however, lies in the efficient distribution setup 
of the cooperatives extending from manufacturing down to local retail levels. 

At the top is National Cooperatives, Inc., of Chicago, which is owned by 18 large 
regional wholesale associations strategically located throughout the United States 
and Canada. These regional associations in turn are owned by 3,294 local associa- 
tions eerving over 1,165,000 patron-members. 

In 1944, the total business volume of the 18 regional associations amounted to 
more than $152,500,000. They pay little or no Federal income tax. 


—Homer E. Marsn, Research Director, NTEA 





and enter the store by the rear en- 
trance if they so desire. This service 
has naturally stimulated business a 
great deal. Inasmuch as the rear gift 
department faces the south, there is 
bright sunshine streaming into the 
and winter. This 
makes it a very pleasant place in 
which to shop. 


section summer 


Two large pillars at the rear are 
lettered “Gifts” and “Toys.” These 
can easily be seen from the front of 
the store. They also remind farmers 
who are leaving the stuie by the rear 
entrance of these two items. 

John Jordan, owner of this 80- 
year-old firm, says that the gift de- 
partment is extremely profitable. He 
uses an unique type of daily news- 
paper ad in which gifts get consider- 
able publicity each month. The 
newspaper has rural circulation ard 
such ads are eagerly read by many 
gift prospects. 

Large, wide center tables, with 
step-up display arrangements, are 
used to show much of the gift mer- 
chandise offered for sale. These tables 
have three step-up levels, which do 
not interfere with any over-all view 
of the store from rear or front. 

The tables are very well arranged 
with lamps placed upon them at fre- 
quent intervals. These are lighted on 
dark days and toward dusk and en- 
hance the appeal of the department. 

Stock is kept neat at all times by 
a staff of saleswomen who take 
pride in dusting and arranging and 
making the department pleasing to 
women. A wide variety of pottery 
and glassware is available to women 
customers at this store, as well as 
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whatever dinnerware is obtainable. 
The firm does an excellent business 
on dinnerware and allied items to 
both townspeople and farmers, and 
expects this phase of the business to 
continue to develop. 
Gifts at the store range in price 


from 25 cents to $5, with $1 to $3 
gifts being decidedly popular. 

Figurines, small pictures and 
plaques are also carried and are in 
considerable demand. Some of the 
pictures and plaques are displayed 
on a ledge with a narrow overhang. 
On top the ledge the firm displays 
wastebaskets. 

Distinctive window displays play 
an important part in this firm’s gift 
merchandising program. These dis- 
plays always have artistic, well-ar- 
ranged backgrounds. They always 
have plenty of lighting so that pas- 
sers-by are attracted. The merchan- 
dise is always arranged on different 
levels which also helps to attract the 
eye. 

A practice is made of neatly wrap- 
ping gifts which customers purchase. 
This service appeals considerably to 
the trade and brings favorable com- 
ments. The saleswomen are very 
helpful in making suggestions to cus- 
tomers on the various gifts that can 
he purchased for various occasions. 





For the first time in several years Omer De Serres, Montreal, Canada, is able 
to show a good assortment of fishing tackle and other outdoor items in its window. 
One result was this attractive window making a bid for business from anglers, 
tennis enthusiasts and other outdoor fans. Artificial grass and a manikin all set 


to “go fishin” added “oomph” to this display. There was a wide variety of reels, 
two trolling rods, lures and tennis and golf balls. plus other outdoor items. 
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The Need for Tax Equality 


It is the law of the land that Congress has power 

“to lay and collect taxes on incomes from whatever 

sources derived.” Therefore, in the opinion of many 

business men, co-operatives should be required to 
pay federal taxes on their incomes. 


BEN C. McCABE 


— TRUMAN’S 
$48.1 billion budget for 1946-47 
gives jolting emphasis to the already 
evident fact that government will 
have to tap all available sources of 
revenue. including a number that 
now get off scot-free. to pay the 
nation’s post-war bills. 

At the same time, Uncle Sam 
must get a new lock for the stable 
where he keeps taxpaying corpora- 
tions, though quite a number have 
already escaped into the lush pasture 
of tax exemption to cavort with the 
co-operatives, the mutuals, the gov- 
ernment-owned businesses and other 
enterprises that have found a way 
to grow fat without cost. 

A year ago, tax experts of a dozen 
or more organizations were making 
estimates of a post-war budget that 
brought temporary joy and comfort 
to the burdened taxpayer. Most of 
them reached the happy conclusion 
that the government could get along 
quite well on $18 billion a vear. or 
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By BEN C. McCABE 
President, 


National Tax Equality Assn 


not more than $25 billion at the 
worst. 

It appears now, as Mr. Truman 
has demonstrated, that these experts 
neglected both history and actuality. 
Even the President hid the last $8.3 
billion of projected costs for the next 
fiscal year by omitting that amount 
from his printed tabulation. But the 
resulting figures of $39.8 billion in- 
cluded $4 billion of debt reduction, 
so that newspaper headlines featured 
$35.8 billion and let it go at that 
until the next day, when minority 
members of the Congress blazoned 
the whole story to the populace. 

If the optimistic experts of last 
year had looked back to their his- 
tory books they perhaps would have 
paused before going out on the $18 
billion limb. For historical precedent 
shows that after every major war 
fought by the U. S., government ex- 
penditures have increased materially. 
and have never again decreased to 
pre-war figures. 


High Budget 


Interesting, though apparently 
without precise significance, is the 
fact that the proportion of increase 
in the national budget has always 
been in direct’ratio to the number of 
years of the immediately preceding 
war. Thus, after short wars, like 
the Mexican War and the Spanish 
War, the post-war budget doubled the 
figures of the pre-war years; while 
after the Civil War and World War 


Il, the increase was about five and 
a half times. 

It is to be expected therefore that 
the experience of World War II will 
follow the precedent of World War I, 
and since the average national bud- 
get for the 10 years preceding 194] 
was $6.7 billion, the average for the 
next 10 years probably will exceed 
$30 billion a year. 

The most economical estimates set 
a minimum of $28 billion, and that 
can be accomplished only by the 
most rigid paring of expenditures 
and the scrapping of a great many 
of the “social” notions which now 
are prevalent in Washington. 

To meet that $28 billion, or more 
probably to meet a figure consider- 
ably in excess of that sum, the Treas- 
ury has in sight for the 1946-47 fis- 
cal year about $26.5 billion. 

Individuals will pay $13 billion 
in income taxes. Corporations, now 
relieved of the excess profits levy, 
will contribute $8 billion. Employ- 
ment and miscellaneous collections 
will add $2.5 billion. Excess taxes 
are set at $6 billion, but will prob- 
ably be cut to half that figure by 
Congress before June 30. Surplus 
property disposal will give the Treas- 
ury $2 billion this year, but not 
again. 

We shall face further deficit 
financing to make up $1.5 billion if 
the nation is run economically, and 
almost any figure you want to write 
down if things are high, wide and 
handsome. 








All of which accounts for the sud- 
den reluctance of the House Ways 
and Means Committee to do anything 
much about reducing taxes this year. 


Last autumn’s revenue bill slashed 
rates considerably for individuals 
and for corporations. And the prom- 
ise was made, as that bill raced 
through both houses of Congress and 
across the President's desk, that there 
would be, in 1946, a full-dress over- 
hauling of the nation’s tax structure, 
with probably more cuts for all. 

That was last autumn. Now, all is 
forgotten. It has to be. Taxes can’t 
be cut any more, in view of planned 
expenditures. As some members of 
Congress have pointed out, even last 
fall’s cuts were far too generous, and 
the future of taxes may have to be 
up instead of down. 

The Ways and Means Committee, 
which must originate tax measures. 
is busying itself at other, minor 
tasks. Right now it is working on 
wartime excess profits tax refunds, 
a Philippine free-trade bill, and so- 
cial security reconsiderations. Those 
jobs will be out of the way in April 
or May. The committee will then 
start revising wartime excise taxes, 
which are due to expire automati- 
cally six months after the war is 
ended officially, but which seem 
likely to remain on the books for 
some time to come. 

In the minds of some taxpaying 
businessmen, 1947 is the date set for 


correction of the federal income tax 
inequality. These businessman tax- 
payers, individual proprietors, part- 
nerships and corporations, are ask- 
ing that their booming competitors, 
mainly co-operatives, Government- 
owned enterprises, and mutuals, be 
required to pay federal income taxes 
on all of their earnings instead of 
riding tax-free as they do today. The 
taxpayers says: 


Profits Earned 


The co-operatives are in business, 
competing directly in almost every 
line of enterprise. They make money, 
and their earnings are profits, re- 
gardless of the use of words like 
“over - deposits,” “net 
margins” and other diversionary 
terms that have been invented to 
make those profits appear to be some: 
thing else. 

It is the law of the land that Con- 
gress has power “to lay and collect 
taxes on incomes, from whatever 
sources derived,” and therefore the 
co-operatives should be required to 
pay federal taxes on their incomes. 
They should pay as corporations if 
they have adopted the corporate form 
of organization, as more than 80 per 
cent have; they should pay as part- 
nership individuals only if they are 
really partnerships. 

Co-operative financial statements 
show that they have ample ability to 
pay taxes, which is the criterion set 


“savings,” 








Range Display Tells Complete Story 


With this dramatized 
but simple display C. M. 
Whipple, Merchantville, 
N. J. (population less 
than 4,000), made sales 
of this range at $176.95, 
took orders for delivery. 
when available and 
sold many ranges at a 
lower figure. With doors 
and drawers open to 
permit prospects to get 
the entire story, he also 
had 12 points of opera- 
tion or construction, in- 
dicated on arrows 
pasted to the window. 
From each arrow a rib- 
bon carried the eye to 
the point-being empha- 
sized. Arrows were 
hand made, in red, 
white and blue. One 
sign read, “Fully Auto- 
matic Top Burners,” an- 
other stated, “2 Rung 
Utensil Drawer.” all ty- 
ing in with the manufac- 
turers listing of features. 


up under our tax laws. That, busi- 
nessmen declare, is the sole issue in- 
volved. There is no argument with 
the cooperative way of doing busi- 
ness; no desire or intent to destroy 
cooperation. Nor is there any danger 
that cooperation will be harmed by 
paying taxes. 

Last year co-operatives did some 
$12 billion of business in the United 
States. Having started, many years 
ago, as local organizations of farmers 
who wished to sell their produce to- 
gether and to buy some needed sup- 
plies in groups, co-ops have now 
spread out into all kinds of business 
and into the big money. 

Their activities today include the 
packing, canning, dehydrating, proc- 
essing and marketing of all farm 
products; retailing of all kinds, both 
rural and urban; wholesaling; manu- 
facturing of everything from heavy 
farm machinery to lipstick, face 
powders, cigars, cigarettes and house- 
hold electric appliances; banking, in- 
surance, publishing, oil-well drilling, 
petroleum refining, mining and a 
multitude of other jobs, many of 
which bear little or no direct rela- 
tionship to the “farmers’, fruit grow- 
ers’ and like associations” who were 
named by Congress when it gener- 
ously declared that co-ops should 
have to pay no federal income tax. 

Mammoth co-operative corpora- 
tions with highly ramified interlock- 
ing ownership, little different in actual 
effect from the holding companies 
which Congress has held to be iniqui- 
tous in private enterprise, sustain 
their claim to federal income tax ex- 
emption by liberal interpretations 
which consider farmer ownership of 
local associations to include also 
ownership of super regional co-ops, 
super-super manufacturing and man- 
agement co-ops, and an international 
co-operative cartel which has been 
set up for operation in world markets. 

Just how much federal income tax 
all these co-ops owe to the govern- 
ment in any given year is as hard to 
figure as the varying liability of other 
companies. The Ways and Means 
Committee has tried to find out, but 
the machinery that it provided for 
the Treasury was fault. It gave, as 
the Congressional Joint Committee’s 
tax experts have pointed out, less than 
half the answer, so that further re- 
ports will be necessary “to determine 
whether and to what extent the pro- 

(Continued on page 135) 
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Everything from plaques to figurines is shown in this sidewall display. 


Gifts Build Traffic and Profits 
For the Retior Hardware Co. 


Me aranc a gift section 


attractive pays off in additional 
trade. This has been the experience 
of Refior Hardware Co. of Ottawa, 
Il, population 17,000, a city located 
in a fine industrial and agricultural 
section. This progressive store has 
an excellent gift section which is al- 
ways kept clean, well-lighted and 
where the well selected merchandise 
is displayed advantageously. 

As a result, townswomen and rural 
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== Well displayed line in a wide range 
< of prices attracts women customers. 
/== Newspaper advertising gets results 


women alike come to the store reg- 
ularly to make their gift selections at 
various times of the year. 

At the Refior store the gift section 
occupies about a 30-ft. space along 


one wall near the front of the estab- 
lishment. Part of a center counter 
is also devoted to a showing of gifts. 

The wall section particularly ap- 
peals to women shoppers, for the 
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Display tables at the front of the store are used to feature this line. 


gifts are arranged attractively and 
are provided with indirect lighting 
which draws the interest of many 
customers to the merchandise on dis- 
play. One special panel section con- 
tains a showing of a number of dis- 
tinctive placques and also bridges a 
gap between a wall section and back- 
ground of a window display area. 
several small tables in the front area 
also contain gifts. 

Gifts in this store range upward 
from 35 cents all the way to lamps 
at $15. Intermediary items such as 


aluminum service trays sell for $8, 
while a wide range of gifts is priced 
at from $2 to $4. 

Care has been taken in choosing 
stock for this section to get distinc- 
tive items which sell at moderate 
prices and which appeal to many 
people. The fact that many women 
come to this store regularly to in- 
spect the gift stock and buy various 
articles shows that the choice of mer- 
chandise has been well made. 

Window displays at the store, 
which show gifts from time to time, 


are very carefully worked out and 
win much praise and attention from 
customers. These displays often fea- 
ture new items which bring the gift- 
minded shopper into the store to 
inspect the entire stock. 

Newspaper advertising is also used 
on gifts. The local newspaper has 
a large rural as well as city circula- 
tion, which means that Refior giit 
advertising reaches many _ small 
towns and rural areas, all of which 
contain gift item prospects and cus- 
tomers. 











JUST AROUND 
THE CORNER... 




















Advertise What People Are Buying 


HEN the buyers’ market returns. 
even before in some instances- 

hardware dealers often will find in- 
terest keen in items which previously 
have been in very limited demand. The 
dealer who is a consistent advertiser 
should take the cue and give such lines 
a play in both advertising and display. 
Often such items will be slow movers 
because they were never advertised or 
had inadequate display. 


122 


Taking the “advertise what people 
are buying” advice of a newspaper 
publisher, an up-state New York hard- 
ware dealer advertised ice cream freez- 
ers despite a three-foot blanket of 
snow. And he used a window display 
for this “out-of-season” line. Thus he 
cashed in on the surplus. in that par- 
ticular vear. of cream in his trading 
area. Thrifty farmers were making ice 
cream from surplus cream and using 


snow—plus rock salt bought from the 
dealer—as the freezing agent. 

Most freezers sold were the higher 
priced, better quality units, providing 
higher profit, even though competitive 
priced units were featured in ads. In 
addition, many customers bought other 
items, including several high units of 
sale. 

Advertise what people are buying. 

K. A. H. 
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“By studying each problem fully and running 


carefully planned tests, we can determine 
at least what is needed to do the job.” 


QO), visits to many in- 


dustrial plants to check their proc- 
esses, costs and equipment, I have 
been struck with certain conditions 
which I have met almost everywhere. 

In the first place, most plants 
visited are still using the same meth- 
ods they used for the past 25 years, 
only to find themselves out of com- 
petition today on many items. 

Their labor costs often represent 
50 per cent and, in many cases, even 
60 and 65 per cent, of the cost of 
the product, instead of 40 per cent 
which it should be. 

Certain operations found, require 
four or five handlings which often 
can be done with one handling. 


Uncertainty 


The executives of these concerns 
realize the predicament they are in 
and have been frantically trying to 
get their operations on a modern 
basis by installing new equipment, 
only to find that they can’t get de- 
liveries of new equipment for many 
months to come, and in some cases 
they will have to wait for a year or 
more. 

Salesmen of new equipment have 
so confused the minds of these execu- 
tives, by giving cross advice which 
does not jibe, that they are at a loss 
to know what to do to meet their re- 
quirements. 

Meanwhile, the question arises: 
what are they going to do for the 
coming year while they are waiting 
for new equipment they may have 
ordered or are anxious to order? 
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By E. B. GALLAGHER 
Clover Manufacturing Co 
Norwalk, Conn. 


By studying each problem fully 
and running some carefully planned 
tests, we can determine at least what 
is needed to do the job, and what 
new equipment should be ordered. 

In this way we remove all guess- 
work as to requirements for this par- 
ticular job and the plant can place 
its orders for new equipment for de- 
livery a year hence, with confidence 
that it will do the work when it ar- 
rives. 

Then we have employed temporary 
methods for converting present equip- 
ment to the use of modern methods 
and modern technique, by supplying 
designs for the “missing links” which 
usually can be made up out of avail- 
able, standard materials in their own 
shop. 

The plant is thus put on a profit- 
able production basis with temporary 
equipment which can be scrapped 
with little loss when the new equip- 
ment arrives. While this temporary 
set-up is not perfect or even long- 
lived, it will serve the purpose and 
place the plant on an economic basis 
until it receives its new up-to-date 
equipment. The management will 
also have had many months of actual 
experience working under new meth- 
ods, which will be of great assistance 
when new plant layout comes up at 
a future date. 

It was also noted that plants, which 
had to side-track their regular line 
of goods to re-equip for production 
of some special war item, have in- 
stalled highly-efficient units for these 
war jobs, only to find that. when they 
reconvert to peace-time products. 


E. B. GALLAHER 


they lack modern equipment, modern 
methods and up-to-date technique; 
and now, with higher wages confront- 
ing them, they must choose between 
raising their prices, which will curtail 
their market, or adopting new and more 
economical methods of production. 
Naturally. there is only one choice. 


A Suggestion 


Sometimes it is good for the soul 
to stop and look at the overall picture 
—get away from the four walls of 
our industry and see what other in- 
dustries are doing. 

From data given us by the Treasury 
Department, we know that all of us 
engaged in industry must file an in- 
come tax report whether we earn a 
taxable profit-or not. 

Many will be surprised to learn 
that in the most profitable boom 
periods only six out of 10, or 60 
per cent of those reporting, paid a 
tax. Forty per cent made no profit! 

During periods of depression, only 
one out of six, or 16.6 per cent, paid 
a tax, while 83.4 per cent made no 
profit. 

You may say: “What has this got 
to do with me?” Well, it means that 
if you were able to pay a tax on 
profits earned during depressions you 
are one of the select few who could; 
but, to maintain your position with a 
higher wage scale to meet, and higher 

(Continued on page 136) 
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This sign stands out and directs the prospective hand tool purchaser to his destination. 


Proper Identification and Display 


Bias identification of 
various departments. plus adequate 
lighting and display, helps the Thos. 
Conron Hardware Co. of Danville. 
Ill., to achieve greater sales through- 
out the year. This large hardware 
store, employing 35 persons in its 
retail division, several years ago set 
up a department identification pro- 
gram which is attractive and which 
aids customers in quickly finding the 
sections in which they are inter- 


ested. 


Attracts the Eye 


In the first place, the top ledge 
around the store above the shelving 
has been given modernistic treatment 

Plumbing goods and builders’ hardware identifications always catch the eye. in a light color which aids a great 


124 HARDWARE AGE 





ation of 
dequate 
e Thos. 
lanville. 
hrough- 
irdware 
- in its 
ago set 
mn pro- 
| which 
ling the 


inter- 


» ledge 
helving 
-~atment 
a great 


E AGE 


Thos. Conron Hardware Co. labels its 


departments so that they can't be 


mistaken. Display completes the job 


deal in attracting the eye. Secondly, 
raised black letters have been used on 
these light-colored backgrounds to 
identify each department. In the 
third place, indirect lighting has been 
thrown up against the lettering and 
the background to make a very pleas- 
ing effect. 

All along the sidewalls of the store 
from the tool section to the paints 
and wallpaper area, this ledge scheme 
is uniform. This consistency in lay- 
out and decoration makes a very 
striking appearance. Customers can 
spot departments of the store from 
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considerable distances when they 
come in the front entrance. This cuts 
down on lost motion in finding vari- 
ous departments. It also helps to sell 
more merchandise. 


An Aid to Sales 


J. R. Whelan, treasurer of the firm. 
reports that this identification plan 
has done much to promote sales of 
items such as tools, machinists’ sup- 
plies, and abrasives, which otherwise 
are hard to identify. 

For example, one department 


Abrasives and machinist tools also are well identified with these legible signs. 


“Hand Tools” is located at the front 
of the store. Any man who wants to 
purchase a hand tool can spot this 
department quickly, wander over to 
it and, if he is forced to wait for a 
salesman, can just about decide by 
himself what item he actually wants. 

The signs, in addition to enabling 
people to find departments quickly, 
also have a high advertising value in 
that they constantly remind customers 
of additional items that they can pur- 
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chase. This reminder angle is highly 
important in associated or suggested 
selling. 

Machinists’ tools, abrasives and 
others appeal to the factory worker 
and industrial trade, as well as to 
farmers, for the latter have become 
mechanically minded in recent years. 
Many farmers want and buy hand 
and power tools for farm workshops. 
When farmers come to the store, they 
are quickly able to find the tool sec- 
tions which they are seeking. A num. 


ber of them have told the manage- 
ment that they like the department 
identification plan. 


Window Displays Help 


Conron’s various departments are 
aided in their merchandising pro- 
gram by excellent window displays. 
The firm has four large windows, 
which provide an opportunity to give 
proper window space to many lines 
during the vear. The same care is 


used in making up effective window 
displays as is used in making the 
attractive interior arrangement. The 
result is greater store traffic and sales. 

Newspaper and radio advertising 
also is used extensively to promote 
the various departments. The news- 
paper ads are published twice a week 
while the radio program goes on for 
15 minutes every Wednesday. On 
sueh programs, the firm has oppor- 
tunity to mention many of the lines 
in the various departments. 


Modernized Store and Service Increase 
Sales Per Customer by 25 Per Cent 


items. By making replacement stock 
easily available they save much valu- 
able time and effort. 

Since a large proportion of his 
customers are shipyard mechanics 
with home workshops, he allots a 
good share of his display area to 
hand and power tools. He also plans 
to stock a variety of heavy power 
tools as soon as they become avail- 
able. With the exception of his per- 
manent departments, emphasis can 
be shifted as the need demands. 

The new set-up also gives oppor- 
tunity to display and demonstrate 


electric appliances which was not 


The interior is thoroughly modern, attractive and well-lighted. Six waist-high 
island display tables and open. self-service type wall shelving are features. 


(Continued from page 10%) 


possible in the old location. His 
model kitchen, located in the rear of 
the store, is wired for hook-ups to 
all appliances for store demonstra- 
tions. Before buying recently im- 
proved as well as completely un- 
familiar products, Mr. Aronin feels 
his customers will first want to see 
them in operation. Appliances will 
also occupy a permanent spot in one 
of the front windows. 

Another line of merchandise which 
more than pays its way is the com- 
plete stock of pipes and fittings lo- 
cated in plainly marked bins against 
the wall behind the back partition. 


As added inducement, Mr. Aronin 
has installed a pipe threading machine 
on which his customers can do their 
own work. 

Despite the fact that he has moved 
twice within the last three years, Mr. 
Aronin is gratified to note that his 
customers have followed to each new 
location. This he attributes to three 
principles of operation: carrying a 
complete stock of items, assuring cus- 
tomer satisfaction, and handling only 
well-known and nationally-advertised 
products of proved quality. Any item 
for which the customer asks which is 
not in stock, goes on the want list. 
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BRIDGEPORT, 





SOAP DEMONSTRATION 
SELLS A LOT OF. 
REMINGTON AMMUNITION 


BRIDGEPORT,CONN.,May9,1946.To 
impress small game and vermin hunters 
with the tremendous shock-power of 
Remington Hi-Speed 22 cartridges with 
hollow- point bullets, many dealers are 
using displays similar to the one pictured 
above. It’s an ordinary cake of laundry 
soap ... exploded by the impact of a hol- 
low-point bullet! 

The soap demonstration makes a dra- 
matic retafl counter display for stepping 
up impulse sales of Remington Hi-Speed 
22 ammunition. If you are interested, we 
suggest you write for a supply of the dis- 
play cards. Then take a cake of ordinary 
laundry soap, shoot a hole in it from end 
to end with a Remington Hi-Speed long 
rifle hollow point 22, and attach the card. 
Shoot the soap at a distance of twenty 
feet against suitable backstop, and be 
sure to use a hollow point bullet, which 
expands to blast the large hole. 


WAAL, THESE REMINGTON 

22's BRING DOWN GAME SO 
FER AWAY | GOTTA SALT 
‘EM TO KEEP THE GAME 
FRESH TILL | GIT THAR! 
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When a customer comes into 
your store and selects a package 
of merchandise by pointing it 
out on your shelf, he is reacting 
to a phase of modern merchan- 
dising— packaging. The Ameri- 
can public has faith in nation- 
ally advertised brand names— 
and distinctive packages pro- 
vide easy product identification 
in your store. Prover size, de- 
sign and color .. . all influence 





PACKAGING: a selling factor 


the buyer and help to keep mer- 
chandise moving off your 
shelves! Take, for example, 
Remington ammunition. It is 
packaged in colorful, conveni- 
ent, easily recognized boxes. 
Sportsmen have been reminded 
through advertising to recog- 
nize Remington packages. And 
through experience, they have 
learned that “If It’s Remington 
—It’s Right!” 











SAFETY DEVICES ARE IMPORTANT SALES 
FEATURES OF REMINGTON FIREARMS 


BRIDGEPORT, CONN., May 9, 1946. 
Remington has pioneered the develop- 
ment of safety devices . . . with special 
attention to its line of 22 rifles. They’ve 
been equipped so that even beginners 
can use them with complete confidence 
and trust. The red firing indicator on 
the Remington ‘'500”’ Series rifles, for 
example, protrudes when the rifle is 
cocked . . . disappears into the bolt on 
firing. And the trigger is corrugated to 
prevent finger slip. The positive thumb 
safety is conveniently located—simple 
to operate. 

The encased bolt head, double lock- 
ing lugs, modern bolt handle and sturdy 
construction of all working parts as- 





} 


| 
' 








sure flawless operation. Remington has 
taken great pains to make every rifle in 
its line a safe-handling rifle! 





Hi-Speed and Kleanbore are Reg. U. 8. Pat. Off. by 
Remington Arms Company, Inc. 
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L. M. NICHOLS 


= 

HE ordinary approach to 
the problems of economical distribution 
is too often one of destructive criticism, 
with little offered in the way of specific 
or practical alternatives. 

Distribution starts with metals, min- 
erals, and petroleum taken from the 
earth, timber felled in the forests, and 
agricultural products harvested in the 
fields. At the other end of the line 
potential consumers with unprece- 
dented buying power await delivery, 
ready to buy the finished products if 
they are in attractive and usable form, 
and reasonably priced. 

All of the intervening steps from one 
stage to another, except processing and 
fabrication, come under the heading of 
distribution. 

What are these distributive functions 
and who performs them? Who must 
be the ingenious devisers of improved 
and more economical methods? Let’s 
take a quick look at a simplified cross- 
section view as shown in Table 1 on 
page 134. 

As each of these distributive agen- 
cies tackles its task of performing its 
functions under increasing pressure for 
greater speed and lower costs, it may 
be useful for them to consider a few 
fundamentals of mechanics. Efficiency 
can approach its maximum only by in- 
creased mass (volume) and momentum 
(movement or turnover), elimination of 
friction (waste of material or time) 
and with an even load at constant speed 
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An analysis to determine what distribution 

expenses are necessary and productive, with 

suggestions for reductions or eliminations, 

and emphasis on the need of distribution 
expense standards 


(avoiding the wastes inherent in vari- 
able loads and speeds and stopping 
and starting). 

Much comment has been made that 
while production efficiency has in- 
creased tremendously, distribution effi- 
ciency has not increased to any com- 
parable extent. Mordecai Ezekiel, in 
the Annals of the American Academy 
of Political and Social Science (Nov., 
1936), shows that the physical output 
per man in manufacturing from 1900 
to 1930 increased by 63 per cent, while 
according to Converse and Huegy in 
their Elements of Marketing the quan- 
tity of goods marketed per person en- 
gaged in trade and transportation in- 
creased by 36 per cent between 1899 
and 1929. 

A study recently made by the Depart- 
ment of Commerce shows that from 
1929 to 1939 the cost of distribution de- 
clined slightly in relation to the cost of 


production. The Twentieth Century 
Fund’s estimate that in 1929 distribu- 
tion took 59 cents from the consumer’s 
dollar has been widely quoted. Apply- 
ing the same method to the 1939 fig- 
ures, we find that in that year distribu- 
tion took 58 cents of the consumer’s 
dollar, with production therefore tak- 
ing a slightly larger share than it had 
in 1929, “* 


Different Types of Jobs 


Production and distribution are edif- 
ferent types of jobs and there is no 
logical reason why the quantity of 
goods marketed per man should in- 
crease in the same proportion as pro- 
duction per man. On the contrary, in- 
creases in production efficiency often 
throw a greater burden on the market- 
ing system. Historically, production 
costs have been lowered by specializa- 
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Within the Total € 


By L. M. NICHOLS 
Committee on Post-War 
Controllership Problems, 

Controllers Institute of America 


tion of production, geographically, by 
types of goods, and by processes. These 
factors increase the job of transporta- 
tion, and the tasks involved in buying 
and selling between specialized pro- 
ducers. Another way of saving this is 
that mass production means a greatet 
marketing task, both in assembling the 
raw materials and parts and in dispers- 
ing the finished product. In this sense 
one may say that greater proportionate 
distribution cost is a necessary result of 
lower production cost. 


Efficiency Increased 


Admittedly, production efficiency has 
still further increased under the pres- 
sure of the war emergency. To what 
degree this will be continued is a ques- 
tion. At the same time, improved pack- 
ing and materials handling methods 
and machines have been developed. 
which the distribution agencies should 
adapt to peacetime operations. These 
improvements, however, are only a 
small though important part of the solu- 
tion, 

At present, there is an unprecedented 
pressure on wholesale distributors and 
retailers because of the OPA “cost ab- 
sorption” policy. In the effort to hold 
the price line for the consumer, price 
increases allowed the manufacturer are 
in many cases taken out of the whole- 
salers’ and retailers’ margins. In the 
face of their increased hourly wage 
rates and other controllable(?) unit 
costs of operation which have in many 
cases increased over 25 per cent since 
1941, these distributing agencies must 
accomplish radical operating improve- 
ments or they will be facing financial 
disaster. 

This cannot safely be regarded as a 
passing phase of the _ reconversion 
period. A pattern of reduced margins 
or mark-ups, once set, may persist. 
Speedy action, therefore, is imperative 
without waiting for the golden key to 
the promised land of tremendous sales 
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volumes based on “pent-up” demands. 
How long these may last in the face of 
interrupted production, rising unem- 
ployment, higher prices or a buyers’ 
strike not even the boldest professional 
crystal-gazer knows. 

Just to say “distribution costs too 
much,” is dangerous. Distribution costs 
are an integral part of total costs and 
should not be criticized, reduced or 
eliminated without ascertaining whether 








EDITOR'S NOTE: In addition to his 
activities in the Controllers Institute, 
Mr. Nichols is chairman, operating 
cost committee and committee on 
uniform accounting systems (sup- 
plies and appliances) of the Na- 
tional Electrical Wholesalers 
Assn.; chairman, Electrical Supply 
Wholesale Distributors’ Industry Ad- 
visory Committee, OPA; secretary- 
treasurer and member executive 
committee, Connecticut Chapter, 
American Statistical Assn. 

He was awarded in 1939 the James 
H. McGraw Award to electrical 
wholesalers “in recognition of his 
contribution to the advancement of 
the wholesaling branch of the elec- 
trical industry, through his compre- 
hensive study of the cost of distribu- 
ting electrical products and his sup- 
porting counsel to the commodity 
committees of the National Electrical 
Wholesalers Assn.” 


they bring about a lower user cost for 
the goods and services furnished. 

Many distribution costs could be 
quickly and substantially reduced, but 
in each case this question arises: Are 
the services reduced or eliminated 
really necessary or beneficial to con- 
sumers or to the maintenance of sales 
volume. For instance, wholesalers and 
retailers could: 

1. Eliminate overtime by working 
only eight hours a day. 

2. Reduce number of sales people 
directly serving customers. 

3. Locate only in large trading cen- 
ters. 

4. Move to lower rent locations. 

5. Eliminate small unit sales and de- 
liveries or make service charges for 
such. 

6. Eliminate free deliveries, reduce 
the frequency of deliveries, or reduce 
“free delivery” zones. 

7. Eliminate returned goods privilege 
except for defective merchandise or 
error in filling order. 

8. Carry fewer brands of merchan- 
dise. 

9. Stock smaller quantities and elimi- 
nate “slow movers” and untried new 
merchandise. 

10. Discontinue selling for credit. 

The Twentieth Century Fund’s book 
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Does Distribution Cost Too Much? says 
in concise summary: 


“If consistent effort is made to discover 
the facts savings can undoubtedly be ef- 
fected. However, as long as the distribu- 
tor does not know what it costs to sell 
small accounts, fill small orders, grant 
credit, accept returned goods or grant al- 
lowances for this or that, just so long is 
he apt to excuse high costs. He thinks he 
is compelled to render such services be- 
cause his competitors do. Thus he argues 
that they are merely a form of advertising 
or sales promotion. Such reasoning may 
be sound enough if he knows what the 
services really cost, but very few distribu- 
tors do know what they cost. From the 
buyers’ point of it is too often true that 
buyers must pay for elaborate services 
whether they want them or not. To the 
buyer who does not require services it 
seems important to have the costs borne 
by those who benefit from them. 

“To some degree efforts to improve the 
efficiency of distribution must await wider 


| knowledge about its nature and costs. Not 


Sells On Sight! 


dandy 


ELELT RIL 


CHURN 


Rapid increase in number of electrified 
farms creates big and growing market 
for Gem Dandy Electric Churns. Gem 
Dandy is nationally advertised in farm 
journals, has strong popular appeal 
features that farmers want. Slow-speed 
long-life motor. Sanitary aluminum 
base, shaft and dasher. Neoprene | 
covered supports and electric cord. | 
Easy to operate, easy to clean, pro- 
duces 15°/, more butter in 15 minutes. 
Fits any crock or jar up to 5 gal. size. | 
Operating cost approximately 10 cents | 
per month. Nationally advertised in 
farm papers. In use throughout U. S. 
since 1937. 


STANDARD 
CHURN CHURN 


$14.32 $17.32 


Gem Dandy 3 and § geal. 
Glass Jars Sold Separ- 
ately at $1.75 to $2.25. 
For Immediate Delivery ASK YOUR 
JOBBER or Write to 





DELUXE 


Alabama Manufacturing Co. | 


1801 First Ave N., Birmingham, Alabama 





only must individual distributors learn 
more about the costs of their own opera- 
tions and the effectiveness of the methods 
they employ, but more information about 
the functioning of various parts of the dis- 
tribution system and the system as a whole 
is needed in order to chart the areas in 
which economies and improvements offer 
the greatest promise. Our recommenda- 
tions in this field, therefore, look primarily 
toward the provision of better information 
which should help to avoid losses and lead 
toward improvement of methods and low- 
ering of costs. 

“Specifically we recommend 
lowing: 

“(1) The development and adoption 
through government research and organ- 
ized commercial efforts of improved meth- 
ods of distribution cost accounting and 
analysis. 

“Until costs are more accurately mea- 
sured, retail and wholesale distributors 
will not be able to determine, except in 
a very rough way, What lines of goods are 
most profitable, what size purchases can be 
supplied at the smallest expense and 


the fol- 


which accounts cost more than they are 
worth. 

“Pricing practices, which are often ar- 
bitrary and unscientific, can also be im- 
proved with better knowledge of how dis- 
tribution and other overhead expenses 
should be allocated. As pointed out in 
the research report the arbitrary percen- 
tage mark-ups now applied in many cases 
may often lead to prices which do not re- 
sult in maximizing sales volume and prof- 
its.” 

Industry associations, notably in the 
electrical, hardware, and drug indus- 
tries, have compiled wholesale dis- 
tributor operating cost figures as # 
guide for their members in checking 
their own excessive costs in comparison 
with the average for that industry. 

The figures published by the United 
States Government Census of Distribu- 
tion for 1939 furnish material worthy of 
intensive comparative studies. Within 
an industry, figures on expense per cent 
to sales by functional groups of expen- 
ses and by sales volume groups enable 
any company to compare its own ex- 
penses with the average of comparable 
companies in that industry. Going even 
further, industry associations may com- 
pare their industries’ figures with simi- 
lar industries and detect excessive func- 
tional expenses that offer the best field 
for studies as to expense reduction. 
For instance, in Table 2 the Census of 
1939 shows figures for wholesalers in 
similar industries. The figures followed 
by an x are out of line and warrant in- 
vestigation. 


Review of Methods 


A review of methods successfully 
adopted by wholesalers in one industry 
in giving more satisfactory and effective 
service to customers at a reduced cost 
includes the following: 

1. Control of free servicing expenses 
on defective merchandise within limits 








Tax-Free Lumber 


TE HE Red River Lumber Company’s holdings in Northern California, including 
the entire town of Westwood, with a population of about 5,000, a big lumber 
plant, saw mill, veneer plant, box factory, logging machinery, railroad, the town’s 
utilities and 100,000 acres of standing timber, were sold in late 1944 to the Fruit 
Growers’ Supply Company, a subsidiary of the California Fruit Growers’ Exchange. 
The purchase price was about $11,000,000. 
Red River Lumber Company’s Federal income tax had been about $900,000 a 


year. 


Most of that part of the tax which is represented by earnings of the properties 
sold to the cooperative will henceforth be lost to the Treasury. 

Other taxpayers—companies and individuals—will therefore have to pay more 
than their proper share of the Federal tax burden. 


~-Homer E. Marsn, 
Research Director, NTE 4 
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os ee) 
OR naa 
HEN America’s leading rail- 
roads want protection for sig- 
nals, switches and other vital system 
equipment—they order Slaymaker 
padlocks. 

Railroads need locks which will 
provide easy operation and maximum 
protection— yet withstand the punish- 
ment of heat, cold, ice, rain, grit, and 
corrosive elements. 

Slaymaker has been turning out 
just such durable, dependable pad- 
locks — economically — since 1888. 
Every bit of the “know how” gleaned 


from these 58 years of experience has 


. World's Largest Padlock Producer 


MAY 9, 1946 


been incorporated in the design and 
manufacture of the famous Slay- 
maker 800 and 900 padlocks. 

The 800’s and 900’s rugged one- 
piece, seamless Zamak case—the 
3/1000” precision of their genuine 
pin tumbler mechanism — and _ their 
amazingly low cost— make Slaymaker 
800’s and 900’s the sort of padlock 
you'll be proud to sell. Their key 
changes, too, are practically unlimited. 
Order from your jobber today! 


SLAYMAKER LOCK COMPANY 
LANCASTER, PENNSYLVANIA 














No. 800— 114" across case 
No. 900—17," across case 
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PROFIT WITH 


MILK 
FILTER DISCS 


PERFECTION USERS 
REPEAT 


Year-around sales and 
profits to dealers who 
siock and display PER- 
FECTION Discs. 


Standard sizes— plain. 
single or double cloth- 
faced. 


ORDER FROM WHOLE.- 
SALE HARDWARE 
JOBBERS 


Free dealer helps, pro- 
motion and display ma- 
terial available on re- 
quest. 





SCHWARTZ MFG. CO. 


TWO RIVERS, WISCONSIN 








compensated for by the manufacturers 
(guaranty period). Avoidance of waste 


| in sales promotion material. 


2. Specialized sales expense only 
where it is warranted by volume and 


margin rate. 


3. Elimination of uneconomical cov- 


erage of territory. 


4. Avoidance of too extensive free 
delivery zones. 

5. Avoidance of abnormal bad ac- 
count losses by not making too liberal 


| extension of credit. 


6. Avoidance of markdown losses and 


| attainment of better merchandise turn- 


over by prompt disposition of obsolete 


| and inactive items and control of cur- 
| rent buying. 


7. Enforced restrictions on returns. 


| Control salesmen’s overselling which 
results in “sales policy” returns. 


Reduction in Expense 


8. Reduction in the total expense of 
handling small order under $5 (in 
one industry 35 per cent of total num- 
ber and only three per cent of total 
sales value) both by reducing the num- 
ber of such and the expense of handling 
each small order which has to be filled 


| aS a necessary accommodation to cus- 
| tomers. In many cases too large dis- 
| counts had been granted on such sales 
| to casual customers. The excessive ex- 
| pense of small orders has been reme- 
| died in several ways. 


8.1. Persuading the customer, large 
or small, that an unnecessary number 


| of orders is just as uneconomical for 


him as for the wholesaler, since it in- 


| volves his placing an unnecessarily 
large number of orders, receiving and 


checking the numerous shipments and 


| invoices, and vouchering them for pay- 
| ment. Realization of this fact will lead 


the customer to accumulate his buying 
orders and to avoid splitting down his 
orders among competitors too much, 
based on small differentials in price. 
8.2. Routines for handling small 
orders as a class have been simplified 


| through omission of certain operations. 


They were treated as an unclassified 
group in all accounting and statistical 


| operations and records, and costed as a 


vroup at an estimated gross margin per 
cent. 
8.3. The wholesaler has avoided the 


| shipment of small quantities as back 


orders by carrying adequate stocks of 
standard items that are in demand from 
his customers. This was sometimes not 
done because his merchandise invest- 
ment was overloaded with the residue 
of obsolete and inactive items piled up 
over a period of years. If these items 
are cleared currently before inventory 
each year, he not only has a smaller 
ultimate loss but can afford to buy at 
favorable quantity discounts and carry 


adequate quantities of items which he 
should have in stock. By properly in- 
fdrming his salesmen, so that they can 
feature and offer for sale items which 
he stocks, the wholesaler has avoided 
having to order a carton of 50 to fill 
an order for seven of an odd item for 
which the salesman could have per- 
suaded a customer to order an accep- 
table substitute which was already in 
stock. 

8.4. In place of the minimum charge 
on small orders which raises specific re- 
sistance, particularly from large cus- 
tomers who see that they are paying in 
excess of a reasonable price for the 
particular item involved, a 10 per cent 
“service” or “delivery” charge has been 
made common practice on small orders, 
which were previously delivered free, 
at least in the case of casual customers 
and small accounts. 

8.5. The size of the average order 
from customers has been increased by 
setting the quantity or dollar value and 
discount brackets at points which are 
economical] and practical for customers. 
This applies particularly to commodi- 
ties of low unit values. 

9. Economics by adoption of im- 
proved office clerical and warehousing 
methods and employes’ facilities of 
which the following outline may give 
some suggestions: 

a. Orders: 1. Requisition number 
series control. 2. Order editing. 3. 
Pricing orders. 4. Order assembling. 
5. Costing customers’ orders. 6. Back 
orders. 7. Customer order form sets. 
8. Accumulation of small customer 
charges. 

b. Invoice Filing. 

c. Counter Service: 1. Personnel. 2. 
Counter sales records. 3. Arrangement 
of counter stock. 

d. Records and Bookkeeping: 1. 
Punch or slotted card systems for sta- 
tistical and accounting records. 2. Pay- 
roll preparation. 3. “Bookless” book- 
keeping system on accounts receivable. 
4. Elimination of general ledger. 5. 
Microfilm customer payment records. 
6. Records storage methods. 

e. Materials Handling: 1. Supple- 
mentary personnel. 2. Use of skids and 
jacks. 3. Ramp or bvdraulic lift. 4. 
Use of fork trucks and pallets. 

f. Receiving and Shipping: 1. Pro- 
duction of shipping labels. 2. Location 
of shipping and receiving departments. 
3. Schedule of truck deliveries. 

In some cases controllable expenses 
have been effectively “controlled” not 








Latest News on 
RECONVERSION 
on page 178 
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VOLUME ITEM No. 2 
BMC 


OFFSET SCREW DRIVER 


for regulor ond Phillips-head screws. 


The ideal tool for work in close 
quarters. Either finger or lever turn- 
ing. Four-inch, hex-wrench handle 
provides ample leverage for securely 
setting or removing stubborn screws. 
Provides good visibility around screw 
hole. Tool-steel shank hardened for 
long wear. 
Ko” —-%" —%" 
Phillips: Point No. 1, 2, 3 

Retails for 65¢ each, or 3 for $1.50 


REAP VOLUME PROFIT ON QUICK SALES to 


factories, farms, homes, garages and hobby workers 


New! Different! Offering sensational ad- 
vantages over old-style wrenches, the 
BMC Pressure Lock Wrench can be sold 
in quantities to factories, shops, garages. 
It’s really six tools in one—a tool that 
fits as it grips, and it holds . . . with 
more than a ton pressure, even when the 
hand is removed. Release with the flick 
of a finger. Sell it as a wrench. Sell it as 
a pliers. Sell it as an ideal tool for posi- 
tioning small pieces for drilling, threading, 
bolting, riveting or welding. 


It’s a tool of sturdy quality, suitable for 
the finest mill-supply outlets, auto equip- 
ment, hardware, plumbing or electrical 
stores. 

Write today for wholesale set-up. Take advantage of 


rapidly developing sales, backed by a comprehensive 
line of displays, dealer helps and national advertising. 


Thousands of Uses as 
@ Adjustable end 
wrench 
Pipe wrench 
Gripping tool 
Multi-leverage pliers 
Hand vise 
Locking clamp 


THREE SIZES 
No. 7 — Max. jaw opening 
3%". Retails for $2.75. 
No. 9 — Max. jaw opening 
1”. Retails for $3.50. 
No. 11 — Coming soon with 
12” jaw opening. 


BMC MANUFACTURING CORP. 


11 Griswold St., Binghamt 


Fox & 


on, N.Y. 





STAR 


HACK SAW 
3) 9 N) ey 


Hand Hack Saw Cutting of 


METAL TRIM 

PIPE TUBING 

SHEET METALS 

SOFT STEEL 

STEEL PIPE 

THIN TUBING 

THIN METAL WALLS 
TOOL STEELS 


ALUMINUM 
BRASS 
CONDUIT 
COPPER 

DRILL ROD 
HARD ALLOYS 
LIGHT ANGLES 


Power Hack Saw Cutting of 


PIPE 
RAILS 
SOFT STEEL 


TOOL STEEL 
(Lerge Dia.) 


TOOL STEEL 
(Med. Dia.) 


TUBING 
WROUGHT IRON 


BRONZE 
CAST IRON 


HARD ALLOYS 
(Med. Dia.) 
HARD ALLOYS 
(Large Dia.) 
HEAVY ANGLE TRIM 
IRON PIPE 5 
LIGHT ANGLES 


Band Saw Cutting of 


ALUMINUM 
BRASS SHEETS 

_ BUILDER'S BOARD 
CAST IRON 
COPPER 


DRILL RODS 
1RON SHEETS 
METAL WOOD 
MONEL SHEETS 
PIPE 

ZINC 


through a fixed expense budget in dol- 
lars monthly for the year (since bud- 
geted sales and income may not be 
realized) but through budgeted oper- 
ating ratios that help keep these 
expenses in proper relation to any 
| fluctuations in operating income or 
| by budgeted expenses per 1000 trans- 
| actions. Percentages to sales on various 
‘xpense items are misleading because 
of varying percentages of operating in- 
‘ome to sales and the fluctuating sales 
value per transaction. 

A manufacturer or a distributor needs 
detailed and reliable analyses of his 
distribution costs for several vital rea- 
sons: 

1. To control these distribution ex- 
yvenses in their various stages, usually 
through budgeted distribution expenses 
set up as a guide by which to measure 
the reasonableness of actual expenses. 

2. To find out which districts or sales 
territories are showing a profit or a 
loss; what classes of orders, by size, 
|are unprofitable; what profit possibili- 
| ties new or proposed lines or commodi- 





ties may have; what present commodi- 
ties are unprofitable, and what can be 
done in each case to improve an un- 
satisfactory profit or eliminate a loss. 

3. To make available operating cost 
figures upon which to base selling 
prices which must allow for the pur- 
chase cost, distribution cost, and fair 
profit on investment. Such figures 
would be available to prove that selling 
prices are not below cost and, there- 
fore, do not violate any unfair trade 
practices laws. 

4. To serve as a basis for price dif- 
ferentials among classes of customers, 
by quantity brackets, etc., which would 
be in accordance with the Robinson- 
Patman Act in being based upon sup- 
portable figures of differences in cost 
of manufacture, sale, or delivery. In 
such cases analysis by customer classes 
will always be necessary and sometimes 
by individual customers. Usually a 
commodity analysis must precede or be 
a part of the customer analysis and de- 
tailed analyses will be required, based 

(Continued on page 182) 
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Table II 





Establishments with sales of anaes 000 & over—reporting analysts of expenses 


Functional Expenses % to Sales 
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STAR metal cutting | | Paints end Varniches.. 
book tells the proper a Accessories 
| an quipment 
selection, care and use Ind. Mach. (Gen’! Line). 
of Hand and Power | Hardware (Gen’! Line 
Hack Saw Blades and Incl. Ind. ) eeecsesesers 
Flexible Back Band | Plumbing & Heating Eq. 
~ (Gen’! Line) 
Saws for the materi- Builders’ Supplies 
als to be cut. Send for 
FREE copies. 


LLEMSON 


Elec. Wiring Sup. & 
CLEMSON 8905, inc, Middletown WT 
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17. 
17 
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Constr. Mat , 
Household Furniture.... .| 
| Radios & Equipment. 
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The Need for 
Tax Equality 
(Continued from page 120) 


visions of Section 101 constitute a 
loophole for tax evasion and avoid- 
ance.” 

That there is tax evasion is now 
admitted by top ranking co-ops them- 
selves. In a bulletin dated Jan. 2, 
1946, the National Assn. of Co-opera- 
tives, which propagandizes in favor 
of tax inequalities favoring the co- 
ops, warned its supporting members: 
“Our first and greatest need is to set 
our own house in order. It is no 
longer possible blandly to assert that 
all co-ops are lily-white on income 
taxes. Too many co-op leaders have 
publicly or privately told public 
officials they know this isn’t so; too 
many tax officials have been looking 
into co-op returns.” 

Whatever the total of tax liability 
may be, it is very large, and taken in 
conjunction with the federal income 
taxes owed but unpaid by govern- 
ment corporations and mutuals, it 
would undoubtedly provide the neces- 
sary wherewithal to keep us out of 
further debt and perhaps to give tax- 
payers some additional relief. 

But while one group pays for the 
privilege of doing business, the other 
group pockets its earnings and calm- 
ly denies Uncle Sam his share in 
taxes. “Our earnings are not profit,” 
the co-ops say. “They belong to our 
customers, and will be returned to 
them—some time.” 

Do the customers really get the 
earnings? Well, not often in cash 
these days. More likely they get 
pieces of paper, stock certificates of 
no immediate cash value, while the 
cash is used by co-op management to 
expand and to buy out taxpaying 
competitors who are too discouraged, 
too much beaten down, to try to 
go on. 

That’s how co-operation has grown, 
and is growing now. 

It is also why the stable door must 
be locked quickly before more and 
more and more taxpaying companies 
become tax-exempt, either through 
acquisition by the co-ops or by volun- 
tary action. There have been many 
of both kinds, and the loss of Trea- 
sury revenue is assuming such pro- 
portions that the tax base may break 
down completely. Taxation of co- 
operatives is the only answer. 


MAY 9, 1946 
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Broodwoy 


ee OCIATES, 93 Seword St, 
EVANSTON ILL 
J. K. HUGHES, 2601 Noyes St 
KANSAS CITY MO 

m.T “SPEED” SWIFT, 1501 W. 85th Terrace 
SEATTLE. WASH 

McCUNE MERIFIELD CO., 909 Western Ave 
SAN FRANCISCO, CAL 

McCUNE-MERIFIELD CO., 51 Freemont St. 
LOS ANGELES CAL 

McCUNE-MERIFIELD CO., 2627 South Figueroo St. 
TAMPA, PLA 

J. M. KEELEY SALES CO., Twigg ond Jefferson Sts. 
MIAMI, FLA 

J. mM. KEELEY SALES CO., 400 S. W. Second Ave, 
NASHVILLE, TENN 

JACK WADDELL, P O. Bow 1316 
DURANT OKLAHOMA 

SHERMAN LLOYD, 1123 West Evergreen St 
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Every Super Oil Beau 
comes on a crystal clear 
plastic Rain-Beau line 
coiler. Just the thing for 
storing or drying lines. 


RAIN-BEAU PRODUCTS CO. CANTON, MASS., Division of INTERNATIONAL Braio Co. Provinence. R. 1 









































That's what your fly-casting customers will say 
about Rain-Beau’s new Super Oil Beau Fly Lines! 

They're made of the finest pure silk, either 
level or double-tapered in amber or mahogany. 
Their fine tapers and full body make casting a 
joy, and their clear, special oil finishes slide the 
line through the guides, keep it soft and supple 
in any climate through years of rugged wear. 

And those Rain-Beau girls in the leading 
Sportsmen's magazines every month are selling 
not only Super Oil Beau Lines but the whole 
Rain-Beau assortment as well. New raw mate- 
rials — DuPont Nylon and bronze — and im- 
proved manufacturing techniques and exclusive 
finishes make Rain-Beau Lines the best possible 
in each price range for each purpose. 

Keep Rain-Beau Lines on display. They're 
attractively packaged to sell quickly. And they’re 
priced to give you a profit. Send for catalog. 



















out in front 
with 


GREAT NECK 


“Well done!''—that's easy to 
say for Great Neck work-wise 
tools. A job done with the aid 
of our various tools is likewise 
“Well done!" This is our con- 
tribution to your maintenance 

of good profits and good will. 


REAL EYE & SALES APPEAL 
No. 60 
KEYHOLE KUT-UP DISPLAY 
| doz. per display 
Idea! for “hard to get at” jobs, 
cuts wood, metal, plastics, etc. 
Easy-grip aluminum handles 
(unbreakable) have sales-wise 
finish. Blades of Tungsten Steel, 
very flexible and breakage- 
resistant. 


SEE YOUR JOBBER 


great neck lines 


hack saw blades— 


itidtybdenum 
tungsten 
high speed 
keyhole saw blades & handles 
wood chisels & screw drivers 
(plastic or wood handles) 


GREAT NECK SAW 


MANUFACTURERS, INC. 
MINEOLA, N. Y. 
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On the Problem of Reconversion 
(Continued from page 123) 


material costs, you will have to in- 
troduce new and improved methods 
which will assure enough added pro- 
duction from each worker to cover 


| these added costs,, which must also 
| include higher cost of overhead. 





If you have made a profit only in 
boom periods, you will have a lot 
more to do, as evidently a re-organiz- 
ation of methods is long past due. 

If you are one of the 40 per cent 
who have shown no earnings in pros- 
perous periods, you must act quickly 
and with vigor if you wish to remain 
in business, because you will surely 
be overwhelmed by more efficient 
competitors in this era of high, 
economical production which we are 


| entering, where the newly-developed 


| war technique, new methods and 
| modern equipment will meet with 


general adoption by all progressive 
concerns. 


Now, I don’t want my readers to 
interpret this article as a bid to be 
consulted, and surely I could not 
solve all their problems—I have no 
such ambitions even if I had the 
time, knowledge and strength to carry 
them through. I am glad, however, 
to help with suggestions if and when 
called upon. 

I do appeal to my friends to face 
their serious reconversion problems 
promptly, and to obtain expert advice 
from competent shop-men who are 
conversant with war developments 
and who can apply them to your 
needs. 

Many plants have competent per- 
sonnel of their own who could devise 
temporary installations to tide them 
over, but if your own people can’t 
do the job you should get advice 
from some competent shop expert 
at once. 





House Small Business Committee Contends Co-ops 
Do Not “Seriously Endanger Other Forms of Business” 


(Continued from page 112) 


| nonexempt cooperatives may be es- 


Section 








tablished, operated, expanded and be 
or become federated in their various 
types of combination operations. 
101(12) and (13) estab- 
lishes certain criteria for the estab- 
lishment of exempt farm cooperatives. 
General law covers the establishment 
of corporations under state control. 
No such law exists controlling non- 


exempt cooperatives with the excep- 
tion of minor state regulations. Leg- 
islation seems necessary which will 
provide the manner in which patron- 
age refunds will be handled, interest 
rates on capital stock will be com- 
puted, reserves will be limited, and 
which will describe the scope of op- 
erations of the non-exempt co-opera- 
tives. 





“An Enormous Advantage” 


HEN A. G. Black was governor of the Farm Credit Administration he made 


the following significant statement: 


“Farmer cooperatives as such have been given by the people, through their 
Congress. some very important advantages—advantages not accorded to privately 
or corporately owned business. If no changes are made in the law relating to 
these advantages, they are going to bulk larger and larger. For example, tax 
exemption under certain conditions, if there is no change will result in a tre- 
mendous advantage to the co-op form of organization. As taxes on private and 
corporate business increase, that advantage to cooperation becomes greater. Under 
conditions of low taxes, of course, it is of some advantage, but when taxes are 
absorbing a large part of the earnings of private business, the cooperative form 
of business really provides an enormous advantage.” 

The time of “enormous advantage” to the tax-free cooperatives arrived when 
wartime Federal income taxes were imposed upon all other businesses and indi- 


viduals. 


Cooperatives are now in almost every line of enterprise. They did about $12,000,- 
000,000 of business last year—8 per cent of the U. S. mercantile total—and paid 
little or no Federal income tax on their enormous earnings. 


—Home_nr E. Marsu, Research Director, NTEA 
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CONGRESS “ovision® 


DETROIT 12, MICHIGAN 


k the CONGRESS Display Assortment 
—THEN COMPARE ITS Profits 
> V-BELT PULLEY ASSORTMENT FOR “A” BELT 


DIA. BORE SIZE CATALOG | SELLING 
AST PRICE 
INCH - mm oance 





ly, 45 


2 : 29 


-_ 


2, 65 
2 70 
23/, , 

3 85 
3Y, , 95 
3, 2 1.00 

4 1.15 
4Y, 1.35 


9 1.50 


26% COST + 5 °° prorit 1 12 


‘or HARDWARE, 
HOBBY SHOP AND FARM 
EQUIPMENT DEALERS! 


Progressive dealers everywhere are building pulley 
profits with this business getting, three color, dis- 
play card and the famous CONGRESS 50 pulley 
display assortment—the assortment that provides 
a complete pulley stock of the 27 most popular 
sizes with diameters ranging from 114” to 5”, each 
individually wrapped in an attractive three color, 
dust free box—at an investment of only $15.00 
which returns a profit of $11.40. 

Pulley users choose CONGRESS pulleys for their 
better performance and design. Label yourself 
a progressive dealer—stock, display and sell 
CONGRESS pulleys. 


CONGRESS Pulleys are 
Nationally Advertised... 


CONGRESS is building sales for you with national 
advertising in Popular Mechanics—Popular Sci- 
ence and such industrial publications as: Indus- 
trial Equipment News—New Equipment Digest 
—Industrial Bulletin and Modern Industry. All 
reach the actual pulley user—building sales and 
profits to you. 
If your jobber cannot supply, order direct 
and send jobber's name 
DIE CASTING 


CONGRESS °*bwision 


DETROIT 12, MICHIGAN 














Hew ADEL 


LAWN 
SPRINKLER 


Capit 





























SPRAYS SQUARES 
AND RECTANGLES 


The Adel Sprinkler sends a right-angle 
spray into the corners and right to the 








edges of square and rectangular lawns. 





Soaks the whole area evenly at one set- 





ting. No wasting of water on sidewalks, 





drives or walls. No sprinkling of passersby or into open windows. 





SAVES ‘4% WATER—To completely wet a square or 
rectangular area with an ordinary round spray, % of 
the water is wasted (gray area). The Adel Sprinkler 













does away with this expensive waste. 





EASILY CHANGED SPRAY-SHAPE-FORMERS 

WE AV) GIVE 3 SPRAY SHAPES — Adjust spray to com- 
SYA S R x pletely water any shape of lawn. With normal 
ZS 7 35-lb. pressure, the Adel Lawn Sprinkler will 
SQUARE 2x3 1x2 ~~ evenly wet an area from 10’x20’ up to 32’x32’. 























NATIONALLY ADVERTISED! DEALER AD AIDS AVAILABLE! 
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INTER-COASTAL COMPANY. INC. IMMEDIATE 






ger errenr th eagle oaghe Aaprae DELIVERY 
ADEL PRECISION PRODUCTS CORP. - ORDER NOW FROM 





Berbenk, Colifernio + Huntington, West Virginie YOUR JOBBER 


~<a ee 












Alliance Hardware 
Increased Volume 
With Employee 
Bonus Plan 


(Continued from page 115) 


The store layout was partially re- 
arranged when Mr. Harrison took 
over the store, so that while not 
thoroughly modern, it is now more 
interesting to customers and permits 
easier service. A nicer looking store, 
higher income sales clerks and the 
fact that he cleaned out over $3,000 
worth of “shelf warmers,” that had 
previously been written off, in a July 
clearance sale, have been added fac- 
tors in the improved volume. The 


| “shelf warmers” included builders’ 


hardware dating back as far as 1904 


| and he plans to hold such sales an- 


nually, to “clean up the errors in 
buying.” 

In commenting on the bonus plan 
Mr. Harrison says, “Under our profit- 
sharing plan all sales clerks have a 
sales quota. The base weekly salary 
for each sales clerk, is multiplied by 
sixteen, to determine each individ- 
ual’s quota. On all sales above their 
quotas the sales people receive a 
bonus of five per cent, bonuses hav- 
ing reached as high as forty-four 
dollars in one month. 

“As the result of this profit-sharing 
plan, displays are better and a very 


| good sales increase resulted. Having 


been an employee who experienced 
the bonus method before entering 
the retail hardware business, I figured 


| it would work with my employees. 
| In the first week of operation under 


this plan we sold six kitchen cabinet 
setups, priced at two hundred and 
twenty dollars. Three of my sales 


_ clerks who were trained by me never 


had any previous hardware store ex- 
perience. One was from a pottery 
and two were from factories.” 
Advertising in a local daily paper 
regularly takes messages from Alli- 
ance Hardware far beyond the con- 
fines of the city and into farming 
districts. It is estimated that the 
trading area for the store has a popu- 
lation of 40,000. Although normally 
using five-column space every Thurs- 
day, the firm also has used some 
smaller and a number of larger ads. 
Smooth copy is prepared by Mr. 
Harrison, illustrations being ob- 


| tained chiefly from an advertising 


| service. 
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@ POWER MOWER 


Finest power mower made 
today. Exceptionally easy 
to operate and to handle because 
it weighs only 117 pounds. Extra 
powered for hours of constant 
service. 1 %2 H.P. motor. 20-inch cut. 


e 4 HAND MODELS 


Tops in easy opera- 

tion, quiet perform- 
ance. They're all steel, 
lightweight, depend- 
able, precision built A 
in every detail. 4 


AA 
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@ ELECTRIC 
HEDGE TRIMMER 


Takes the drudgery out of trim- 
ming hedges and shrubbery. 
Portable. Built for long wear and 
trouble free service. 


@ POWER PLANTS 


Pincor plants are famous for de- 
pendability. 500 to 10,000 watts. 
AC or DC. Model BLA-6N ([illus- 
trated) is a combination unit. 500 
. watt, 115 volt, 

A.C. and 100 

watt, 6 volt, D.C. 


$130°° 


f.0. b. factory 


APPROVED O.P.A. PRICES 
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at. the Hard- 
ware Boosters Club in New York, Ru- 
dolph S. Wild, associate editor of 
Harpware ACE, was guest of honor and 
talked in a most interesting manner of 
his adventures as a combat flyer over 
Germany and Austria, of being shot 
down, and of his 15 months imprison- 
ment in a German prison camp. 


Mr. Wild has been well educated, 
speaks German fluently, does fairly 
well with French and also learned 
some Italian while based in Italy. 


When he was inducted here in New 
York in 1942 he was 27 years old, un- 
married, and in first class physical 
condition. He was studious and had 
had no mechanical experience of any 


kind. 


After induction he was screened and 
tested in a number of camps and se- 
lected to be an air crew member. His 
first actual flight was at Blythe, Cal- 
ifornia, where novices were sent for 
their first phase of flight training as 
combat crews. Finally with 10 other 
planes—10 men to a crew—he flew 
from Newfoundland to Ireland land- 
ing near Belfast. From there he flew 
to Marrakech, Casablanca and Tunis 
and from a base outside of Tunis began 
his combat missions; then on to Italy 
where from a base near Foggia, he 
continued his numerous’ missions, 
fighting air battles and dropping bombs 
on Italian, Greek, German and Aus- 
trian targets—37 missions in all. At 
last, at 25,000 ft. in an air battle over 
Regensberg, Germany, greatly out- 
numbered by Nazi planes, his ship was 
set on fire and the crew was ordered 
to jump before their plane exploded. 
He landed unhurt in the snow on a 
mountain slope, found a farm and after 
a few days was captured by German 
soldiers and interned in various prison 
camps where he remained 15 months 
being released shortly before V-E Day 
by the Russians. Then came American 
flyers, France, England and home! 


His War Experience 


Above is just roughly the outline of 
this associate hardware editor’s war 
experience. 


As Dean, I asked Mr. Wild to spend 
an afternoon with me in my New York 
apartment. I wished to interview him 
not about dates, towns, airplanes, and 
other statistics but about what his 
emotions and feelings were on this 
modern Odyssey. 
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The 
Dean’s 


Page 


By SAUNDERS NORVELL 





SAUNDERS NORVELL 


The object of ,this interview there- 
fore, is not to praise Rudy but to sat- 
isfy a natural curiosity as to the re- 


actions of modern war-testing, prep- 
aration, danger, living conditions, 


death, battle, imprisonment on a man 
of education, a student, in a word, a 
man with a trained civilized mind sud- 
denly confronted and merged in the 
hard realities of modern warfare. So, 
by questioning, I drew out of Wild his 
feelings and here I try to outline them 
by space alloted to me. After hearing 
his story as briefly outlined above I 
went back to the beginning and here is 
the unadorned story that I am sure will 
interest my readers as much as it did 
me. 

When his time came to be inducted 
he didn’t like the idea. He knew only 
too well what it meant. He had no 
ambitions to find glory on the field of 
battle. He knew it was a dangerous 





job and would probably be a most dis- 
agreeable one. It did not fit in with his 
plans. 

But he felt it was a job that must be 
done to preserve the American way of 
life. He remembered Lincoln’s Gettys- 
burg Address—“That government of 


the people, by the people, for the 
people, should not pass from the earth.” 
His ancestors had come to America to 
find a better life; he with thousands of 
other Americans of foreign descent felt 
it a duty to defend the country that had 
given them this better life. But at first 
he wasn’t enthusiastic about it and he 
had a presentiment that he would 
never come back. All through his army 
experience he expected to find his 
number up. It wasn’t a pleasant and 
cheerful idea! 

Fort Dix, his first camp, wasn’t re- 
assuring. It rained most of the time. 
They had no uniforms. The food was 
terrible and badly cooked. Living 
quarters were crowded. They marched 
around in the mud learning the rudi- 
ments of being a soldier. 

His fellow inductees were from all 
classes in New York. Most of them were 
roughnecks. There was no_ personal 
privacy. Fortunately, said Rudy, he got 
the worst first. Fort Dix remained just 
a bad memory. 

What surprised him all along in the 
army was the lack of information of 
plans. You just got orders! Soldiers 
were just pawns in the game of war. 
He was passed from camp to camp, 
being told nothing about future plans. 
He was with hundreds of others being 
screened. To his surprise he finally 
found he had been tested and selected 
for the Air Forces. He was to be an 
airman. Just why he did not know. 

Now his training began to take form. 
Not only that his fellow soldiers 
emerged from the mass as men of bet- 
ter education and from a higher scale 
of family environment. Back of all the 
early confusion he began to sense a 
purpose, a plan being intelligently and 
systematically carried out. 


Screening and Testing 


In all the war’s accomplishments he 
considered the screening and testing 
and the assignment of the raw recruits 
to their various war tasks and then 
their training as the most outstanding. 
He was reminded of Plato’s New 
Republic. 

He thought there was a great waste 
in the large amounts of equipment sup- 
plied. He marveled at the unusual and 
unnecessary amount and tremendous 
cost of supplies and equipment. 
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TOOL CRAFTSMEN SINCE 1869 


THE BILLINGS & SPENCER CO. 
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HARTFORD 1, 


CONN., 
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of Continuous Production 


Only BRIGGS & STRATTON (ssures 
This Long Air-Cooled Engine Experience 


There is no substitute for experience. Conclusive 
proof of this is the outstanding 26-year record 
for dependable performance set by Briggs & Stratton 
4-cycle air-cooled engines. Only engines so sound 
in design—so ruggedly constructed with watch- 
like precision could have merited the world-wide 
preference which Briggs & Stratton engines have 
earned. Whether you are a manufacturer, a dealer, 
or a user, specify Briggs & Stratton engines and you 
are assured the “right” power for your equipment. 


BRIGGS & STRATTON CORP., Milwaukee 1, Wis., U. S. A. 


But as he progressed in his training, 
when he became a full-fledged radio 
operator and then a trained aerial gun- 
ner and next part of a 10-man crew 
on a Flying Fortress, he became deep- 
ly interested in his duties and was so 
busy he had little time for morbid in- 
trospection. He also found his asso- 
ciates more companionable and made 
many friends. 

He felt he was very fortunate being 
in aviation. Flyers had better quarters, 
better food, no mud, no long weary 
marching, no fox holes. Being in small 
crew units they were closer to their 
officers and felt little “caste” differences. 

He found their officers were well 
trained and they were always consid- 
erate of their crews. He was never 
humilated and never had any difficulties 
with officers or his fellow airmen. 

He was of the opinion that the navy, 
the land forces, and the air service 
at the top should be under one con- 
mand. This would avoid waste and 
duplication of effort—also reduce 


| rivalries and jealousies. 


He flew all over the United States 


| from our Northern borders to Cal- 


ifornia, the deserts, the plains and to 
Florida. He was thrilled with what he 
saw and learned of this country. It 
was a great education. 


Two Kinds of Fighting 


Then when he reached Ireland and 


| from there flew to the fighting front 


in Africa—Casablanca—Oran—T unis 


| Italy, he was so thrilled by the con- 


stantly changing panorama of new 
sights and strange peoples he had little 
time to think of the dangers of the 


| fighting missions he was now flying. 


But I asked how does it feel to be 
under fire? He answered—a flyer has 


| two kinds of fighting. One is when he 

| is fired on by land anti-air force guns 

' | and the other is when he is fighting 
| | enemy airplanes. 


In the first the shells come up and 
explode around your plane. There are 


| puffs of black smoke (flak). You can’t 


see the enemy. If a shell bursts under 
your plane you often feel the concus- 
sion. But you can’t do anything about 


| it. You just trust to luck and you’re 


nervous and worried because all you 
do is watch and “sweat it out.” 

But in a sky battle with enemy planes 
it is different. You see them. They are 


| shooting at you and you at them. It is 
a personal and exciting duel. You shoot 


and maneuver and with tracer bullets 
you can follow the fire. You’re too busy 
to be scared. The day he was shot 


| down they—some 40 planes— had been 


orderd to bomb Regensberg, Germany. 


At 25,000 ft—very cold—they were 
attacked by a far superior force of 
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Nazi ME’s and FW’s while over the 
Austrian Alps. They were surrounded 
front, back, over and under. He 
thought “this is the pay off.” He saw 
plane after plane fall in flames. It was 
heart-breaking to see ones companions 
go down. He was filled with rage. He 
used his 50-cal. machine gun and was 
glad to see the hits h® made. His 
training now counted. He would sell 
his life dearly. 


Shot Down! 


But his plane was hit--the wings 
and radio compartment was on fire, the 
tail gunner had been killed. Fearing 
an explosion the crew were ordered to 
jump. They formed in a line, one by 
one they went out. When his turn came 
he put his thumb in the ring of his 
rip-cord, leaned forward and _ passed 
out from anoxia, the oxygen system 
having been shot out. When he re- 
gained consciousness he found he had 
fallen clear of the plane and in some 
manner, sub-consciously or otherwise, 
he had pulled the rip cord and his 
parachute had opened. He seemed to 
be suspended stationary in the air. 
There was no sensation of falling until 
the earth was neared. Then the earth 
seemed to be coming up to meet him. 
He landed without accident on a snow 
covered mountain. He buried his para- 
chute in the snow. He was unarmed. 


Prisoner of War 





He found an Austrian farm house 
and was kindly received. He did not 
let his hosts know he spoke German. 
Later six of his crew joined him at the 
farm. Three were never heard from 
again. A company of German soldiers 
picked them up. One told a good joke 
and he betrayed his knowledge of 
German by laughing. The soldiers 
passed them along to a P.O.W. camp. 
The German privates were kindly- 
wanted to know all about the United 
States. The German officers were more 
reserved, especially when they learned 
Wild spoke German. 

He said all the time he was in Austria 
and Germany he was surprised at how 
little the German soldiers and civilians 
knew about the progress of the war. 
Their ignorance was abyssmal. 


At first conditions were not so bad in 
the prison camp. But as_ time 
passed food was cut. The allied bomb- 
ing had played the devil with transpor- 
tation. The Germans were suffering 
themselves. Red Cross boxes quit com- 
ing. Mail was uncertain and long de- 
layed. Food allowance down to three 
small bad potatoes a day—or a small 


(Continued on page 182) 





MAY 9, 1946 





@ Patented “Even-Heat”’ coil insures over-all, all-at-once broil- 
ing. (2) New, specially designed all Aluminum Drip Rack. 3) 
Well-Tree Sizzle Platter. @} Broils without smoke, muss or fuss. 
5] E-Z lock device for removing coil init for thorough cleaning. 
@ Non-heat-conducting bakelite handle and legs. @ Safety 
hinge permits easy removal of top — locks into position when 
top is raised. @) Two-heat control. 


Yes, feature for feature, your cus- 
tomer is sold by the unparalleled 
value of the HOLLIWOOD... 
Merchandise the best buy in 
broilers for volume sales and un- 
questioned customer satisfaction 


MODEL No. 40T 
MODEL No. 38T 


feeoee aes tine ee 


FINDERS MFG. CO. 3669 So. Michigan Ave 


Pully Protected by U.S. Pat.; No. 2,263,946 dated Nov. 25,1941; No. 123,531 dated Nov. 12, 1940 
(Other Patents Pending) 
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Pressure Pans Should Be Merchandised — 
Not Just Sold 


Time-saving is recognized as one 
of the chief advantages of pres- 
sure cooking by steam. What pros- 
pective buyers may not know is 
that pressure pans make possible 
the retention of the attractive 
natural colors and nutrient values 
of vegetables and meats. 


Ti E individual hardware 


dealer at this time has both an oppor- 
tunity and an obligation in the sell- 
ing of pressure pans. 

With the availability, once more, 
of metals which were denied manu- 
facturers because of the war, they 
will soon be reaching the market in 
quantity. 

There will undoubtedly be an im- 
mediate acceptance for all the pans 
a dealer can carry in his stock for 
some time to come as a result of the 
pent-up demand. Consequently the 
hardware man is apt to lose sight of 
his responsibility in merchandising 
this somewhat revolutionary type of 
cooking utensil. 

Manufacturers and home econ- 
omists stress the fact that the pressure 
pan is not just an improvement of 
the cooking kettle as it has been 
known for centuries. It employs a 
principle which makes it a radical 
departure from standard cooking. 
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“All salespeople should be as fully 
conversant with the theory and prac- 
tice of steam pressure cooking as 
with the features of the utensils.” 


By LAURA WILSON 
Home Economics Director, 
Aluminum Goods Mfg. Co., 

Manitowoc, Wis. 


Manufacturers urge that standard 
cook books and recipes be “tossed 
out the window” in favor of cook 
books which have been prepared in 
laboratories and have been kitchen- 
tested especially for their particular 
product. 

Cooking by steam under pressure 
reduces the home maker’s time spent 
in the preparation for a meal from 
hours to a matter of minutes. This 
time saving, however, imposes on her 
the responsibility of watching both 
the clock and the recipe very care- 
fully, for an extra minute or two 


‘pe 


may be the difference between a suc- 
culent, flavorful vegetable and a 
mushy, over-done one. 

Peas, for instance require only 
two minutes cooking under 5 lbs. 
pressure. If more pressure is used 
there is the possibility of the peas 
popping out of their shells. 

Because it is such an entirely dif- 
ferent kind of cooking, manufacturers 
are most anxious that users, or pros- 
pective users, be fully informed about 
the limitations as well as the capa- 
bilities of pressure pans, so that they 
do not become discouraged or dis- 


Live moist steam quickly penetrates the fibers and cooks meat to tenderness 
before it has a chance to toughen or dry out. The cooking time of vegetables 
can be cut to a matter of only a few minutes. 


HARDWARE AGE 





een a suc- 
e and a 


uire only 
er 5 Ibs. 
e is used 
the peas 


tirely dif- 
ufacturers 
3, OF pros- 
med about 
the capa- 
. that they 
d or dis- 


derness 
etables 


RE AGE 


Of all the pies you’ve i 
ever ogled with wide-eyed an- 


ticipation, none can quite compare 


gram, and baked it to a 
rich, golden hue. And we’ve 
come up with the tastiest sales-and- 





to the luscious pie we’ve cooked up for 

aggressive home appliance merchants. “Profit-Pie,” 
we call it— L&H Profit-Pie! Just how is it made? 
Why is it so good? What makes it so tempting? 
Here’s a recipe that adds new zest, new greatness 
to a time-honored household favorite —and you 


don’t have to be told twice to recognize it! 


We’ve taken a seasoned reputation for quality pro- 
ducts, a very generous portion of customer-goodwill, 
an attitude of progressiveness, a complete line of 
up-to-the-minute cooking and heating appliances, 
added an aggressive sales and merchandising pro- 














THE SHERIDAN 
ELECTRIC RANGE 


ELECTRIC 
WATER HEATER 


profit dish imaginable. It’s hard to beat 


70 years of alert, successful experience, like L&H’s. 


Appliance merchants who have featured L& H 
products know what it means to enjoy the glorious 
flavor of L&H “Profit-Pie.” Theirs is the enthu- 
siasm that comes from first hand knowledge. Get 
a taste for some yourself. There’s a big, savoury 
slice of it waiting for the dealer with an honest-to- 
goodness appetite for profitable 

sales. Just say the word 

and we'll gladly tell you 

the complete L&H story. 





KEROGAS 
Oil RANGE 


J. LINDEMANN & HOVERSON CO. 


MILWAUKEE 7, WISCONSIN 
Since 1875 


ANGES »« PORTAB 
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Pete eee weseseee eee ee eeeeee 


THAT YOU DON'T 
HAVE TO PUSH 


Every outdoors man recognizes the 


value of this handy matchbox 
(shown above actual size). Weighs 
less than an ounce—made of un- 
breakable plastic—absolutely water- 
tight. Flint bar on bottom provides 


fire when matches are gone. 


KIRK 


unbreakable 
waterproof 


MATCH BOX 
KEEPS MATCHES DRY 


F. J. KIRK MOLDING CO, 
142 Brook Street 


Clinton, Massachusetts 
Gentlemen: 


Kindly send us doz. Kirk Waterproof 
Match Boxes at $3.60 doz. (Retail at 50¢). 


Name 
Address 
City 


 cumnnndionbeedsuaiamel 
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appointed for lack of working knowl- 
edge. 

Women just naturally shy away 
from anything that sounds compli- 
cated or scientific, as makers of the 
more elaborate type of cameras can 
attest. 

It would, indeed, be most unfor- 
tunate if sales on pressure pans 
should fail to reach their maximum 
potential simply because some house- 
wives should by word-of-mouth dis- 
courage others from buying the uten- 
sils on which they had already been 
“sold.” 

The hardware dealer has the ‘re- 
sponsibility as well as the opportunity 
to advise in the proper use of pres- 
sure cookers. 

In this connection, it has been 
found that sales from actual demon- 
stration result in far more enthusi- 
astic testimonials from users than 
the wrap-up sales where the pur- 
chaser is entirely dependent upon 
reading the cooking directions. Even 
though the pan may be simplicity it- 
self, it is best that the salesperson 
permit the customer to practice open- 
ing and closing the cover, setting the 
control or removing the gasket so 
that she will really understand the 
operation of the pan when she gets 
it home. 

Thorough sales training of all per- 
sonnel is being provided by manu- 
facturers, and the advisability of hav- 
ing all sales people thoroughly in- 


structed cannot be stressed too 
strongly. 

The same plan which has been used 
so advantageously for years in the 
selling of cooking utensils will cer- 
tainly sell and keep “sold” pressure 
cookers. This is the home, church, 
club or school demonstration. 

Some manufacturers will provide 
demonstrators or share the cost of 
demonstrations with dealers. 

Pressure cookers lend themselves 
to dealer promotion, and now is the 
time to get after this business. 


Should Know the Story 


Store personnel whose responsibil- 
ity is to sell pressure pans should 
have more than a superficial knowl- 
edge about this revolutionary way of 
cooking. All sales people should be 
as fully conversant with the theory 
and practice of steam pressure cook- 
ing as with the features of the uten- 
sils themselves. 

In thinking of cooking with steam 
pressure one naturally thinks first of 
the saving of time. The most dra- 
matic thing about pressure cooking 
is its speed. 

Consider what it means to the 
homemaker who has an outside job, 
no servants and has other demands 
on her time. She comes home late in 
the afternoon and yet is able to cook 
a hearty, delicious pot-roast in a 
little more than a half hour in the 


Pressure cooking has been recommended by food authorities as the 
safest method for canning non-acid vegetables, meats and fowls. 
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ca RE-BLADE KNIFE _ Say 


i: een with interchangeable surgical steel blades 
s first of 
yost dra- 
cooking 


the country testify in no uncertain 


terms to the business-producing 


effectiveness of “1001” — the first 
; to the 


side job, | really “balanced” craft knife 
demands . Y 


ne late in of its kind! Its patented, exclusive 
e to COOK us 


ast in a SHE chromium finish blade holder, that 
ir in the F j 

simplifies the removal of “1001's” 

different blades, is tops; its colorful 

plastic handle unique; its all-over 


appeal sensational. Now — feature 


the knife your customers are asking forl 


Wrife Today For Sample and Particulars 


“*1001” KNIFE with blade Retail $1.29 
“1001” KNIFE, 3 extra blades, honing stone, Retail $1.59 
“1001” BLADES Retail 10¢ ea. 


“1001” IS ADVERTISED MONTH-BY-MONTH IN LEADING NATIONAL MAGAZINES! 


SOMAR SPECIALTY CORP. wo0ran’ ¢) 


sen ace MAY 9, 1946 









pressure pan, after pressure has been 
established. And green peas in two 
minutes at 5 lbs. pressure. It seems 
too good to be possible. And yet it 
is true—and if the pressure pan did 
nothing else but save time, most 
homemakers would consider it indis- 
pensable. 


Saves Fuel and Effort 


Speed, however, is only part of the 
story. In cutting down the cooking 
period to a matter of minutes and 
seconds, pressure cooking also saves 
fuel and effort on the part of the 
user. 

Most important of all, however, in 
this day of science applied to cookery, 
is what happens to the nutrients of 
vegetables and meats, as well as the 
flavor and texture, when subjected 
to the high temperatures of steam 
under pressure. 

It is also important to know how 
the natural colors of vegetables— 
green, white, yellow and red—are 
affected by this process. Research has 
disclosed that the varied and beauti- 
ful coloring of fresh vegetables is im- 
portant not only for aesthetic and 
appetite appeal, but as a trustworthy 
guide to vitamin and mineral con- 
tent. For example, if a variety of 
fresh, colorful vegetables are proper- 
ly washed, prepared and cooked, the 
result will likely be a wholesome bal- 
ance of the vitamins and minerals 
these vegetables originally contained. 

An alert sales person can make a 
point for pressure pans with a house- 
wife by explaining that investiga- 
tions have shown that as much as 
20 per cent of the iron in vegetables 
may be transferred to cooking water. 

Better informed cooks have tried 
saving and re-using large amounts 
of cooking water in soups, gravies 
and sauces, but were at the same 
time discouraged by the discoloration 
and loss of flavor and change in tex- 
ture of the vegetables. 

The coloring matter of most vege- 
tables, with the exception of beets, 
is not soluble in water, but the pig- 
mentation usually suffers a radical 
chemical change when prolonged 
heat is applied. Green beans, for ex- 
ample, at first turn bright green in 
boiling water and then as the little 
cells containing the chlorophyll or 
green pigmentation breaks down, the 
color of the beans fades to an un- 
appetizing gray-green. Cabbage will 
lose its crispness and bright green 
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color if cooked too long. Even pota- 
toes will acquire a gray color if over- 
exposed to heat. 

These problems are solved for the 
users. The new pressure pans turn 
out an excellent cooking job in record 
time with maximum retention of vita- 
mins and minerals and with little 
loss of color and flavor if directions 
are followed. 

One of the first principles learned 
in cooking is that protein foods must 
be protected from long exposure to 
high temperatures which toughen the 
fibres, dry out the natural juices and 
destroy fla.or. In an open oven pan 
or simmering in a Dutch oven, any 
variety of roast requires hours of 
slow cooking. With the pressure pan, 
even the toughest and cheapest cuts 
of meat are cooked to juicy tender- 
ness in a matte: of minutes. Live, 
moist steam quickly penetrates the 
fibres and cooks the meat to tender- 
ness before it has a chance to toughen 
or dry out. 

The U. S. Department of Agri- 
culture and many leading food ex- 





perts recommend pressure cooking as 
the safest method for canning non- 
acid vegetables, meats and fowl. It 
is the only canning method at present 
which affords reliable protection 
against the danger of deadly betu- 
linus food poisoning. 


Must Understand It 


With the steady advance of the 
frozen food industry, it is important 
to know what the pressure cooker 
can do with such products. Frozen 
meats, fish and fowl may be taken 
directly from the freezer and with- 
out thawing, cooked to perfection in 
the pressure pan. Placing the frozen 
food in the pan without thawing pre- 
vents the flavorful and valuable juices 
from dripping out. Frozen vegetables 
may be prepared even more quickly 
than fresh ones in the pressure pan. 
With the exception of corn-on-the- 
cob, they need not be defrosted be- 
fore cooking. However, cooking time 
is shorter if vegetables are defrosted 
and in either case, they should be 
separated before cooking. 








Miami Hardware House Breaks into Movies 
with Ladies’ Hats Made from Hardware 





Amused by some of the modern day hats the ladies wear, Robert L. Gatliff, dis- 
play manager for Railey-Milam Lnc., Miami, Fla., wholesale and retail hardware 
house, created a number of hardware hats and then got four movie news ree] men 
to take pictures of his artistic efforts. Mr. Gatliff is the gentleman adjusting a lady's 
hat made of glass substitute, of which the swim suit was also made. The hats were 
also featured in a fashion show at the McFadden-Deauville, Miami Beach. One hat. 
of screen wire, milk strainer, pot cleaner and pancake turner has a cannon mounted 
on top. The cannon actually shoots by loading with black powder, and is dis- 


charged by electrical current. 
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If you haven’t stocked Polaroid* Day-Driving 
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KITCHEN SINK 
AND CABINET 
WINDOW 


MERCHANDISE: Base and 
upper cabinets, sinks, colored 
bowl sets, etc. 

BACKGROUND: Cabinets 
used as background of win- 
dow. False window con- 
structed over the sink and 
lighted from the rear. 








(orored 
Bow: 
Sers 


Bele 


Feature Kitchen Sinks, Cabinets and 
Lawn Furniture in Early June Windows 


HARDWARE AGE Original Window Display IDEAS 


LAWN FURNITURE 


LAWN FURNITURE oe FOR THAT EXTRA 


WINDOW o 

MERCHANDISE: Trellis, ROOM IN YOUR 
lawn chairs of wood and : f BACK YARD 
metal, lawn tables, grills, Be 
charcoal stoves and broilers, 
charcoal, croquet sets, food 
jugs, vacuum bottles, volley 
ball sets, horse shoes, salt and 
pepper shakes, outdoor cook- 
ing utensils, badminton sets, 
quoits. 

BACKGROUND: Center 
panels of light green corru- 
gated board or painted wall- 
board. Side panels of light 
rose corrugated material. Cut- 
out letters of dark green ma- 
terial. 
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T is difficult to understand why 
many owners of retail hardware 
stores let their salesmen and 

helpers continue to do many jobs in 
the store the “hard way” when there 
is usually an “easy way” to do those 
tasks. This is especially hard to ap- 
preciate, when by doing the jobs the 
“easy way salesmen and employees 
would have more time to spend in 
selling. 

The hardware store is a hard place 
in which to work. Every alert em- 
ployee: is called upon to do a lot of 
heavy work each day and usually he 
is dead tired at the end of the day. 
In view of this, it is very foolish to 
do things the hard way. 


The Hard Way 


An example of doing things the 
hard way is having to go to the base- 
ment or second floor for one pound 
of galvanized No. 9 wire when it 
would be possible to have this wire 
in 1-lb., 2-lb., and 5-lb., bundles avail- 
able on the first floor of the store. 
In the first instance, the salesman 
would have to leave the floor and 
spend from five to 10 minutes get- 
ting the merchandise— including time 
spent looking for something to cut 
the wire—to make the sale. While in 
the second instance, the salesman 
could give the customer what he 
wanted immediately. Less time spent 
in selling means more customers per 
day and more sales. 

Another example of doing things 
the hard way is to have oil, turpen- 
tine and alcohol in the basement or 
at the rear of the store where each 
individual order for these products 
must be drawn from bulk containers. 
This merchandise can be purchased 
in attractive containers. When all 
factors are considered, especially 
losses in handling products in bulk, 
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Hard Way vs. Easy Way 





there is not a great difference in net 
costs. It is definitely much easier 
for the salesman to simply reach for 
this merchandise from a shelf in the 
paint department and to sell it with 
every paint sale. If it is easier for 
the salesman to do this, you may be 
sure he will sell more this way than 
if he has to do it the hard way. Even 
if these products are purchased in 
bulk, the goods should be bottled 
and kept on the shelf in the paint 
department. 


Packaged Nails 


Another item that can be packaged 
and by so doing save time of every- 
one in the store is nails. 


Nails can 









be put up in 1, 2, and 5-lb. packages 
and kept in the bins. Packages in 
these sizes will take care of a great 
many of the sales. 

Galvanized sheet iron also can be 
sold in packaged units. One sheet 
rolled up in a package, priced and 
ready for delivery to the farm cus- 
tomer. Other items which can be 
packaged are bulk wallpaper paste, 
whiting and plaster of paris. Try 
doing some of these things the “easy 
way.” Your employees will like it 
and so will your customers. Moreover 
you will find that doing things the 
easy way will give you more selling 
time. And you'll be able to concen- 
trate on selling—not extra steps. 

















Test Your Hardware Sense! 


Grade yourself in the following manner to see how good you are. 


Each question correctly answered is worth 20 points. 


A grade of 


100 is very good; 80 is good; 60 is fair; 40 is poor; and 20 very 
poor. The correct answers will be found on page 210. 


Work the problem first—then substitute the figures 
of your own business for those in the problem. 


1—Dollars and cents retail ceiling prices per pound have been 
established for common wire nails 3d and larger by OPA. What is 


this ceiling price? 


2—Sales for three month period in a hardware business are 


$12,000. Estimated margin in the business is 30 per cent. 


If ex- 


penses for the period are $2,400; what are the profits or losses? 


3—Accounts receivables at first of the year in a business were 
$4,000. Charge sales in January were $3,000; in February $4,500; 
and in March $4,200. Total received on accounts for the three 
months were $10,100. Determine balance of accounts receivable as 


of April Ist. 


4—OPA recently established dollars and cents ceiling prices on 
3d and smaller common wire nails. What is the ceiling price? 


5—A dealer stocks loose rock wool which costs him 65 cents per 
35-lb. bag. Competition sells this at $1.19 per bag. Figure the 
margin on the item if dealer sells at same price. 


(Answers on page 210) 
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NEW PRODUCTS 
That Eliminate 


Clothesline Troubles 
May be used together...or separately 





Retails at 


Retails at fi x é »] 5 ¢ 
sos | 3 . 

Ww Specially plated to re- 
with Bracket SS y sist weather and wear. 








Dm Will not soil clothesline. 


Makes it easy to put-up or Remarkably efficient...simple 
take-down clothesline to use... will not rust 


Cash in on the demand for this high quality, This new, scientifically-designed clothesline pulley 
smooth-working appliance. Reel Tite Clothesline is free-turning and free-swiveling...always in perfect 
Reel has sales appeal...it is just what your cus- alignment with the rope. Of steel and brass construc- 
tomers are looking for. Saves time and work gn tion, it is extra strong and most practical. Furnished 
wash day Reel Tite is a profit maker. with screw hook. Stock these fast-selling pulleys now. 


Order from your jobber today...or write for full information, prices, discounts. 


THE AUTO ARC-WELD MFG. CO. 


8007 GRAND AVE. - CLEVELAND 4, OHIO 
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CHARLES BURGE, vice- 
president, assistant treasurer 
and manager of city sales for 
Peaslee-Gaulbert Corp., Inc., 
Louisville, Ky., wholesale hard- 
ware distributors, is 67 years 
of age and has just rounded 
out a half century in the hard- 
ware business. Mr. Burge was 
born Sept. 7, 1879, and be- 
came identified with the Peas- 
lee-Gaulbert organization on 
March 9, 1896. His first posi- 
tion was that of order clerk 
and he advanced steadily until 
in 1900 he became a city 
salesman. His territory was 
changed from time to time 
until in October, 1923, he took 
over the management of the firm’s city sales department, 
a position he has continued to hold and still holds. He 
was elected to the board of directors in 1918 and has 
held the offices of assistant secretary, assistant treasurer 

















CHARLES BURGE 

























and vice-president. His hobbies are putting in a good 


day at the office and spending his time with his family 


after business hours. 


P. C. PEGG, formerly with 
The W. Bingham Co., Cleve- 
land, Ohio, wholesale hard- 
ware distributors, and now re- 
tired, spent a full half century 
in the hardware business with 
that firm. Mr. Pegg became 
identified with Bingham on 
April 18, 1892, as office boy. 
He progressed by steady 
stages to the positions of order 
clerk, mail order desk, ac- 
counting department and then 
to the sales department. On 
April 17, 1942, the company 
presented him with a hand- 
some gold watch in token of 
his 50 years of service with 
the organization. He continued 
to be identified with the company until July 14, 1945, 
when he retired from active participation in business. 
He is a member of the Blue Lodge Chapter, Knights 
Templar and a life member of Al Koran Shrine. His 
hobbies are threefold—music, church and Masonic. For 
recreation he likes to work around his home and take 
short motor trips. 





P. C. PEGG 


ADOLPH FENN, who has 
been in the hardware business 
for 55 years, 50 years of which 
have been spent in Delavan, 
Wis., recalls with a chuckle 
that he couldn’t get into the 
hardware business in his home 
town, Burlington, Wis., except 
as a clerk for a store owner. 

It so happened that Mr. 
Fenn spent five years as clerk 
in a hardware store in Burl- 
ington. Then wanting to go 
into business for himself, he 
asked some friends their ad- 
vice. “You'll never make it,” 
they told him. “Your father 
is a rich man. You don’t need 
to work and folks won't pa- 
tronize you.” 

$10,000 was a lot of money in 1891, so to counteract 
any discrimination on this account, Mr. Fenn went to 
Delavan, Wis., and opened a hardware store. With him 
in the business is a son, John, recently returned from 
service with Uncle Sam. Mrs. Adolph Fenn is living and 
she helps Mr. Fenn with his hobby—horticulture. 

Mr. Fenn has a one and one half acre tract of flowers, 
rock gardens, etc., and he says he loves to work on this 
project. He also likes to play with two grandsons and 
one granddaughter. 





ADOLPH FENN 
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There’s a Need 
| for Lin-x in Every 
-. One of America’s 


37,325,470 Homes! 


— en when 
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a eg At 39 ATINT Oy A , And We’re TELLING 
Women 
About the Great 


Vege 


HOME BRIGHTENERS 


83 ADS IN 19 MAGAZINES 


PLUS 
ADS IN 141 NEWSPAPERS! 


In the magazines: and newspapers... we’re 
telling women about the products they need 
... the Great Lin-x Home Brighteners! 


So better make sure you’re well stocked 
with Lin-x Clear-Gloss, Lin-x Cream Polish, 
Lin-x Self-Polishing Wax! Display them... 
talk about them...advertise them in your 

local paper. 


Remember: every home needs them! 
Sell all the Great Lin-x Home Brighteners 
and get bigger profits! 
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Committee for Economic Development 
Report Urges Tax Structure Changes 


Five major steps to improve 
and strengthen the present na- 
tional tax structure are recom- 
mended in a research report is- 
sued May 2 by the Committee 
for Economic Development. Har- 
old M. Groves, professor of eco- 
nomics in the University of Wis- 
consin and author of the report, 
“Postwar Taxation and Economic 
Progress,” contends these changes 
would provide a rational system 
of long-run postwar taxation and 
tend promote high 
standards of production, employ- 
ment and living. 

Mr. Groves’ recommendations 
are made with a view to provid- 
ing necessary government reve- 
but at the same time 
croaching as little as possible 
upon incentives to risk-taking in- 
vestment and new business ven- 
tures and upon markets for con- 
sumption goods. His five major 
recommendations are: 

1. Personal Income Tax. A 
progressive personal income tax 
with a broad base and an ade- 
quate standard rate should 
the main source of revenue for 
postwar governments; there 
should be no loopholes in the 
tax and it should be administered 
strongly. Tax exemption privi- 


would to 


nue, en- 


be 


leges of all government securi- 
ties should be eliminated. All 
capital gains should be taxed in 
full while capital losses should 
be fully deductible. There should 
be some form of averaging in- 
comes over several years in de- 
termining tax liability. 





2. Corporate Income Tax. This | 


should be integrated with the 


personal income tax so as to 


eliminate present double levies | 


on corporation profits distributed 
as dividends. Corporate profits 
should be taxed at a low bracket 


personal income tax rate. Taxes | 


on corporate profits would b 


considered advance payments of | 


taxes for stockholders who be. 
come fully liable when they re 
ceive dividends. New, small en- 
terprises should not be taxed on 
their undistributed earnings dur- 
ing their first five years. Risk- 
taking investment should be en- 
couraged by permitting a carry- 
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over of business losses, probably 
by a six-year averaging provision. 

3. Consumption Taxes. Con- 
sumption taxes tend to discour- 
age increased markets and 
should be confined mainly to 
liquor, tobacco and possibly gas- 
oline. Tariffs share the same 
disadvantages as other consump- 
tion taxes with respect to limit- 
ing markets. 

1. Estate and Gift Taxation. 
Numerous avoidance devices have 
weakened estate and gift taxes. 
The report urges plugging of 
these loopholes. 

5. State and Local Taxes. Since 
and municipalities will 
need wider of revenue 
after reconversion, supplements 
to centrally levied taxes are pro- 
posed under which central units 
would collect taxes at cost for 
the local units. 


states 
sources 


W. J. FOSTER PROMOTED 
BY GEO. D. ROPER CORP. 


Two well-known figures in the 
gas industry, W. J. 





Foster and | 


S. W. Weill, have been promoted | 
to executive positions of the Geo. | 


D. Roper Corp., Rockford, IIl., 
manufacturer of Roper 
ranges. 

Mr. Foster has been named 
vice-president and general sales 
director and S. W. Weill was ap- 
eastern manager with 


gas 


pointed 


W. J. FOSTER 


} 
| 





headquarters in Philadelphia. | 

Mr. Foster has represented | 
Roper in the eastern states for 
over 16 years. Assuming new re- 
sponsibilities as the company ex- 
panded, he has advanced steadily 
to eastern manager, then vice- 
president and now vice-president 
and general sales director. 


LOGAN-GREGG MAKES 
McMILLIN SALES MGR. 
Harvey S. McMillin, associated 


with Logan-Gregg Hardware Co., 
121 Ninth St., Pittsburgh 22, Pa., 


He is a member of the Penn.- | 


sylvania Gas Association and is 
also one of the founders of the 


Guild of Ancient Supplers, an | 
organization made up of men who | 


| sales 


8. W. WEILL 


have been affiliated with the gas 
appliance industry for 10 years 
or more. 





G. L. SCHWARTZ MANAGES | 


CLEVELAND JOBBERS 


George L. Schwartz, has been 
appointed vice-president and gen- 
eral manager of Cleveland Dis- 
tributing Co., 2323 E. 67th St., 
Cleveland 4, Ohio. Mr. Schwartz | 
jeined the company in April, 
1945, after many years of distrib- 
utor and dealer experience. 
several years he was with Zenith 
Radio Distributing Corp. in Chi- 
cago and prior to that was active 
in the retailing field. 

Cleveland Distributing Co. dis- 
tributes Bendix radios, Black- 
stone home laundry equipment, 
Coleman oil and gas heating ap- 
pliances, Gibson refrigerators and 
electric ranges, Grand gas 
ranges, Sporti Sun-lamps, 


For 


HARVEY 8S. McMILLIN 


wholesale house, since January, 


1917, has been appointed general 
manager and elected a 
member of the board of directors. 


| For several years he worked in 


the warehouse, later being in the 
billing department. In 1925 he 
was appointed an inside sales- 
man, three years later becoming 
a city salesman. From 1928 until 
his recent appointment, he was 
a traveling salesman for the 
company. 


S. L. CLARK PRESIDENT 
OF NEW SALES FIRM 


Stanley L. Clark, who recently 
resigned as Cincinnati district 
sales manager for the Socony- 
Vacuum Oil Co., heads a new 
company known as the Clark 
Housewares Sales Co., which is 
representing manufacturers of 
housewares lines in Indiana, Ohio 
and _ Kentucky. Mr. Clark, 
prior to joining Socony-Vacuum 
had represented Boyle-Midway, 


| Inc., in Indiana, Michigan and 


Chicago. 

The new firm, located at 7420 
Miami Ave., Madeira, Cincin- 
nati, Ohio, is handling kitchen 
and bath stools, hampers, clothes 
driers, glass and plastic shelves, 





O’Cedar polishes and waxes, and 
other lines. 


a portable barbecue and a newly- 
| developed silver-plating process. 
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CORNING NAMES BEATTIE 
TO NEW SALES POST 


Robert T. Beattie, winner of 
the Legion of Merit as an officer 
in the AAF, recently rejoined 


ROBERT T. BEATTIE 


Corning Glass Works as sales 
planning manager of the com- 
pany’s Consumer Products Divi- 
sion. Before entering military 
service in 1942, Mr. Beattie had 
been associated with Corning as 
a “Pyrex” housewares sales rep- 
resentative in New England. He 
will now be located at the Main 
plant in Corning, N. Y. 

The position to which Mr. 
Beattie returns is a newly-estab- 
lished one in which will be cen- 
tralized all divisional sales plan- 
ning, forecasting and _ research 
activities. He will also assist in 
the development of new products 
and establishment of prices and 
policies. 


EKCO PRODUCTS FORMS 
CANADIAN SUBSIDIARY 


Ekco Products Co., Chicago, 
took the first step in its plans for 
Canadian production and distri- 
bution of the Ekco Pressure 
Cooker and other Ekco products 
with announcement of the newly- 
organized Ekco Products Co. 
(Canada) Ltd., a wholly owned 
subsidiary. 

Under a long term arrange- 
ment an agreement has been 
reached with the Robert Mitchell 
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Co., Ltd., for the actual manufac- | 


turing of Ekco items for the new 
Canadian company. 

The new Canadian subsidiary 
will begin operations immedi- 
ately with the Ekco pressure 
cooker and will have complete 
charge of merchandising and sale 
of the cooker throughout the 
dominion. Other items from 
Ekco’s housewares now manufac- 
tured in the United States will 
gradually be included in this 
new operation. 

In addition to the new Cana- 
dian subsidiary, Ekco Products 
Co. has subsidiaries in Geneva, 
N. Y.; New Haven, Conn.; Mas- 
sillon, Ohio; Locke’s Mills, Me., 
and Burnley. England. 


ROPER MIDWEST DIV. 
HEADED BY BUSCH 
J. K. Busch, who has been 
with the Geo. D. Roper Corp., 


moted to the position of vice- 
president in charge of sales. 
| Prior to August, 1945, Mr. Stahl 
was associated with the Lyon 
Metal Products, Aurora, IIl., in a 
sales capacity. Moore Enameling 
is located in West Lafayette, 
Ohio, manufactures and markets 
porcelain enameled cooking uten- 
sils, 





| BEISINGER MANAGING 
| R. HOE & CO. SAW DIV. 


N. Y., printing press and saw 
manufacturers. 

Mr. Beisinger, formerly man- 
ager of the West Coast sales and 
manufacturing branches of the 


saw division, succeeds Edward 





Rockford, Ill., gas range manu- | 


facturers, in the Indiana-Michi- 
gan area, has been appointed 
midwestern division manager. 
This division 


includes Illinois. | 


Indiana, southern Michigan, Ohio | 
and Kentucky, and has its head- | 
quarters at 343 S. Dearborn St.. | 


Chicago. Mr. Busch has been in 


the appliance field for 25 years. | 


MOORE ENAMELING 
PROMOTES E. F. STAHL 


Formerly sales manager of the 


Moore Enameling & Mfg. Co., E. | 


F. Stahl has recently been pro- 


E. F. STAHL 


DANIEL BEISINGER 


50 years of service with the com- 
| pany. Mr. Beisinger has been in 
the saw field for 38 years. 


SKILSAW OPENS OFFICE 
IN DOWNTOWN CHICAGO 


| A new factory sales branch 
| has been opened by Skilsaw, 


Inc., at 330 S. Jefferson St., Chi- 


| cago, which is located close to 
the wholesale machinery district 


and within two blocks of the | 


| Union Station. A large demon- 

| stration room and general con- 

| ference room can be combined 
for group sales meetings. 


Foster who recently retired after | 


SAFE PADLOCK & HDWE. 
APPOINTS FRANCK 
GEN. SALES MGR. 


William N. Franck has recent- 
| ly been appointed general sales 
| manager of the Safe Padlock & 
| Hardware Co., Lancaster. Pa. Mr. 


Daniel Beisinger has been ap- | 
pointed manager of the Saw Di- | 
vision of R. Hoe & Co., Bronx, | 


| 


| 
| 


| 


WILLIAM N. FRANCK 
| 

Franck has been associated with 
| the firm for the past 12 years, 
| making builders’ hardware sales 
| in the East and New England 
| sections. 
| The Safe Padlock and Hard- 
ware Co., now in its 79th year, 
makes builders’ hardware, cabi- 
| net hardware, lock and latch sets, 
sash and casement hardware, 
padlocks, night latches, and mis- 
cellaneous shelf hardware. 


CLOCK COMPANY NAME 
NOW TELECHRON, INC. 


The corporate name of the 
Warren Telechron Co., manufac- 
turers of electric clocks and 
| other timing devices, has been 
changed to Telechron, Inc., it 
was announced May | by I. W. 
Kokins president. 


| 


REETHOF-FISCHMANN 
EXPORT MANAGERS 


The Reethof-Fischmann Corp., 
which is in new quarters at 51 
| Madison Ave., New York 10, is 

a group of export managers. The 
| firm acts as the export division 

for numerous firms in the house- 

wares, building accessory, gift, 
| toy and glassware fields. 
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$6,000 Offered By Bridgeport Brass 


As Prizes in Aer-a-sol Bomb Contest 


Dealers in Bridgeport Brass 
Aer-a-sol insecticide bombs are 
eligible to $6,000 in cash awards, 
according to announcement of a 
prize contest by the Bridgeport 
Brass Co., Bridgeport 2, Conn. 


The contest will be divided 
into two parts; one, an exclu- 
sively dealer contest in which 


$1,000 in prizes will be awarded 
for the best photographs of win- 
low or displays of 
Bridgeport Aer-a-sol bombs, and 


counter 


the second a consumer contest, 
which dealers may also enter, 
and in which $5,000 will be 


awarded for completing the sen- 


tence: “I like the Bridgeport 
\er-a-sol Insecticide Bomb be- 
cause...” 


In the exclusively dealer con- 
test a first prize of $500 and 20 
additional awards will be made, 
while in the consumer and dealer 
contests the first prize will be 
$2,000, with 226 additional 
awards, including prizes ranging 


from $500 to $5. 


The contests close July 15, 
1946, and all entries must be 
postmarked hefore midnight of 


that date. 

To enter the dealer contest a 
photograph must be submitted of 
a store, counter, table or window 
display featuring the Bridgeport 
bomb. Other merchandise may 
be used in the display but the 
bomb must dominate. The photo 
should be mailed to Bridgeport 


Brass Aer-a-sol Dealer Contest. 
P. O. Box 118. New York 8. 
N. Y¥. 

Store managers, department 


managers or clerks are eligible. 
In submitting an entry the con- 
testant must print his name, posi- 
tion and the name and address of 
the store with 





| value and originality. 





which connected. | du Pont de 


on a separate sheet of paper. 
There should be no writing on 
the back of the photograph. 

Entries will be judged on the 
basis of attention value, sales 
The qual- 
ity of the photograph itself will 
not be a factor. 

Any number of entries may be 
made. 


BROWN GOES TO ILION 
FOR REMINGTON ARMS 


Harold A. Brown, for the past | 
several years manager of the De- | 


velopment Div., Remington Arms 
Co., Inc., Bridgeport, Conn., has 





HAROLD A. BROWN 


been appointed manager of the 
Arms Section, Technical Dept. of 
the Remington Arms plant at 


Ilion, N. Y. Mr. Brown succeeds 
G. R. McCormick who is return: | 


with E. I. | 


to a position 
Nemours & Co.‘ 


ing 





I hie: which will 
come under Mr. Brown’s super- 
vision will specialize in the de- 
sign and development of new 
sporting firearms and their pro- 
duction. Mr. Brown served as 
works manager at Ilion from 
1932 to 1938. 

s. M. Alvis has been promoted 
to assistant to Mr. Brown. Mr. 
Alvis has been assistant superin- 
tendent of gun design at Tlion. 


department 


NOMA ABSORBS TWO 
SUBSIDIARIES 


Assets and operations of the 


| Ansonia Electrical Co. and Air 
Conditioners Sales Corp., former | 


wholly-owned subsidiaries of 
Noma Electric Corp., have been 


| absorbed into the parent com- 
pany, with operations continued | 


as before but as divisions of 


Noma. 
William J. 


Weaver, formerly 


President of Ansonia Electrical 


Co., and Albert C. Muller, Jr., 


| formerly president of Air Condi- 


tioners Sales Corp., have been 


| elected vice-presidents of Noma 
| and will be general managers of | 


the two divisions. 

The Ansonia Electrica! Div. 
manufactures electric wiring and 
engineered cable and the Air 
Conditioners Sales Div. produces 
convectional type electric heaters 
for marine and domestic use. 


WATKINS REPRESENTING 
YALE LINE IN SOUTH 


Raymond K. Watkins, New 
Britain, Conn.. has been  ap- 
pointed the Yale & Towne hard- 
ware representative. in West 
Virginia, southern 
and the border communities in 
Maryland, Virginia and Ken- 
tucky, with his headquarters in 
the Pittsburgh area. 

Mr. Watkins has just been re- 





Pennsylvania | 














RAYMOND K. WATKINS 


leased from the Army, after three 
years of service as expediter ai 
the office of the Pacific Overseas 
Air Technical Service Command. 

Mr. Watkins has had ten years’ 
experience in selling builders’ 
hardware, covering the Pacific 
and Mountain states. Since his 
return from the Army, he has 
completed the builders’ hardware 
refresher course at the Yale fac 
torv in Stamford. 


HILO VARNISH ADDS 
TWO REPRESENTATIVES 


J. O. Smith, Jr., has resumed 


| coverage of his central Pennsy| 


vania territory for the Hilo Var 
nish Corp., Brooklyn, N. Y., after 
three years in the Navy. He will 
make his headquarters at Wil 
liamsport, Pa. 
Fred Slader, 
Mass., has 


Jr. Lexington, 
been appointed to 
the metropolitan Boston trade 
sales territory. succeeding the 
late Frank M. Hogarty. Before 
joining Hilo. Mr. Slader was con- 
nected with the sales department 
of the Crowell-Collier Pub. Co. 











COAST TO COAST MEETINGS WELL ATTENDED: Part of the groups attending the recent conventions of the Coast To 


Coast Stores Central Organization, Inc., Minneapolis 14, Minn., and of the Mastercraft Convention for sales people, held the 





following week. An attendance of about 1,000 was present at the Nicollet Hotel, of whom 800 were dealers and their wives 
and 100 were factory representatives. It was a three day gathering because of the showing of home appliances, instead of 
a two day session as in former years. The Mastercraft convention for sales people, was a two day gathering, held at the 
Dyckman Hotel, and doubled the attendance of any previous meeting. At the Mastercraft meeting information was given on 
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specific merchandise departments, as well as display, advertising. store operations and salesmanship. 
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—_ < = SOLID ALUMINUM 


| Pennsy! 


=| sBGGR FRYER 


a FIRST IN A NEW LINE OF SUPERIOR 
yh QUALITY ALUMINUM HOUSEHOLD UTENSILS 


T was con- 

le e ° P P P — P 

—. Quality, beauty, and scientific construction distinguish 
this wanted household utensil—the first of the many fine 


— items to be made and marketed by Paysee. 


Its larger capacity, 10 inch diameter, 8 gauge pure 
aluminum construction, seal-tight cover for higher heat 
transfer, and proved efficiency assure widespread 
consumer acceptance. 


It is precisely what your customers want. . . so contact 
your jobber today, for we do not sell direct. 
(Jobbers—write us for full details!) 


Manufactured and Guaranteed by 


Soast To 


ae THE PAYSEE COMPANY, INC. 


stead of 
i at the JENera DF ice r r y 2 = 
jiven on 162 North Franklin Street, Chicago 6, Ill. 
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The New Bacon all purpose 
hand cultivator combines 
THREE basic garden tools in 
ONE! All steel .. . fully 
plated against rust . . 

delivers knocked down in 
6”x6”x30” carton and weighs 
only 2144 pounds complete. 


New improved plow quickly 
and easily attaches in place of 
cultivator teeth. Depth ad- 
justable by changing wheel 
height. Perfect for furrowing, 
hilling and harvesting small 
crops. 


Hoe shown in “hilling” posi- 
tion, with wheel separated for 
“straddle row” cultivation. 
Leaf lifters make close culti- 
vation of leafy plants easy. 


WATCH FOR 


THE NEW BACON SEEDER 


Ready for delivery in the near future, the 
NO-MISS seeder operates with any quan- 
tity or any size seeds. Only three moving 
parts, it runs easily and won't clog. 


WRITE TODAY FOR COMPLETE DEALER INFORMATION 


NEW BACON 


INCORPORATE D 
5996 WOODWARD AVE. + DETROIT 2, MICH. 











OFFICERS OF OXFORD RADIO CORP., a wholly-owned 
subsidiary just formed by Noma Electric Corp. to acquire 
the manufacturing facilities and inventory of Oxford Tartak 


Radio Corp., are, I. to r., John 


A. Proctor, president; Robert 


Adams, vice-president and general manager; David E. Davis, 
secretary and assistant treasurer. The new company will con- 
tinue the manufacture of radio speakers. 





= 





BELDEN TERRITORIES 
GIVEN VETERANS 
AFTER TRAINING 


The Belden Mfg. Co., Chicago 
wire and cable manufacturers, 
has announced that three more 
men have been graduated from 
its sales trainee program of the 
merchandise division and have 
been assigned territories in line | 
with its sales expansion program. | 
The three men were recently dis- | 
charged from service. 

Warren Stuart will wheal 
the company in _ California; 
Kerby Garrett will handle all | 
sales in Texas and Oklahoma, | 
and John McEwen. will represent | 
the firm in New York and New 
England. 

The transfer of Harold Hof-} 
man, former Kansas City repre- | 
sentative, to the west Pacific | 
coast, and the return of Robert 
D Shawl, who will call on job- 
bers in Louisiana, Mississippi, | 
Arkansas and Tennessee, were 
also announced. 


CENSUS BUREAU ISSUES 
DATA ON METROPOLITAN 
AREA MARKETS 


(Washington Bureau 

of HARDWARE AGE) 
Designed as a guide in ap- 
praising new business locations 
and measuring market opportuni- 
ties, the Office of Small Business, | 
Dept. of Commerce, has com- | 
piled basic business and eco- 
nomic data of all metropolitan 
areas of more than 100,000 popu- 
lation. The information has been | 
assembled in an 85-page booklet. | 
“Metropolitan District Basic | 
Data Sheets” and is available at | 
no charge from the Inquiry and 
Reference Service of the Dept. of | 


Commerce. The data sheets list 
population, racial, housing, man- 
ufacturing, agricultural and trade 
characteristics for 87 areas in 34 
states. 


LAWSON F. YATES OPENS 
SOUTHERN AGENCY 


Lawson H. Yates, formerly 
sales and advertising manager of 
Allen Mfg. Co., manufacturer of 
cooking and heating appliances, 
has established a manufacturers 
agency. Lawson H. Yates Co., 
with offices in the Third National 
Bank Bldg., Nashville, Tenn. 

He is serving as manufactur- 
ers’ representative for plumbing 


| equipment Bs accessories, as 


well as cooking and heating ap 
pliances and allied lines, in the 
southern states. Mr. Yates has a 
wide acquaintanceship among 
distributors in the south, and is 
interested in contacts with manu- 


| facturers seeking southern repre- 
| sentatives. 


LAWSON W. YATES 
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Cc. F. PUFFER 


C. F. PUFFER JOINS 
RAWLPLUG MINNEAPOLIS 
C. F. Puffer has joined the 


Rawlplug Minneapolis Company, | 
now located at 550 Sexton Bldg., | 


Minneapolis, Minn., where Roy 
Langford is manager. 


MACKENROTH OPENS 
HARDWARE STORE 

The Mackenroth Co., 2252 
Front St., Cuyahoga Falls, Ohio, 
is a new retail firm that will open 
a new retail firm that will open 
for business in June as “limited” 
department store with lmes of 
hardware, housewares, major ap- 
pliances, paints, sporting goods, 
toys, and electrical and plambing | 
supplies. 

D. A. Mackenroth, president’ 
of the company, defining his 
operating policy states: “Onr 
company is set up to operate re- 
tail stores and even though we 
expect to have a fairly high 


| lished suppliers. 


| Donald M. 


volume operation, I will try to 
work through distributors and 
wholesalers to secure the brand 
lines that I want. I shall avoid 
going into wholesale distribution 
if I can work out satisfactory 
supply arrangements with estab- 
This will be a 
test of the wholesalers’ ability to 
supply a high volume outlet but 
I am going to work with them to 
see if it can be done. If this store 
proves successful, I will open 
other stores in this area. 

Mr. Mackenroth was at one 
time general manager for the 
Marshall-Wells Co., Duluth, 
Minn., and also had headed the 
retail store operations of The 







































































































D. A. MACKENROTH 


Goodyear Tire & Rubber Co. He | 
is a former Sears-Roebuck execu- | 
tive, having been in charge of | 
some of its stores in a wide terri- | 
tory and became assistant to 
Nelson, then vice- 
president in charge of Sears’ | 
merchandising. 








A FULL CARLOAD OF ELECTRIC CHAIN SAWS was 
recently shipped by E. C. Atkins & Co., 402 S. Illinois St., 


Indianapolis, to one distributor in the Northwest, to be weed 


in the production of lumber to 
Shown above, left to right, are: 


saw sales manager; Henry C. Atkins, vice-president in charge 
of manufacturing; George Penrod, chain saw production man- 
shipping manager; J. E. 
and Ochel Tuck, shipping clerk. 


ager; F. O. Robertson, 
Southern representative, 
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relieve the housing shortage. 


L. W. Dunham, Atkins chain 





Peneton, 














Plan now for the years ahead when 


the going will be tougher . . . the selling 



















more competitive. Then you'll be mighty 
glad you selected the fine, top-quality 
camittus line... the line that’s keyed 
to more rapid turnover and larger 
total profit. Then you'll really appre- 









ciate the streamlined packaging that 
simplifies your handling . . . the ag- 
gressive sales promotion and mod- 
ern display that speed your sales. 


Plan for the future as well as for 









now ... for your fine quality line, 






look to Camillus Cutlery Com- 
New York. 







pany, New York 17, 





one of the oldest and largest 
manufacturers of knives in America, 
founded 70 years ago by Adolph Kastor 


Pe, | 
CAMILLUS 


Lg he ee ne ee 
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G. W. STEPHENS J. 8S. WAINWRIGHT 


G. W. STEPHENS has been elected to his 24th year as 
president and general manager of the Mansfield Tire & Rub- 
ber Co., and J. S. WAINRIGHT, general sales manager for 25 


years, has been elevated to vice-president in charge of sales. 


Seems nobody has | 


GatD ° 
SB, Brid 
 Chisfeld, 


CLEAVERS -« 
OYSTER AND CLAM KNIVES 


enol h ash tra S Mr. Stephens reported at the company’s recent annual 
meeting that a large part of the $3,000,000 expansion pro- 


We figure that if you put some of 


Briddell’s mighty handsome, low-priced 


ash trays where your trade could 


see ‘em, they’d turn over pretty fast. 


For all of them—no matter what 


size or design—have a beautiful burn- 


resistant finish baked on the metal 


to last. Our infra-red ray ovens ’tend to 


that. Briddell ash trays are made by 


metal craftsmen whose first worry 


is to do good work. 


Ash trays are one of the important 


specialties of this hand-tool house 


on Maryland’s Eastern Shore. 


Order from your jobber. 


Briddell products are advertised to 
15,000,000 readers, every other 
week, in The Seturday Evening 


? 


POST 


dell 


INCORPORATED 


CRAFTSMEN IN METAL SINCE 1895 


MACHETES 


ICE PICKS 
ASH TRAYS 
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| 1927 


gram has been completed. 


This includes a new five-story 


building and doubling of power facilities. 








TURNER ST. LOUIS MGR. 
FOR SHERWIN-WILLIAMS 


W. F. Turner, former manager 
of the Sherwin-Williams Co., 


| branch in Memphis, has been 
| named manager of the St. Louis 


division by A. W. Everett, mana- 
ger of the southwestern district. 

Mr. Turner joined the Sher- 
win-Williams organization 20 
years ago as a representative in 
the St. Louis division. Between 
and 1942 when he was 
named manager of the Memphis 


| branch, he traveled many terri- 


tories in the division, including 
those with headquarters in Little 
Rock and Jackson, Miss. 


NEW ORLEANS CLUB 
HEADED BY TELL 


William E. Tell, Jr., has been 


| elected president of the Hard- 


ware Club of New Orleans to suc- 
ceed Edward J. Darcey. Other 


| newly-elected officers are L. J. 


Gaudin, first vice-president; 


| Robert Kirsch, second vice-presi- 
| dent; Louis Webre, correspond- 
| ing secretary; Zephirin Hymel, 


recording secretary, and Oscar 


| Carter, treasurer. 


MAY CO. HONORS 
BADEN’S 20 YEARS 
J. Oden Baden, a member of 


the sales force of the May Hard- 
ware Co., 1054 3lst St., N. W., 


| Washington, D. C., wholesaler, re- 


cently became the newest member 
of the company’s Mayco 20 Year 
Club, at a banquet at the Wil- 


lard Hotel. All employees of 
the company were invited to at- 
tend. 

Arthur May, president of the 
company, extended a welcome to 
Mr. Baden, after which Miss 
Esther Waskom, ex-sergeant in 
the WAC, spoke in behalf of 
the ladies of the organization. A 
biographical sketch of Mr. Ba- 
den’s 20 years’ association with 
the organization was given by a 
fellow salesman, J. Dilmon More 
land and the membership pin 
was presented by Andrew G. 
Headley, also a salesman. Leo 
C. May, vice president, of the 





J. ODEN BADEN 


| company, was toastmaster, and 
| the committee in charge was 
| compeced of Leonard S. May, 
Mrs. Argyle Crawford and Rev- 
ben Acton. 
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Janney Semple Hill & Co. te Have 
Model Store for Visiting Dealers | 


important feature will be display 
and sample rooms for the con- 
venience of visiting merchants. 

The new department will be in 
charge of Walter G. Peterson, | 
who has been associated with the | 
company for 16 years in various 
capacities and is well-known to | 
many retail hardware dealers in 
the Minnesota area. 


Benton J. Case, director of 
sales, says the new facilities were 
required because of the increas- 
ing number of merchants who | 
are traveling directly to Minne- | 
apolis to make persona] selection | 
of merchandise for their stores. | 

The new sample rooms which | 
will be completed as soon as 
WALTER G. PETERSON materials are available, will be 
featured by a model store, which 

A new country sales depart- will be used to demonstrate the 
ment has been established in the | newest techniques in window and 
main offices of Janney Semple | store lighting and display. The 
Hill & Co., Minneapolis whole- | latest type of display fixtures and 
sale hardware distributor. An | lighting will be used. 











SPANG-CHALFANT DIV. | tinued shipments into the Chi- 
TO QUIT SHIPPING cago area. Shipments would be 
PIPE TO CHICAGO continued through June,” accord- 


The Spang-Chalfant Division ing to Mr. Clifford. 
of the National Supply Co., Pitts- 


burgh, has announced termina- 
tion of shipments of pipe into MOORE MODERNIZES 


the Chicago area and plans to PLANT TO INCREASE 
close at an early date its Chicago PRODUCTION 
sales office which has been ia aa 
existence almost 50 years. The Pog —— o hog 
Chicago market comprises North- | \” — so li. 
ern Illinois, Iowa, Nebraska, Wis- manufacturer of — 
nda tae eam ances, designed to vastly increase 
~. vow of present ceilin production have been approved 
prices on welded pipe, and = by the directors of the _— 
cent increase in wages, the com- ag the pe ag ae 
pany finds it unprofitable to sell > > ee - e 
‘ J. Hank, chairman of the board 
in the Chicago area and to ab- t both 
sorb the freight necessary to sell | ° _ : 
on the ‘Gary Base’,” G. E. The 1946 program is planned 
Clifford, National vice-president | 28 the first phase of changes to 
states. “As long as present con-| be made which will permit ten- 
ditions exist, the Spang-Chalfant | fold increase in production with 
Division of the National Supply} only minor expansion of the | 
Company cannot justify con-| present building layout. 




















EVERY MODERN FACILITY for merchandise handling | 
will be incorporated in the new warehouse of the Luthe 
Hardware Co., wholesale hardware distributors, at Des | 
Moines, Iowa. Of one-story construction with a two-story 
office wing, the more than 100,000 square feet of floor space 
will allow for simple in-and-out movement of merchandise 
while eliminating completely up and downstairs trucking. | 
It will be of concrete, steel and glass construction. Present 
plans call for completion about Jan. |, 1947. 

The new building is a highlight in Luthe’s expansion pro- 
gram which calls for stepped up service for its manufacturers 
and dealers. 
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Beneath the satin smoothness and 
graceful lines of BARRows BUILDERS 
Harpwake there is the endurance. of 
timeless bronze and brass. Here beauty 
of line becomes beauty in service. In 
every step — design, pattern, mould- 
ing, machining, finishing—durability 
and permanence are prime ingred- 
ients. That’s why a reputation for en- 
during quality is as much a part of 
Barrows Craftsmanship as is its pro 
vision for ease of application and its 
long record of fine metals moulded 
to render fine service. 


BANK ON 

























NORTH CHICAGO, ILLINOIS 
































CARL R. BIVENS NAMED 
LIN-X SALES MANAGER 


Carl R. Bivens, manager of 
the Sherwin-Williams Co., St. 
Louis division since 1939, has 





Cc. R. BIVENS 


been named sales manager for 
Sherwin-Williams “Lin-X” home 
products with headquarters in 
the Sherwin-Williams general of- 
fices in Cleveland, Ohio. The 
“Lin-X” line includes an anti- 
slip self-polishing wax, a cream 
furniture polish and a clear gloss 
for linoleum and wood surfaces. 

Mr. Bivens joined the com- 
pany in 1930 as a trade sales rep- 
resentative in the Mississippi dis- 
trict. He was later transferred to 
the Shreveport, La., territory, and 
in 1939 he was named manager 
of the St. Louis division. 


PLASTICS EXPOSITION 
ATTRACTS BIG CROWDS 


The post-war program of the 
—plastics industry was shown by 
the Society of the Plastics Indus- 
try at Grand Central Palace, 
New York City, at the first Na- 
tional Plastics Exposition, April 
22-27. Approximately 200 ex 
hibitors showed the products of 
hundreds of companies, made 
from plastics in whole or in 
part. 

The exposition revealed, said 
Ronald Kinnear, president, Ni- 
agara Insul-Bake Specialty Co.. 
Albany. N. Y., and chairman of 
the S.P.I. exposition committee, 
“the vast strides made by the 
plasties industry during the war 
years when the industry devoted 
almost 100 per cent of its work 
to the war effort. Both the trade 
and general public, who may 
have hecome accustomed to 
thinking of plastics in terms of 
substitutes for scarce materials, 
saw for the first time the vast 
potentialities of plastics.” 

New uses of plastics for tool 
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handles, bathroom fixtures, drap- 
ery and other types of hardware, 
and a variety of stain; heat-and- 


fire-resistant or proofed materials | 


were shown. 


HAWLEY HARDWARE CO. 
TO HANDLE ‘CARBOLOY’ 


To take care of the demand 


for Carboloy cemented carbide 


products, Carboloy Co., Ine., 
Roosevelt Park P. O., Detroit 32, 
has appointed the Hawley Hard- 


| ware Co., 1120 Main St., Bridge- 
| port, Conn., as an authorized dis- 


tributor. The Hawley Hardware 
Co. has handled industrial sup- 


plies and hardware since its 


establishment in 1906. Carboloy 









standard tools, standard blanks. 
masonry drills and wheel dres- 
sers will be carried in stock at 
Hawley’s headquarters in Bridge- 
port. 

Hawley Hardware has obtained 
the services of Tom Mitchell as 
carbide specialist. Mitchell was 


specially trained for carbide ser- | 


vice work at Carboloy’s Detroit 
plant. 


NEW BACON EXPANDS 
SALES ORGANIZATION 


New Bacon, Inc., 1300 Batavia 
St., Royal Oak, Mich., successor 
to the Bacon Mfg. Co., has an- 
nounced a large scale expansion 
of its domestic and foreign sales 
organization. Under the new 
set-up, the company has sales 
outlets in every state and is de- 


veloping plans for representation | 


in 92 foreign countries, according 

to Howard Young, president. 
The history of New Bacon 

dates back to the 1890 era, when 


the first Bacon Hill and Drill 
Seeder was constructed by the 
two Bacon brothers. The present 
owners took over in 1937 and de- 
signed today’s line of garden im- 
plements which include the com- 
bination cultivator-hoe-plow, the 
seeder, the Snow-Skooter and a 
variety of attachments to convert 
any one of the tools into any of 
the others 


WHITLOCK TO EXPAND 
SALES EFFORTS 
Herbert J. Lasky is president 
and Henry R. Stein, secretary 
and treasurer, of the Whitlock 





H. J. LASKY 


Corp., 17 Warren St., New York 
City, which was recently or- 
ganized as a successor to the 
Whitlock Supply Co., a partner- 
ship. 


in the sales and service policies, 











H. R. STEIN 


an expanded advertising cam- 
paign and sales force is an- 
nounced. 


U.S.-MENGEL PLYWOODS 
OPENS 6th WAREHOUSE 


The sixth in a chain of ply 
wood distributing warehouses 
will be opened shortly in a new 
20,000-foot building, at 2401 S. 
Ist St., St. Louis, Mo., by U. S.- 
Mengel Plywoods, Inc. 

a. < McFarland, for two 
years U. S. Plywood representa- 
tive in St. Louis and previously 
with Mengel for 15 years, will 
manage the new branch. Oper- 
ations are expected to begin 
about the middle of May. 

Five other distributing ware- 
houses are located in Louisville, 


| Ky.; Jacksonville, Fla.; Atlanta, 
While there is to be no change | 


Ga.; New Orleans, La., and 
Houston, Texas. 
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THE AGREEMENT ENDING THE 150-DAY STRIKE at the Yale & Towne plant was 
signed recently in the studios of WSTC, Stamford, Conn. M. A. Miller, assistant general 
manager of the Stamford Division, standing fifth from the left, is witnessing the signing 
by William R. Hoyt, general manager, seated second from left. 

It is believed that this-is the first time that a settlement of a major strike took place 
in a radio studio so that the 4000 employees, as well as the general public, could listen 
in. This helped materially in resuming production without a single day's loss after the 


signing of the contract. 


It is reported that the Stamford Div. is operating on an overtime schedule to help 


complete its orders. 
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Mere isa Profitable New Market for you 
Start a New Masonry Waterproof Dept. 








MASONRY WATERPROOFING 
Guaranteed to do the Job. 


Above or below Ground Level 


KAY-TITE EASILY APPLIED — Ten 
pound can covers 100 to 150 sq. ft. of 
surface — Sells for $2.90 — a"yery low 
cost (2¢ to 3¢ per sq. ft.) ~ 


THE AVERAGE JOB calls for several 
cans which makes KAY-TITE a profit- 
able item to “push”. ‘ 


BEAUTIFIES THE WALLS — KAY- 
TITE goes on like paint — penetrates 
the pores — expands — hardens. The 
clean washable surface is bonded deeply 
into the pores of the Masonry. 


MILLIONS OF SQUARE FEET OF MA- 
SONRY WATERPROOFED WITH KAY- 
TITE bear witness to its 100% Good 
Performances and long endurance. 








KAY-TITE 


KAY-TITE is a real helper in your 
paint department. 


THOUSANDS OF DEALERS — from Coast-to- 
Coast — have built-up Successful KAY- 
TITE Departments by first placing a small 
order for a dozen 10 lb. Cans — along with 
a good quantity of selling helps, and display 
cards. 

FIND OUT HOW EASY it is to sell Kay-Tite 
— and how soon it becomes one of your 
‘stand by’s’. 

KAY-TITE is ‘Fair-traded’ with an excellent profit 


to you. y «a 
HERE IS THE KAY-TITE DEAL 
12 cans of a — Six Gray — Six White 

(Counter Display — Circulars — Stuffers etc.) 

Your total Selling Price $34.80 
Cost to you 20.78 
PROFIT $13.92 

Easy to Sell — and Every Customer is a booster. 


FILL IN THIS COUPON AND MAIL TO 


KAY-TITE COMPANY, West Orange, N. J. 
Please send us the $20.88 KAY-TITE DEAL 
6 Cans WHITE — 6 Cons GRAY 
F.0. B. Our Store 











Address 











Jobber's Name 











| they wnt 
SUPERIOR 565: 
The only PAINT with DDT: 


Doce 2 jobs at once 


Ps 


a2. 1. Kills flies and insects upon contact! 


2. Sanitary white interior coating! 


Werle roe 


@ Laboratory tested—an active insect 
killer for 365 days or more. 













® Cuts down messy, frequent sprayings. 


®@ Safe, because it’s water-thinned—no 
fire hazard—no skin absorption. 


® Easily applied by brush or hand spray 
® No offensive odor. 


@ Exclusive process (Patents Pending). 


Economical 


Durable 25 Ib. container—mixes with 
water to make 5 gallons of paint for 
$4.95 (Slightly higher west of the 
Rockies). 





NATIONALLY ADVERTISED in 
leading farm and trade magazines. 
Quick turnover assured with these 
dealer sales helps: Window Stream- 
ers, Folders and Dealer Mats. 


& Shes ‘ 


CONSUMER $4.09 
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R. H. BISHOP TO DIRECT 
SALES FOR SYLVANIA 
Robert H. Bishop has been 


named director of sales for all 





ROBERT H. BISHOP 


divisions and subsidiaries of Syl- 


| vania 


Electric Products. Ine., 


| New York City. 


Mr. Bishop, who joined Syl- 
vania Electric in 1936, will be 
responsible for the coordination 


| of selling policy in all divisions 


of the company as well as its 
Colonia) Radio 
Corp. and Wabash Corp. 


subsidiaries, 


EASTERN METAL PRODS. 
FORMS HOUSEWARES DIV. 


Eastern Metal Products Co., 
Tuckahoe, N. Y., has announced 
the formation of the House- 
wares Division for the production 
of heavy permanent mold, hand 
cast kitchenware. 

The company, which has been 
making industrial castings for all 
industries, has reconverted and 
modernized its foundry for 
peacetime production. Three 
complete lines of kitchenware 
will be released by the company 


| shortly. 





FLEXIBLE STEEL LACING 
NAMES WEST COAST 
AGENTS 


The Flexible Steel Lacing Co., 
4607 Lexington St., Chicago 44, 
manufacturers of “Alligator” 
steel belt lacing and V-Belt fas- 
teners and “Flexco HD” conveyor 
belt fasteners, has announced the 
appointment of new Pacific 
Coast sales representatives. Rich- 
ard Y. Dakin and Morris B. Mil- 
ler of Dakin & Miller Co., 124 
West Fourth St., Los Angeles 13, 
are covering California; and E. 
R. Spragg and G. G. Spragg of 
E. R. Spragg & Son, 4012 E. 38th 


| Stocks of products will not be 

carried by these sales represen- 
tatives but both organizations 
will work in close harmony with 
each other and with Flexible’s 
stock-carrying jobbers. 


GLASS FISHING RODS 
BEING MADE FOR 1947 


The Shakespeare Co., makers 
of fishing tackle, Kalamazoo, 
Mich., has developed and is man- 
ufacturing a fishing rod of fused 
glass fibers and “Plaskon” resin 
with a wood core. These rods, 
which are extremely light and 
pliant, will not be available to 
sportsmen until the 1947 season 


LANGSAM DISCUSSES 
WASHINGTON, N. Y. 
HARDWARE VIEWPOINTS 


We must have full profitable 
production and full gainful em- 
ployment in this country if it is 
to continue to prosper Ralph 
Langsam, vice-president and sales 
manager, Masback, Incorporated, 
New York City, wholesale hard- 
ware house, told the May meet 
ing of the Hardware Bovsters, 
at the Midston House, Madison 
Ave. and 38th St, New York 
City. Scientific selling will have 
to replace hit and miss methwl- 
he declared, and said that our 


| free enterprise system has carried 
| this country to leadership and we 
3 ; 

| must retain that leadership. 


Mr. Langsam, telling of som: 
of his experiences when he wa- 
chief of the Consumer Durable 
Goods Division, Office of Civilian 
Requirements, War Production 
Board, decried the red tape in 
the capital and said that moves 
and reorganization in Washing- 
ton are as certain as death and 
taxes. He pointed out, however, 
that because of the tremendous 
job to be done during the 
war it was necessary to “dip 
into every phase of civilian 
economy for some judgment to 
be made.” 








St., Seattle 5, are covering Wash- 
ington and Oregon. 


- 


RALPH LANGSAM 
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GARRARD MOUNTJOY 
HEADS ELECTRONIC 


Garrard Mountjoy, who 
vice-president in charge of en- 
yineering, has been elected presi- 


was 








GARRARD MOUNTJOY 


dent of the Electronic Corp., of 
America, 170-53rd St., Brooklyn 
32, to succeed Samuel J. Novick 
who was named chairman of the 
board. 

Mr. Novick, one of the pio- 
neers of the radio and electronic 
industry, said he was recom- 
mending Mr. Mountjoy as his 
successor “in recognition of his 
exceptional engineering and 
executive skill.” Mr. Mountjoy, 
who was a former chief of the 
licensee consulting section of the 
RCA License Laboratories, and 
in charge of enginering for Lear, 
Inc., and Sparks, Withington & 
Co., holds more than 30 patents 
in the electronic field. 





DISPLAY ROOMS OPENED 
BY MANNING BOWMAN 
IN NEW YORK 


The formal opening of Man- 
ning, Bowman & Co.’s New York 
sales office, at 192 Lexington 
Ave., was held on April 27. The 
spacious display rooms are 
modern and equipped with spe- 
cially designed furniture. Ralph 
M. Cohen is in charge. 

The company’s distributors of 
the greater New York area as- 
sembled for a brief meeting at 
the opening at which time prob- 
lems of present day manufactur- 
ing, the sales policies, advertis- 
ing program and the development 
of new merchandise were explain- 
ed. 

Percy G. Hartnett, general 
manager, outlined generally the 
new equipment which the com- 





pany has installed in its factory | 


at Meriden, Conn., to increase | 
production. 

Jordan 
pointed 


L. Mott, 


sales manager, 


newly-ap- 
stressed 
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ihe company’s adherence to its 
firm policy of selling its elec- 
trical appliances through whole- 
sale distributors only. 

John Anderson, advertising 
manager, explained at some 
length the advertising policy and 
plans of the company including 
not only advertising in trade and 
consumer publications but also 
in respect to window displays, 
electros, and other dealer helps. 


TWO VETERANS REJOIN 
TAPPAN STOVE CO. 


Martin V. Wolf has returned 
to his territory in northern In- 


| liana for the Tappan Stove Co., 
| after four years in the Army. 


You make money every 
day the year ‘round with 





FIRELINE 


Mr. Wolf, who held the rank of | 
major, was in charge of the re- | 


inforcement and classification di- 
vision of the adjutant general’s 
office for the ETO. He joined 
Tappan in 1936. 

David C. Rainey, who joined 
the firm in 1939, is renewing his 
dealer acquaintances in northern 
West Virginia. Mr. Rainey ha- 
been in the Navy since 1932, and 
served aboard a minesweeper and 
took part in the Okinawa cam- 
paign and post-war minesweeping 
operations in the Shanghai area. 
He held the rank of lieutenant 
junior grade. 


INGERSOLL STEEL DIV. 
ENGAGES H. W. AXE 


Herbert W. Axe, formerly 
with the American Central Mfg. 
Corp., Connersville, Ind., has 
joined the office staff of the In- 
gersoll Steel Div., Borg-Warner 
Corp., New Castle, Ind. Prior to 
service in World War II, Mr. 
Axe was associated for a period 
of 8% years with Indianapolis 
Paint and Color Co., and for 11 
years as manager of a large re- 
tail chain store. Mr. Axe’s wide 
experience will be utilized in the 
Ingersoll shovel department. 





HERBERT W. AXE 
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Cook Stoves 
and Ranges 





Heaters 
Circulating, 
Base Burners 

Etc. 





Furnaces 
Cast-Iron 
or Steel 
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RELINE 

















Fireline is always a money-maker, be- 
cause it does repair jobs on cook stoves 
and ranges fast. With Fireline on your 
shelf, you make your sale right away— 
no delays waiting for parts, no inventory 
losses! 


It’s easy to install Fireline. It comes 
ready to use—nothing to add—no mixing. 
Just pound it inté place with a hammer, 
then trim it smooth. The fire may be 
rebuilt at once. When baked out, Fireline 
will withstand temperatures up to 3,000 
deg. F.—higher than any domestic unit 
can ever attain. 


In warm-air furnaces and heating stoves, 
Fireline repairs cracked and burned-out 
firepots without new castings— without 
dismantling. It forms a durable, gas-tight 
lining dround the entire firepot which 
seals all cracks and holes, preventing the 
escape of dangerous gases, odors, and soot 
into the building. Fireline is extensively 
used to preserve good castings and to save 
fuel by increasing combustion efficiency. 


Fireline is highest-quality industrial re- 
fractory material adapted for domestic 
service. Packed in 50 and 100-lb. drums, 
also 5 and 10-lb. cans (60 Ibs. per case). 
Available immediately from jobber stocks. 
Stock this profitable, available item at 


once. Mail the coupon below. 


FIRELINE STOVE & FURNACE LINING CO. 
1859 Kingsbury St. (Dept. E), Chicago 14, Illinois 


es | 


: FIRELINE STOVE & FURNACE LINING CO. 
g 1859 Kingsbury St. (Dept. E), Chicago 14, Illinois 


Please send full information, prices, and discounts on Fireline 


‘ Firm 

@ Address 
; Signed 
§ Jobber 











oJ 





167 





AMCO SPORTS APPOINTS 
SALES MANAGER 


Calvin Wohlert, formerly a 
buyer for Famous and Barr Co., 
St. Louis, has been named sales 





CALVIN WOHLERT 


manager by AMCO Sports md 
tributors, Inc., 1006 Olive St., 
St. Louis, Mo. Mr. Wohlert has | 
been in the sporting goods field 
for more than 20 years. 


He entered the business with | 
the Shakespeare Rod & Reel Co., 
in 1926. This was followed by 
five years in the chain store field, | 
as a salesman and department | 
Later he joined A. G. 


} 
manager. 
Spalding Bros. as a traveling 
salesman, and later became 2 | 


special representative for one of | 


hardware jobbers, 
sporting goods 


the 
specializing in 
and cutlery. 


largest 


JOB ANALYSIS BOOK 
OFFERED EMPLOYERS 
A complete working manual 
on the Technique of Job Analy- 
sis and Evaluation in the clerical, 


| technical and administrative fields 


has been issued by the Weather- 
head Co., of Cleveland, Ohio. 
The manual is standard 8'% x 


| ll im. size and consists of 135 


pages of text. It is a complete, 
practical working manual of sal- 


| ary job evaluation. The manual 


explains in detail the procedures 


| used and is designed to enable 


interested companies to instal! 
the program with their 
people without aid of outside 
assistance. It takes the mystery 
out of job evaluation and per 
mits anyone with a good com- 
pany, background and knowledge 
of the jobs within an organiza- 
tion to analyze and evaluate the 
jobs of his company and arrive 
at a schedule of proper and 
equitable salaries. 

The textbook has been written 
by Charles S. Mattoon, director 
of industrial relations of the 
Weatherhead Co., nationally 


owh 


| recognized expert on the subject. 


“Tt is being made available to 


management officials on a na- | 


tional scale by the Weatherhead 
Company,” says Mr. Mattoon “in 
the interests of better manage 


” 
ment. 





Co., 


Copies can be secured without 
cost by management executives 
requesting it on company station- 
| ery by addressing the Weather- 
| head Co., 300 E. 131st St., Cleve- 


land 8, Ohio. 


ESTATE STOVE V.P. 
DIRECTOR OF NOMA 


John Bess has been elected to 


the board of directors of Noma 
Electric Corp., to replace Joseph 
P. Walsh, resigned. 


Mr. Bess is president of Re- | 


frigeration Corp. of America and 


vice-president of the Estate Stove | 





JOHN BESS 


both wholly-owned Noma 


subsidiaries in the durable house- 


hold goods field. 











FIVE FRIGIDAIRE REGIONAL SALES TERRITORIES were reorganized out of four, 
recently, by officials of the Frigidaire Div., GM Corp. in order to effect closer contact with 
the 44 Frigidaire distributing organizations throughout the country. To insure closer 
liaison, regional headquarters will be located in the respective territories. Previously, all 
regional offices, except the Pacific Coast region and the new Southwstern region were 
located at the factory in Dayton, Ohio. 

Shown discussing the new set-up are: (I. to r.) R. H. Huston, Eastern regional manager, 
with headquarers in New York City; R. G. Hutchinson, Pacific Coast regional manager, 
San Francisco; H. T. Mattern, Central regional manager, who will continue to operate 
from the factory in Dayton; L. A. Clark, assistant general sales manager; P. M. Bratten. 
general sales manager; F. M. Davison, manager of the newly-formed Southeastern region, 
headquartered in Atlanta; W. G. Jennings, Southwestern regional manager, Dallas; and 
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| CHAMPION LAMP WORKS 
ENGAGES VORLANDER 
Champion Lamp Works, Lynn, 


Mass., has appointed Fred J, 
Vorlander to head its lamp and 





FRED J. VORLANDER 


lighting application activities. 
| He will make available to dis- 
| tributors the latest information 
| on the selection and use of Cham- 
| pion incandescent, fluorescent, 
germicidal and infra-red lamps. 

Mr. Vorlander from 1929 to 
1942 served as lighting service 
engineer, then as application and 
sales promotion engineer with 
the Philadelphia Electric Co. 
Since 1942 he has been with the 
Bureau of Ships, Navy Dept., as 
a civilian electrical engineer an¢ 
head of the aircraft carrier light- 
ing and power application engi- 
neers. 


NATIONAL SILVER CO. 
TO OPEN IN ATLANTA 


The National Silver Co. plans 
to open branch offices and show- 
rooms in Atlanta, Ga., in the 
Bona Allen Bldg., Spring and 
Luckie Sts., in July. 

Sam Gross, southeastern sales 
manager, will be in charge of the 
firm’s Atlanta headquarters and 
H. G. Smith will be the Atlanta 
representative. 

Temporary display rooms are 
now maintained in Parlor C of 
the Atlantan Hotel. 


LINO PASTE CO. MOVES 
TO LARGER PLANT 


The Lino Paste Co., manufac- 
turer of adhesives, has moved to 
3321 S. Pulaski Road, Chicago 
23. This is the last in a series 
of moves which has been made 
since the firm started business 
nine years ago with only 400 
square feet. The modern new 





plant has 25,000 square feet on 
one floor. New machinery has 
been installed. 
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Good workmen are “‘cranks’’ about 


the tools they use. Partly it’s a matter 
The Klein Pocket of pride—partly the satisfaction of 
Tool Guide showing 
the Klein line and 
containing useful 
tables and informa- 
tion will be sent 
without charge. 


working with the best—but mainly 
the recognition that good tools mean 
a better job—done more quickly. 


Klein Pliers are made for these men 


who know and appreciate fine tools. 








They have the proper balance—the 
proper spring in the handles to pre- 
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vent tired hands. The sharp knives 
stay keen even after years of service, 
and the fitted hinge keeps jaws perfect- 
ly aligned, assuring a positive grip. 

You will want a stock of Klein 
Pliers as soon as they can be fur- 
nished. Production is being increased, 
but the demand still exceeds supply. 
Your jobber will fill your order as 
rapidly as possible. 


DISTRIBUTED THROUGH JOBBERS 


Foreign Distributor: International Standard Electric Corp., New York 


mom WO ILE EN 


CHICAGO 18, 


& Sons 


ILLINOIS Ann 














Planet Jr. Sweeps, Furrowers, Beet Hoes, Cultivator 


Steels are all ‘“Planetized’’ to assure that extra wear 


taking attention to smallest details of design assure 
maximum efhciency. These facts explain why growers 
look for the name Planet Jr. when they buy Steels. 


Why not write now and find out what a Planet Jr 


Planet Jr. 


Steels 
mean 
extra 





wear! 


franchise can mean to you 7 


S. L. ALLEN & CO., Inc. 
3425 N. Sth Street, Philadelphia 40, Pa. 





Makers of Planet Jr. Garden 
Tractors and Agricultural 
Implements. Catalogs on request 






JOSEPH DE JURE’S 
SON JOINS BUSINESS; 
MOVE OFFICES 


George J. De Jure, recently 
honorably discharged as a U. S. 
Field Artillery major has joined 





GEORGE J. DE JURE 


his father, Joseph De jure, manu- 
facturers’ agent, and will call on 
the trade in eastern Pennsyl- 
vania, southern New Jersey, Del- 
aware, Maryland and the District 
of Columbia. He was in the 
Army for more than five years 
and served in the Seventh Army. 

Mr. De Jure recently moved 
his offices from 401 Commerce 


; . , | St., Philadelphia, to 7103 Hilltop 
for which Planet Jr. Steels are famous. And pains- | 


Road, Upper Darby, Pa. 


OLANDER JOINS BENDIX 
EXECUTIVE SALES STAFF 


The appointment of Alden C. 


Olander as retail merchandising | 


manager of Bendix Home Appli- 
ances, Inc., South Bend, Ind., 
was announced by W. F. Linville, 
general sales manager. He suc- 
ceeds N. D. Craighead, who was 
promoted recently to assistant 
sales manager. 

Mr. Olander joined the Bendix 
executive sales staff after serving 
five years as sales manager of the 
South Bend Lathe Works and 
three years as administrative 
officer and chief of the produc- 
tion section, army air forces. mid- 
west region. 


GILLETTE RAZOR TO AIR 
LOUIS-CONN FIGHT 


The Gillette Safety Razor Co., 
Boston, Mass., will broadcast the 
Joe Louis-Billy Conn heavyweight 
boxing championship fight from 
the Yankee Stadium, June 19. 

The broadcast will be carried 
by the full facilities of the 
American Broadcasting Co. in 
the United States and the Do- 
minion network of the Canadian 
Broadcasting Corp. Including 


supplementary stations, the ivta! 
| number of outlets will be more 
than 250 in the United States 
and Canada. The blow-by-blow 
description will be short-waved 
throughout the world. 





WASHER & IRONER MFRS. 
MOVE OFFICES 


The American Washer and 
Ironer Mfrs.’ Asso. has moved 
its headquarters from 11] W. 
Washington St., Chicago, to 
larger space in the First National 
Bank Bldg. The telephone num 
ber remains the same, State 8115 
Allyn H. Noelke is execttive sec 
retary. 
NATIONAL DOG WEEK 
SEPTEMBER 22-28 


National Dog Week has been 
set for Sept. 22-28. 

It is estimated that about 2500 
communities observed Dog Week 
last year, and the observance was 
the most successful in the 18 
year history of the movement. 
The event is now sponsored by a 
non-profit organization, National 
Dog Week, Inc., 424 Madison 
Ave., New York 17. 

Hardware dealers, with many 
dog items in their stock, have an 
excellent opportunity to tie-in 
with this event with special win- 
dow displays and advertising. 
The sponsoring organization will 
provide posters and newspaper 
mats. 


OHIO HARDWARE MEN 
RUN FOR LEGISLATURE 


Two hardware dealers were 
candidates for the Ohio legisla- 
ture at the May 7 primaries. 

One of these was H. F. Stot- 
zer, from Fulton County, who 
was president of the Ohio Hard- 
ware Association in 1936. The 








H. F. STOTZER 


other is H. E. Louis, of Pick- 
away County, who is at this time 





a director of the Association. 
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OBITUARIES 








HARRY S. GETTY 


Harry S. Getty, 69, president | 
of H. S. Getty & Co., Inc., Phila- 
delphia manufacturers of hard- 
ware and casement window equip- | 





H. 8S. GETTY 


ment, died April 23, after 50 
years in the hardware business. 

Mr. Getty entered the hard- 
ware trade in 1894 as a ma- 
chinist and held several similar 
positions with a number of manu- 
facturing firms until] he formed 
his own business in 1922. He 
was a member of the Hardware 
Age Fifty Year Club and was 
counsellor of the Philadelphia 





chapter of the National Metal 
Trades Association. | 





JOHN W. DITTMAR 


John W. Dittmar, 78, former 
vice-president of the F. W. Heit- 
mann Co., Houston, Texas, died 
at his home at Clear Lake, April 
26, following a long illness. 

Mr. Dittmar had been in the 
wholesale hardware business in 
Houston for 58 years when he 
retired six years ago, and had 





JOHN W. DITTMAR | 





spent nearly 50 years with the 
F. W. Heitmann Co. His son, 
Col. Gus Dittmar, is now a vice- 
president of the company. 

Mr. Dittmar was a member of 
the Harpware Ace Fifty Year 
Club. 


W. W. SCHOLES 


William Wesley Scholes, 79, 
associated with his brother in the 
hardware business for many 
years, died at his home in 
Granby, Mo., April 6, after a 
long illness. 


JAMES E. NOLTE 


James E. Nolte, 60, assistant 
buyer for the Belknap Hardware 
& Mfg. Co., Louisville, Ky., 
wholesalers, died April 14. Mr. 
Nolte had served overseas as a 
lieutenant in World War 1. 





E. E. McGRATH 


E. E. McGrath, who traveled 
for Simmons and later for the 
Shapleigh Hardware Co., St. 
Louis wholesale firm, for more 





E. E. McGRATH 


than 40 years in the vicinity of 
Terre Haute, Ind., died on March 
29 at the home of relatives in 
Detroit. 


JOHN C. DISHMAN 


John C. Dishman, 57, hardware 
dealer at Superior, Neb., died re- 
cently from a heart ailment. 


TOY & HARDWARE SHOW 
IN DETROIT, JUNE 18-23 


The Mid-West Toy & House- 
wares Trade Show, will be held 
in the Convention Hall, in De- 
troit, Tuesday, June 18, through 
Sunday, June 23. 

According to William H. Pfau, 
14484 Cass Ave., Detroit 1, is 
manager. 
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CC DREDGE SLING CHAINS 
CC IRON DREDGE CHAIN 
CHAIN FITTINGS 
CLAW EMERGENCY TIRE CHAINS 
CLAW TIRE CHAINS 
CM LIBERTY COIL CHAIN 
CM LIBERTY MACHINE CHAI 
CONVEYOR CHAIN 
DREADNAUGHT TIRE CHAINS 
DIXIE TRACE CHAINS 
HARNESS CHAIN 
HERC-ALLOY HEAT TREATED CHAIN 
HERC-ALLOY SLING CHAIN 
HERCULES STEEL LOADING CHAIN 
HOISTING CHAIN 
INSWELL BBB COil CHAIN 
INSWELL PROOF COIL CHAIN 
INSWELL STEEL LOADING CHAIN 
INSWELL TWIST LINK COIL CHAIN 
LOG HAUL-UP CHAIN 
NIAGARA TRACTOR CHAIN 
TIRE CHAIN ACCESSORIES 
TOW CHAINS 


AUTOMOTIVE ... AGRICULTURAL ... HARDWARE... 
INDUSTRIAL... MARINE... for practically every chain 
use there is a CM product designed specifically for that job. 
It could be possible that by the time this advertisement appears we may 
again be in position to start filling dealers’ orders completely and promptly, 
as we did prior to December 1941. In any event, we here are very much 
aware of the peacetime job that lies ahead and how important it will be 
to all our dealer friends to have a dependable source of supply for quality 
chain. You can count on CM...as always. 


COLUMBUS -McKINNON 


CHAIN CORPORATION 


(Affiliated with Chisholm-Moore Hoist Corporation) 
General Offices and Factories: 


126 FREMONT AVENUE, TONAWANDA, NEW YORK 


Sales Offices: New York, Chicago, Cleveland, San Francisco 

















HARDWARE BRIEFS 








ARKANSAS 


Curtis and John R. Brumbelow, 
brothers, have opened a furniture 
and hardware store at 1303 Edi- 
son Ave., Benton, Ark. 





Hammond Brothers Hardware 
Store has opened for business in 
a newly-constructed building in 
Clarksville. 

The D-E Hardware Co., has 
been opened by Paul Edward 
and Frank Dixon at 213 E. 
Washington St., Camden, Ark. 
Mr. Edwards formerly was with 
the Camden Lumber Co., and has 
been a contractor since 1935. 
Mr. Dixon recently was dis- 
charged from the Army. The 
new store will carry paints, wall- 
paper and sporting goods as 
well as hardware. 





CALIFORNIA 


C. H. Mason and son, C. F. 
Mason, have opened a hardware 
store at 411 Lincoln Blvd., 
Venice, Cal. They are featuring 
a large gift and a paint depart- 
ment in addition to a complete 
hardware line. 





Mel Blank, well-known NBC 
radio announcer has his father 
managing his newly-opened hard- 
ware store at 40 Market St., 
Venice, Cal. 


ILLINOIS 


L. P. Stewart has purchased 
land and a warehouse at Holder, 
Ill., with the intention of con- 
ducting a coal and hardware 
business. 





Harvey Stein, who operates the 
Stein Hardware stores in Mt. 
Carmel and Albion, IIl., has pur- 
chased the Martin Hardware 
store, Fairfield, [ll., from Clar- 
ence Martin, who has retired be- 
cause of ill health. It will be 
under the name of the Stein 
Hardware store. 

Formal reopening of the re- 
modeled and modernized sales- 
rooms of the Cox Hardware store, 
Marion, II, was held last month. 





MASSACHUSETTS 


Ownership of the Shoe City 
Hardware Co., 133 Winter St., 
Haverhill, Mass., on May l, 
passed from Nishan H. Chooljian 
to his son, James N. Chooljian, 
who recently returned after three 
years of Army service. Prior to 
joining the service he served in 
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a managerial capacity with the 
store, which his father founded 
in 1922. 


MICHIGAN 

H. J. Gelzer & Son, large re- 
tail hardware and furniture firm, 
at Hillsale, Mich., was incorpo- 
rated April 1, under the name of 
H. J. Gelzer & Son, Inc. The in- 
corporators were Warner M. Gel- 
zer, president; John J. Baker, 
vice-president; Vera S. Gelzer, 
secretary; George B. Gelzer, 
treasurer, and Sheldon M. Ellis. 

MISSOURI 

D. W. Eckenberger, who has 
been in the hardware business in 
Centertown, Mo., has opened a 
harware business in a new build- 
ing in Eldon, Mo. 

Robert Camp, and A. N. 
Decker have opened a new hard- 
ware and appliance store in the 
Huff Bldg., Farmington, Mo. 

The Cape Hardware Co. was 
recently opened at 711 Broad- 
way, Cape Girardeau, Mo., by 
Milton H. Hente and Ross 
Young. Mr. Hente was with Bahn 
Bros. Hardware Co. for 12 years 
and with the hardware depart- 
ment of Montgomery Ward & 
Co. in Cape Girardeau for four 
years. 


| 





Otis Williams has purchased | 


the Earl Richards hardware 
store at Vandalia, Mo. E. C. Mc- 
Carroll will now manage the 
store. 





The Ferguson Hardware & 
Supply Co., Inc., opened recently 
in Ferguson, Mo. Ted Lorenz is 
manager. 

The Ray Hardware store at 
Shelbina, Mo., has been pur- 
chased by Walter Lucas and 
Marion Maupin from E. B. Ray, 
who operated the store for the 
past 23 years. 

John Ed McCue has bought 
the Gooch Hardware Co. store, 
Eolia, Mo., and has renamed it 
The McCue Hardware Co. B. M. 
Gooch has retired after 52 years 
in the business. 





NEBRASKA 


Elmer Milius has purchased 
the hardware store from A. B. 
Wells, at Plymouth, Neb. 





With the return of Clair and 
Dean Callan from military ser- 
vice, the third generation of Cal- 
lans is actively engaged in the 
hardware business at Odell, 
Neb. The firm was founded in 
1885. 


NEW JERSEY 


Milton J. Gale has returned 
from the armed forces to the 
Keyport Hardware Co., Keyport, 
N. J., as buyer. 








NEW YORK 


County Hardware Corp. is com- 
pleting a $50,000 modernization 
project on its newly-acquired 
quarters in Mount Vernon, N. Y. 
The store has been at 65 Grama- 
tan Avg. for nearly 15 years and 
is moving to 161 Gramatan. The 
new outlet is supposed to be 
ready to open about June 1. 


TENNESSEE 


Hollis Mosely and John Boyd 
have purchased an interest in 
the J. R. Boyd Hardware Co., 
Dyer, Tenn., founded by J. R. 
Boyd in 1910. 


TEXAS 


Jack’s Furniture and Hard- 
ware Store No. 2 is scheduled to 
open at Beaumont, shortly. It 
will be located on the Galveston 
Highway at 4th St. and Wash- 
ington Blvd. 





Construction has been started 
on a new $14,000 building to 
house the DeFee Variety & Hard- 
ware Co. store, at Humble, 
Texas. 

ADDITION TO PLANT 

MADE BY HELLER CO. 


The Heller Co., White Plains, 
N. Y., has opened the newly com- 
pleted addition to its plant No. 2 
in White Plains, according to an 
announcement by Jack Heller of 
the company. This building 
adds 25,000 sq. ft. to the plant. 











THE OFFICIAL FAMILY OF THE VACUUM CLEANER MANUFACTURERS’ Associa- 
tion is shown as it posed for the camera at a recent meeting in Cleveland. Front row, 
left to right, Walter Dietz, Electrolux Corp., New York City; Phillip Geier, P. A. Geier Co., 
Cleveland; A. E. Kramer, Health-Mor, Inc., Chicago; A. H. Zirke, P. A. Geier Co., Cleve- 
land; Bret C. Neece, Landers, Frary & Clark, New Britain, Conn., president, VCMA; A. E. 
Norris, Regina Corp., Rahway, N. J., VCMA, vice-president; C. G. Frantz, Apex Electrical 


Mfg. Co., Cleveland, VCMA secretary-treasurer; A. 


L. Atkinson, General Electric Co., 


Bridgeport, Conn.; Thomas F. Kelly, The Hoover Co., North Canton, Ohio. 

Second row, Richard J. Simmons, Birtman Electric Co., Chicago, VCMA executive 
committee; Henry W. Burritt, Eureka-Williams Corp., Detroit; R. E. Dobson, Westing- 
house Electric Corp., Mansfield, Ohio; W. E. Slabaugh, Jr., Westinghouse, Mansfield; R. B. 
Wilson, General Electric Premier Division, Cleveland; W. W. Steele, Hoover; Mart Manley, 
Electrolux; J. H. Nuffer, Air-Way Electric Appliance Corp., Toledo, VCMA executive 


committee. 


Rear row, J. B. Buckley, GE Premier Div., Cleveland; George T. Stevens, Eureka- 


Williams, VCMA executive committee; Howard 


Turner, Eureka-Williams; J. J. Downs, 


Clements Mfg. Co., Chicago; George H: Scott, Scott & Fetzer Co., Cleveland; Clarence 
Holl, Hoover; M. J. McLeod, Geier, and A. C. Scott, Apex. 


HARDWARE AGE 














































. is com- 
mization 
acquired 
n, N. Y. 
| Grama- 
pars and 
an. The 
| to be 


1 


un Boyd 
erest in 
are Co., 


y J. R. 


1 Hard- 
duled to 
rtly. It 
alveston 
1 Wash- 


started 
ding to 
& Hard- 
Humble, 


ANT 
co. 


Plains, 
vly com- 
at No. 2 
1g to an 
[eller of 
building 
e plant. 




















MAY 9, 1946 


OUR customers can see for themselves why Reynolds 

LIFETIME Triple-Thick Aluminum Utensils cook 
better... last longer . . . keep their beauty and utility 
for years. 

The Triple-Thick Bottom that your customers know 
means better, more even heat distribution is marked by a 
rim on the outside. The recessed moisture seal cover fits 
snugly for waterless cooking . . . the harder sidewalls 
resist denting and warping. Each LIFETIME utensil is 
made of finest Reynolds Aluminum, quality-controlled 
from mine to the finished product. 


Powerful Advertising Support. Beginning in May five 





Shown here is a 2 qt. Triple-Thick 
LIFETIME Saucepan. Four other 
LIFETIME utensils are now in pro- 
duction. 11 in. Fry Pan, 3 qt. Sauce- 
pan, 4 qt. Sauce Pot and 6 qt. Dutch 
Oven. All have moisture seal covers 
with recessed knobs. 

Be sure to visit the Reynolds ex- 
hibit at the Housewares Show in 
Atlantic City, May 12. 


great national magazines will carry the LIFETIME 
Triple-Thick story to almost 11,000,000 housewives every 
month. Here they are: BETTER HOMES AND GARDENS 
GOOD HOUSEKEEPING, McCALL’S, HOUSE BEAUTI- 
FUL, and HOUSE AND GARDEN. 


Stock now! Tie up with window and counter displays. 
Write for new newspaper mats... they’re free. For fur- 
ther information on Reynolds Lifetime Triple- 
Thick Aluminum Utensil line and the 
Reynolds LIFETIME Heavy Aluminum line, 
write Reynolds Metals Co., Housewares 
Division, 2008 So. 9th St., Louisville 1, Ky. 
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AMERICAN WEEKLY! WOMAN'S HOME 
COMPANION! McCALLS! 33 METRO- ~ 
POLITAN NEWSPAPERS! 25 NETWORK ~ 
RADIO STATIONS! What a complete ~ 
package of sales-producing advertising, 
reaching into the richest markets — spanning 
the nation from coast to coast! 'Round the 
calendar, dynamic selling to housewives 
in copy that talks their own language. 
Ride the Renuzit “Profit Express” —mer- 
chandise Renuzit—and you'll agree, as the 
sales figures climb —Renuzit is a “Natural”! 























Now —3 sizes to meet every housewife’s 
need! One gallon and two gallon sizes, 
plus the new, sensational QUART SIZE 
that also sells-on-sight as a SPOT RE- 
MOVER. Sell “all 3”—they will prove 
to be the fastest moving items you've 
ever tied up with! 










RADBILL OIL COMPANY 
PHILADELPHIA 3, PA. 


SELL ALL 
‘13 SIZES 
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Tne Evening 





GENERAL DETROIT CORP. 
BRANCH IN CLEVELAND 
A new Cleveland office of The 
General Detroit Corp. and The 
General Pacific Corp., manufac- 





SCOTT E. COLLINS 


turer of fire extinguishers, mo- 
torized fire apparatus, and allied 
equipment, has been opened at 
912 Park Bldg. 

Scott E. Collins, appointed 
zone sales manager in charge of 
the new office, has been with The 
General Detroit Corp. for four 
years. 


NEW REPRESENTATIVES 
FOR SAWHILL PIPE 


The Sawhill Mfg. Co., Sharon, 
Pa., has appointed two new rep- 
resentatives for its pre-fabricated 
pipe. 

James W. Roy, of James W. 
Roy Co., Boston, Mass., will 
represent it in New England. Mr. 
Roy is a former salesman for 
Republic Steel. 

C. C. Abbott will make head- 
quarters in Cincinnati, Ohio, and 
travel southern Ohio for Sawhill. 





NATIONAL BIKE RACES 
IN OHIO, AUG. 17-18 


The Amateur Bicycle League 
of America has announced the 
dates for local elimination events 
to qualify riders to compete in 
the National Amateur Champion- 


ships, to be held Aug. 17 and 18, 
at Columbus, Ohio. 

State representatives have been 
instructed to get the local and 
club eliminations started in May 
or June, with the state finals to 
be completed by July 7. 

Details may be had by writing 
to the Bicycle League’s office, 
2320 Grand Ave., New York City 
§3. 


—_—— 


PAUL A. HUNKER JOINS 
REFRIGERATION CORP. 


Appointment of Paul A. Hun- 
ker as national commercial sales 
manager of Refrigeration Corp. 
of America, 241 W. 64th St., 
New York City, was announced 
recently by John Bess, president 
of the company, a subsidiary of 
Noma Electric Corp. 

Mr. Hunker comes to Refrige- 
ration Corp. from Nathan Straus- 
Duparquet, Inc., where he had 
been general sales manager for 





PAUL A. HUNKER 


the past seven years. Prior to 
1939 he was with Rex Cole, Inc., 
General Electric Co., and R. 
Cooper, Jr., in Chicago. 








Latest News on 
RECONVERSION 


on page 178 














Food Is Needed! 


The Emergency Food Collection on be- 


half of UNRRA is an effort to 


lives of millions of starving men, women 
and children caught helpless in the path 
of famine. Give money to buy food or 
food in cans today to your local com- 
mittee. Or, you may mail checks or 


save the 





money orders to National Headquarters 
Emergency Food Collection, 100 Maiden Lane, New York 7, N. Y. 


HARDWARE AGE 
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e LIST PRICE "f— 
Exceptionally lightweight, the new 4% oz. single-action Sal- 
King has the durability and strength of a heavy reel. Finest 
precision construction...all-aluminum with special anodized 
finish to prevent corrosion. Fits all fly rods; holds 100 yards 
of line. Adjustable click regulates drag. Guaranteed. Sal- 


King is handsomely packaged for over-the-counter sales 
appeal. Priced for quick turnover. 


e IMMEDIATE DELIVERIES 


GUARANTEED 

























Lord Weldon Fly Rod Reel. Ai! 
metal; etched finish prevents corro- 
sion. Single action, flyweight. Holds 
over 50 yards of line. 


Guaranteed. List price . , $3.50 


DeLuxe Two-Piece Sand Spike— 
chrome finished, collapsible. Holds 
any size pole...fits all 

tackle boxes. List price. . $2.00 


Fishing Rods, four styles—one and 
two piece rods. Light, sturdy, all- 
steel with wooden handles, special 
end tip and strong, steel 

end piece. List price, . » $2.00 


Reel Seat—tapered sliding band 
holds large or small reel. Steel; 
zinc-plated. List price perc 


Gee .«-4 «+ © & @ $2.00 


Calcutta Bamboo Poles and Fishing Rods SOON! 


Write for Prices and Discounts 


ROYAL ENGINEERING CO. 


1333 FOLSOM STREET + SAN FRANCISCO 7, CALIFORNIA 
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Sell! 
AMERICA’S 
GREAT OUTBOARD 
MOTOR 





Poised for action. The all new Champion 
is poised for action. It’s ready to go at a 
flashing, surging pace or throttle down 
to a steady, fish-producing troll. It's 
power-full at all speeds. This is Blue 
Ribbon Champion performance. 





Leaps to flight. Champion has an instant 
starting you've always dreamed of, but 
never expected to find. But it’s there— 
in the all-new Champion, a fast, depend- 
able, built-in START-ability plus a 
rugged sturdiness for years of trouble- 
free service. 


CHAMPION HAS EVERYTHING 
Its performance is the result of famous 
exclusive features—Champion’s patented 
rotary valves, airplane type carburetor, 
and new instrument panel control are 
but a few. Champion is 
machined to a mirror-like 
finish to such close toler- (ei aiyrpye)y 
ances thattiresome break- _{oUrsoanp morons 
in periods are eliminated 
forever. It’s America’s 
Great Outboard Motor. 

Delivery to dealers soon. 
CHAMPION OUTBOARD MOTOR CO. 


2633-27th Avenue South + Dept. D6 
Minneapolis 6, Minnesota 













































TURNER SALES MGR. OF | years. Prior to that, he was with 
RANGE DIV., MAYTAG CO. | the Anchor Stove & Range Co., 
BR B. Temer hes bee & New Albany, N. Y. and the 
tary White Tar Co. of New Jersey. 
pointed sales manager of the 
Range Division, The Maytag Co The Maytag Co. recently pur- 
od watt = ” | chased a minority interest in the 
Globe American Corp. and will 
distribute its entire output of 
“Dutch Oven” gas ranges. 








POT & KETTLE CLUB 
FROLIC, JUNE 12-14 
AT SAN DIEGO 


The annual convention of the 
Associated Pot & Kettle Clubs of | 
America will be held June 12, 13 
and 14, at the Hotel del Coro- | 


nado, in San Diego, California. 
According to W. C. Hitt, chair- 
man of the Publicity Committee 


| there will be “72 hours of fun 


and loafing in this swank garden 
spot of America, this jewel-like 
South Sea island setting on the 
blue Pacific, kissed by the gentle 
zephyrs . . . and in case you 
don’t feel in the mood to be 
kissed by a zephyr there will be 


| swimming, tennis, golf, horseback 


riding, water skiing, good eats, 


| or, if you wish, just plain loaf- 


ing.” 

The deadline on reservations 
has been set for June 1. A. H. 
Howson, 444 S. Broadway, Los 
Angeles, is reservations chairman. 











Exhibition space at the Na-, 
tional Hardware Show, to be 
held at Grand Central Palace, 
Sept. 16 to 21, is already 70 per 


B. B. TURNER 


Newton, lowa, and has estab- 
lished his headquarters at the 
company’s home office in that | cent sold out, according to show 
city. | officials. Hundreds of hotel 

Mr. Turner was sales manager reservations for jobbers and buy- 
with the Globe American Corp., | ers have already been made, it is | 
Kokomo, Ind., for the past twelve | reported. 





Space 70 PC. Sold for Hardware Show 
| To Be Held in New York, Sept. 16-21 


This early response portends a 
great attendance for this show. 

The lists of exhibitors are 
available at the show’s head- 
quarters, 331 Madison Ave., New 
York City 17, and are being 
mailed to buyers who are re- 
questing information regarding 
the products to be shown. 











ADVANCEMENT IN THE MANUFACTURE OF HARDWARE PRODUCTS in the past 
50 years was the theme of a window display of R. J. Atkinson, Inc., Ralph Ave., Brooklyn, 
N. Y., which is now observing its golden anniversary. Items used 50 years ago were dis- 
played alongside those of today. Included in the display was a photograph of the old 
“Bushwick Wheelmen,” of whom the late Russell J. Atkinson, founder of Atkinson's, was 
president for many years. An old metal water kettle was shown with a modernistic glass 
kettle. Old types of tools used by metal workers a half a century ago were compared with 
new types used today, and many other items contributed by customers from the sur- 
rounding neighborhoods were contrasted with new models. An attractive poster emphasiz- 
ing the many changes that had taken place since R. J. Atkinson first started in the business 
was the centerpiece for the window. Sydney Atkinson, son of the founder, stated that 
the display was responsible for drawing hundreds of customers to the store daily. 
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HERBERT M. BALL JOINS 
PAL BLADE CO. 


Herbert M. Ball, recently re- 
leased to inactive duty as lieut. 


commander U.S.N.R., has been 





HERBERT M. BALL 


named assistant to Knox Ide, 
chairman of the board of the Pal 
Blade Co., Inc., and the Pal and 
Personna subsidiary companies. 

Before entering the Navy, Mr. 
Ball was special assistant to the 
president of Fansteel Metallurgi- 
cal Corp., North Chicago, IIl. 





H. A. LYNES ADDRESSES 
PITTSBURGH R.H.A. 


The Pittsburgh Retail Hard- 
ware Association, at a meeting 
held at the Fort Pitt Hotel, 
March 28, heard a talk by Her- 
bert A. Lynes, director of the 
Merchandise Promotion and 
Store Modernization Service, 
N.R.H.A., on “Hardware Retail- 
ing Today.” Mr. Lynes stressed 
the need for planned merchandis- 
ing and advertising. 

Another guest was W. Glenn 
Pearce, secretary of the Penn- 
sylvania and Atlantic Seaboard 
Hardware Association. Wesley 
A. Moore, of J. S. Moore & Son, 
Oakdale, Pa., president, con- 
ducted the meeting. 





3 GIFT, TOY, HOUSEWARES 
SHOWS ON WEST COAST 
IN AUGUST 


The Western Gift, Toy & 
Housewares Show will be held in 
the Civic Auditorium, San Fran- 
cisco, Aug. 4 to 8. It will be 
moved to Portland, Ore., Aug. 11 
through 14, and will then go to 
the Civic Auditorium and the 
Olympia Hotel, in Seattle, Wash., 
Aug. 18 through 22. 

Miss Kay Leber is show man- 
ager, The Western Merchandise 
Exhibitors’ Association, 1355 
Market St., San Francisco 3, 
sponsors the three shows. 


HARDWARE AGE 
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eae To make sure that the packaged sizes of Bethlehem Bolts 
— always reach you in first class condition, Bethlehem wraps them 
ow twice in heavy paper—then seals all four sides of the package. 
Sen, The coarse, almost carton-like inner wrapper gives the pack- 

on- 

age stiffness— guards against damage to threads because it holds 

_— the bolts firmly in place, even under excessive handling. And the 
AST tough, outer wrapper keeps dust and dirt from getting in. 

‘ What about Bethlehem Bolts themselves? They’re strong R FT H | F F Vj 
id in ... rugged—all any bolt-user could ask for. Threads are clean- 
| be cut, uniform . . . shanks are straight and true ... heads and K () LTS 
, e nuts have sides as straight as a die. 
ng Here’s something worth knowing — starting with the making 

‘ of the steel, all the way through to shipment of the finished LE 
i. product, Bethlehem leaves nothing undone in order to produce * oe +. 
nat a top-quality, reliable grade of bolts for you and your customers. 5 L 
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Government Agencies 


Map Plan 


To Conserve Supplies of Lead 


(Washington Bureau 
of HARDWARE AGE) 


With the world-wide demand 


for lead at an all-time high, in | 


the face of an acute and growing 
shortage, heads of government 


agencies and leaders of industry | 
met late in April with Reconver- | 
sion Director John W. Snyder | 


and mapped a program to in- 
crease the nation’s supply of lead. 
Agreed upon were an intensive 
nation-wide scrap and salvage 


| drive, strict conservation and al- 
location to eliminate non-essen- 
tial uses of lead, an effort to step 
up imports and exploration of 
new domestic and foreign sup- 
plies. Attributing the world 
shortage chiefly to the lack of 
production in war-affected areas 
and universal wartime depletion 
| together with strikes in the 
United States, inadequate recov- 
| ery of scrap lead and imports, 
Mr. Snyder said that American 





record 
amount of 1,300,000 tons in 1946, 
but that not over 835,000 tons is 
in sight. 

Mr. Snyder asked the Depart- 
ment of State, War and Navy 
Departments and the RFC to in- 


industry could use a 


vestigate all possible foreign 
sources. The scrap drive will be 
conducted through an industry- 
government campaign in every 
community in the United States. 
He also directed the Army and 
Navy to survey the amount of 
lead recoverable from equipment 
not now needed. Pointing out as 


essential, lead conservation by 





industry and govermment, scrap 
and salvage recoveries and _ in- 
creased imports, he emphasized 
that only increased domestic pro- 
duction will solve the problem. 
Declaring that American lead 
mines have been heavily drawn 
upon during the war, Mr. Snyder 
said that they may not be able 
to supply more than five years 
of future consumption. For this 
reason he asked the Bureau of 
Mines for intensification of lead 
prospecting and exploration of 
mineral resources with a view to 
assuring a supply in the high 
consumption years ahead. 








Some Radiator and Accessory 
Ceilings Upped 37 Per Cent 


Ceiling price increases on cer- 


tain types of cast iron radiation | 
' 


and accessories that have been 
out of production during the war 
have been announced by the 
Office of Price Administration. 
Based on a recent OPA cost 
study, this action, effective April 
30, 1946, increases ceilings on 
cast iron radiation for use in the 


home and in commercial and in- | 


dustrial buildings by 37 per cent 
r over October 1941 prices. This 
increase is equivalent to the total 
of previous percentage increases 
granted on tube types 


regulation (Maximum Price 
Regulation 272—Cast Iron Boil- 
ers and Cast Iron Radiation). 
The dollar-and-cent amount of 
the increases will be passed 
through to final purchasers and 
will be reflected in somewhat 
higher prices that plumbing and 
heating contractors 


of cast | 
iron radiation covered by another | 


will charge | 


for installing the radiation, OPA 
said, 

The action 
turn the cast 


is designed to re- 
iron radiation in- 
| dustry to its earnings position 
during 1936 to 1939. Manufac- 
turers without established prices 
for October 1941 will be required 
| to apply to national OPA for 
authorization to increase prices. 

The following items are cover- 


ed by the action: convectors, 
convector radiators, baseboard 
radiators, bathroom radiators, 


radiators for blower and ventila- 
tion systems, radiator bushings; 
radiator plugs, nipples, brackets 
| and pedestals; cast iron and steel 
radiator chaplets. 

(Amendment No. 10 to Order 
No. 1 under Section 22 of Maxi- 
mum Price Regulation 591— 
| Specified Mechanical Building 

Equipment (Modification of Max- 
+ imum Prices) — effective April 
30, 1946.) 








Some Nails, Tacks No Longer 
Sabject to Price Controls 


(Washington Bureau 
of HARDWARE AGE) 


Effective April 17, OPA sus- 
pended from price control all 
non-ferrous nails, tacks, escutch- 
eon pins and staples covered by 
the General Maximum Price Reg- 
ulation and certain ferrous nails, 
staples and tacks. The only fer- 
rous nails, staples and tacks on 
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| which price control was sus- 
pended were cut nails, cut spikes 
and cut tacks, lead head nails 
and other nails and staples made 
of two or more materials. Not 
affected are nails covered by the 
iron and steel products regula- 
tion, RPS No. 6, and horseshoe 
nails, thumb tacks and map tacks 
covered hy the consumer goods 





regulation, Maximum Price Reg- 
ulation 188. 
It was emphasized that the 


| suspension action does not cover 





ferrous wire nails, tacks and 
staples commonly used by build- 
ers, farmers and for household 
purposes. 

OPA also announced the 
exemption from price control of: 

The service of printing on 
metal surfaces. 

Charges for the rental and up- 
keep of traps and snares for ani- 
mals, Sales of these traps and 
snares previously were exempted 
from price ceilings. 


CEILINGS FOR T-SQUARES 
AND STRAIGHTEDGES 


' Dollar-and-cent ceiling prices 
have been established for new 
T-squares and straightedges de- 
clared surplus by the Government 
and offered for sale in regular 
civilian channels. The ceilings 
became effective April 30, 1946. 

The T-squares, of various sizes, 
have maximum prices ranging 
from $16.45 for the aluminum 
stainless steel kind to $1.75 for 
the plastic-lined maple variety. 
The straightedges, in four lengths, 
have a ceiling of $10.50 for the 
longest, 100 inches, and 70 cents 
for the shortest, 36 inches. 

War Assets Administration ad- 
vises that there are approximately 
95,000 T-squares and 89,000 
straightedges, now located in 
New York, N. Y., Philadelphia, 
Pa., Cincinnati, Ohio, Chicago, 
Til, and San Francisco, Calif. 
and now available for sale by 





the regional offices of WAA in 
those cities. 
The ceilings are less than the 


| acquisition cost to the Govern- 


ment. Any intermediate distrib- 
utor may therefore buy at a price 
which will provide him an ade- 
quate margin of profit. On all 
sales at retail, each T-square and 
straightedge must be tagged with 
the ceiling price. (Order No. 115 
under Supplementary Order 94— 
Special Maximum Prices for 
Certain T-Square and Straight- 
edges—effective April 30, 1946.) 





WATCH SURPLUS RESALES 
PRICES MAY BE ILLEGAL 
SAYS NEW YORK OPA 


The New York regional office of 
Price Administration has issued 
a warning that wholesalers and 
retailers of war surplus goods 
may be selling at illegal prices 
in violation of the surplus goods 
regulation, SO 122. 

SO 122 requires a wholesaler 
who sells to another wholesaler 
either to divide his markup with 
the buyer, or to apply to OPA 
for an individual markup. This 
provision also applies to a re- 
tailer who sells to a wholesaler. 
Sellers who have not complied 
with this provision cannot legally 
charge more than their net cost, 
the agency stated. 

Most wholesaler’s sales to re- 
tailers, and retailer’s sales to 
consumers will require markup 
authorization by OPA. These 
authorizations can be obtained at 
all OPA regional and district 
offices. 
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w/’ BRONZE Screening 


Reliable, time-tested, rustless bronze screen cloth is back 
















again... available once more for the first time since the war. 

Right now, readers of leading magazines are learning 
this good news through Anaconda advertising. They are 
discovering that there’s no need to experiment this year. 
They are being reminded of the dependable protection they 
can get with Bronze Screen Cloth made from durable 
Anaconda Wire’... the wire that’s tough, that never rusts, 


that admits maximum light and air. secs 








The American Brass Company does not 8 a 0 N Z t S C ie : é N W | RE 


weave screen cloth, but from the earliest 
use of metal in screens, has furnished uni- THE AMERICAN BRASS COMPANY 
form, high strength bronze wire to leading General Offices: Waterbury 88, Connecticut 
Subsidiary of Anaconda Copper Mining Company 
In Canada: ANACONDA AMERICAN BRASS LTD., 
New Toronto. Ont. 


manufacturers. 

















COLOSSUS Brand Hair Felt 
WEATHERSTRIP is the best assurance 


obtainable to conserve that precious heat- 


SEALS STORM WINDOWS AND SCREENS 
STOPS DOOR AND WINDOW RATTLES 
STOPS DRAFTS 
KEEPS COLD OUT 
KEEPS HEAT IN 
SAVES FUEL 
Because of its construction, Colossus Brand Hair Felt Weather- 


strip will resist extreme temperatures and is not affected by 
any kind of weather. 


The wide range of uses for Colossus Brand Hair Felt Weather- 
strip makes it an important and essential item the year round. 



















Packed in large, sturdy, mul- 
tiple-wall bags of heavy craft 
paper accepted and approved 
by all carriers, 1 gross to the 

ckage, except the 50 foot 
ength which is packed V2 
gross to the package. 


COLOSSUS 


BRAND 


WEATHERSTRIP 
IS AVAILABLE 


THE 





FOR YOUR CONVENIENCE 
GENTLEMEN: Please enter my order for Colossus 
Hair Felt Weatherstrip in Ye" Jor'Vie LJrioms 











Off, 5f. I7ff. 2O0ft. 25 ft. 50ft. 
= A * Oe: ee 
COMPANY 

STREET 

city STATE 
SIGNATURE 





REFER THIS ORDER TO MY WHOLESALER WHOSE 
NAME 1S 


S> JAMES H. RHODES & COMPANY 


157 W. HUBBARD STREET a TWENTY-NINTH STREET 

















CHICAGO 10, ILLINOIS LONG ISLAND CITY 1, N.Y 





| Appliance Parts Get Same Percentage 
| Increase As Finished Product 


Ceiling prices of repair and 
replacement parts for a number 
of consumer durable goods that 
have received reconversion prices 
are being given the same per- 


| centage increase allowed for the 
| finished article, according to the 








Office of Price Administration. 
The action, effective April 30, 
1946, covers repair and replace- 
ment parts for repriced domestic 
cooking and heating stoves, do- 
mestic washing and ironing ma- 
chines, business and office ma- 
chines, vacuum cleaners and 
attachments and household me- 
chanical refrigerators. It does 
not apply to the parts that go 
into the production of the 
articles. 
OPA 
creases 
articles 


explained that the in- 
permitted on _ these 
under the reconversion 
pricing program were based on 
surveys of the respective indus- 
tries which included sales of re- 
pair and replacement parts. The 
total adjustment permitted for 
each industry, therefore, allowed 
for a revision in prices of repair 





and replacement parts, under 
the same application of the re- 
conversion pricing principle. This 
revision is now being made to 
bring into line all the elements 
included in the pricing of the 
total product. 

Manufacturers of the finished 
articles, who price their repair 
andreplacement parts which they 
sell under the General Maximum 
Price Regulation, may increase 
their prices on these articles re- 
gardless of whether they make 
the parts themselves or purchase 
them for resale. Similarly, man- 
ufacturers of parts who sell 
directly to wholesalers and re- 
tailers may increase the price, 
even though they do not them- 
selves make any of the completed 
articles. 

Resellers are permitted to pass 
the increases through to their 
customers by applying their usual 
mark-up to their adjusted costs. 
(Amendment 51 to Supplemen- 
tary Regulation 15 to the Gen- 
eral Maximum Price Regulation 
—effective April 30, 1946.) 








TOY MAKERS FREED 
OF PRICE CONTROL 
ON TOY, GAME PARTS 


Suspension of price control on 
the parts that go into the making 
of all toys and games except 
“wheel goods”—velocipedes, tri- 
cycles, scooters, metal wagons 
longer than 18 in., etc., has been 
announced by the Office of Price 
Administration. 


The action, effective May 1, 
1946, was taken following sus- 
pension from price control, on 
January 28, 1946, of all toys and 
games, except “wheel goods.” 
(See Press Release OPA-6203, 
dated January 23, 1946.) 





gines for model airplanes, boats 
and racing cars, of 4% horsepower 
or less. Other types of minia- 
ture engines, often used for pur- 
poses other than the making of 
toys, remain under price control. 

Parts of “wheel goods” are not 
suspended by the action, OPA 
explained, because these toys, ex- 
cept metal wagons shorter than 
18 in., are not suspended from 
price control. Since it is not 
practicable to distinguish be- 
tween the parts of a long or 
short wagon, all metal wagon 
parts are continued under con- 
trol. 

(Amendment No. 27 to Supple- 
mentary Order No. 126—Exemp- 


| tion and Suspension of Certain 


OPA also suspended from price | Articles of Goods from Price 


control miniature gasoline en- 


Control—effective May 1, 1946.) 








Consumer Hand Mower Prices to Rise 
About 10 Per Cent As Manufactarers 


Get 9 Per Cent 


Wage-Price Increase 


Manufacturers of hand lawn creases allowed to 28 per cent of 
mowers have been granted a/| October 1941 prices, the Office of 


wage-price increase amounting to 


9.4 per cent of existing ceilings, | 


Price Administration said. 
Consumer prices will go up be- 


and bringing total post-war in-! tween nine and 10 per cent as a 
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required to absorb the 17 per | at all levels of sale, the agency 
cent manufacturer increase given | said. 
last fall under the reconversion| This action was necessary to 
pricing program, but are not be- | compensate for recent labor and 
ing asked to absorb the addi-/ materials cost increases now eli- 
tional wage-price increase, OPA | gible for consideration under the 
said. wage-price program, OPA ex- 
Manufacturers’ increases are | plained. 
effective May 1, 1946, but any | under Maximum Price Regula- 
mowers shipped by a manufac- | tion No. 188—Hand Lawn Mow- 
turer before that date must be | ers—effective May 1, 1946.) 


result, OPA said. Resellers were ; sold under existing ceiling prices | | see ,7”) wailing f ee 
a 
for a, 








Vets’ Surplus Consumer Goods Sales 
Totaled $35,813,000 for April 


The War Assets Administration | $2,143,000, while motor vehicle 


(Revised Order No. 3 | 


New 





has announced that veterans re- 


ceived 43 per cent of certain | 
major classes of consumer goods | 


| sales that aggregated $17,984,000 
for the month found servicemen 
acquiring 43.6 per cent for $7,- 


offered for sale during March | 944.000. 
that added up to $35,813,000.| Other 


eles 1 . totaled $15,- | major items of con- 
ales to servicemen totale 5,- | 

* |! sumer goods sold to veterans 
403,000. 8 


V i in telat | during March included: air con- 
eterans made their highest | gitioning and refrigeration equip- 
purehases, WAA said, in tractors, | ment, of which servicemen took 
motor vehicles and construction, | 73.5 per cent of $290,000 or 
mining and excavating ma ~ | $219,000; rubber end products, 

chinery, all of which have been | 
is thane deel by wecuiing | tires, etc., of which veterans ac- 
servicemen seeking to establish | quired 66.2 per cent of the total 
cniitines ty Sttinees. | offering of $2,319,000 or $1,535,- 
| 000; professional equipment, of 


Tractor sales that amounted to | sdilchs <tdieanies tale Eitan dei 
Cone Suing Ment found of the total offerings of $587 000 


veterans receiving 56.8 per om! 
of the offerings, for which they | °F $184,000; and general purpose 
paid $2,383,000. In construction | machinery, of which the veterans 
machinery, veterans bought 50.3 | bought 24.6 per cent of a total 
per cent of the total offering of | offering of $1,409,000 or $346,- 





$4,264,000, for which they paid } 000. 








Recent 7 Per Cent Increase on Bolts 


Nats, Screws May Be Passed On 


Resellers of bolts, nuts, screws 
and rivets may pass along the 
seven per cent price increases 
granted producers of these prod- 
ucts April 1, 1946, the Office of 
Price Administration has said. 

This action, effective May 6, 
1946, increases the maximum 
prices for these products seven 
per cent when they have been 
customarily sold by the reseller 
on a list or discount basis. When 
sold on any basis other than list 
and discount, the reseller may 
increase his prices the dollar-and- 
cent ameunt by which his sup- 
pliers’ ceilings have been in- 
creased. 

OPA explained that most bolts, 
nuts, screws and rivets are sold 
by producers directly to indus- 
trial consumers. However, sub- 
stantial quantities are sold to 
mill supply houses, iron and steel 
warehouses and wholesale hard 





ware jobbers, who resell them to| tain Metals and Minerals and 
| Products—effective May 6, 1946.) 


industrial consumers and retail- 
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ers. However, because only a 
small part of the total output of 
these products is sold at retail, 
today’s action will have little 
effect on the cost of living. 

Many distributors sell these 
products at producer prices, re- 
ceiving their margins through | 
discounts given by manufacturers. 
Any absorption of the increases 


by these resellers would bring | 


their margin below the average 
expense rate and destroy their 


customary price relationship and | 


normal distribution. Moreover, 
the price reduction that would 
result from any possible absorp- 
tion would be of insignificant 
effect on the general price level. 

(Amendment No. 6 to Supple- 
nentary Regulation 14G—Modi- 
fication of Maximum Prices 
Established by the General Maxi- 
mum Price Regulation for Cer- 








—and you Dealers are waiting for 


WORD FROM UNION 


when New-line Leaders 
can be released... 





Just as fast as we can expand the now limited 
production of UN1on Sporting Goods and Tools, 
you'll come in on a perfected line of UNton fast- 
sellers, replete with new features to win customers. 


You'll see the results of our wartime planning 


—new skills and facilities in acTION — making 
goods that get the business for UN1ion Dealers 
featuring 


Roller and Ice Skates 
| Fishing Tackle 


CHISELS AND SCREWDRIVERS, HACK 
SAW FRAMES, GUN IMPLEMENTS, 
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HARDWARE COMPANY 
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Integration of Distribution 
Expenses Within 
The Total Cost Structure 


(Continued from page 134) 


on average order size or the volume of 
purchases over a period. 

While in manufacturing operations 
“standard costs” are an accepted com- 
mon-place practice, almost nothing of 
the sort exists in satisfactory form to- 
day in the distribution trades. Where 
they do exist, standard distribution costs 
are usually expressed in terms of unit 
functional service costs. 

These standard costs are preferably 
costs or expenses as they “ought to be, 
rather than actual average costs or ex- 
penses in some past period which mav 
or may not be representative.” Where 
a fairly broad field of actual experience. 
however, is available, actual perform- 
ances under normal conditions in the 
better half or third of a range of ex- 
perience is more acceptable than some 


theoretical standard might happen to be. 

There are many available standards 
of operation in clerical work with which 
most firms are not acquainted. For in- 
stance, standards for filing various 


types of documents, expressed in pieces 


per hour; in operating addressing ma- 
chines, expressed in production of sten- 
cils or plates per hour and number of 
addresses imprinted per hour; in dupli- 
cating, in copies run off per hour; in 
tabulating, expressed as cards punched 
or sorted per hour, or tabulation opera- 
tions per hour; in calculating, in items 
or invoices extended per hour; in bill- 
ing, items or invoices produced per 
hour; in bookkeeping, postings per 
hour, ete. 

One of the factors which probably 
has caused the development of distri- 


The Dean's Page 


(Continued from page 143) 


bowl of thin soup. They—the prisoners 

lined up twice a day for roll call. 
Toward the end prisoners spent most 
of the time in bed to conserve their 
failing strength. They sensed the war 
was going against the Germans. It was 
a problem of survival until released. 

Games of cards and sports and the 
various classes for prisoners were or- 
ganized. It was a long depressing 
waiting. Wild lost 40 lbs. in weight. 

Then the Russians came. They were 
a magnificent lot. They did everything 
for the prisoners. 

Then American flyers—France—and 
home. What about the Italians? They 
had no heart in the war. They are a 
fine, artistic people, oppressed by pov- 
erty and war. They have been mis- 
understood and have misunderstood 
much. 

Did you see any atrocities or brutali- 
ties in camp. Answer. Yes, some, but 
they were bearable for our troubles 
were coming to an end. They knew 
that and they also knew that the Nazis 
were getting trouble without end. As 
time passed we could tell the Germans 
were losing the war by the increasing 
dejection of the German guards and 
the shortage of food, interruption of 
mail, ete. 

Now that he was home and all the 
dangers and sufferings of war a thing 
ef the past he looked upon his adven- 
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tures as a dream. All of it was not 
sordid or ugly, very much was thrilling. 
inspiring and beautiful. 

Notwithstanding all his dangerous 
missions when many of his comrades 
were killed, Wild did not receive more 
than a scratch. He came out as a 
technical sergeant, wearing the Air 
Medal with a silver and two bronze 
clusters, the ETO campaign ribbon 
with five battle stars and a presidential 
unit citation. 





bution cost accounting to be slower than 
that of the production cost accounting 
is that many distribution costs are not 
direct, but cover more than one prod 
uct or territory or customer class. The 
reliability of the methods of allocating 
costs by commodities or other bases of 
analysis must be most carefully ex- 
amined and tested before adoption or 
misleading conclusions will be drawn 
from the resultant figures. A more de- 
tailed explanation of the better accept- 
ed bases of allocating functional dis- 
tributing costs by commodities, classes 
of customers, and territories, is beyond 
the scope of this present article. 

In drawing conclusions from dis- 
tributing costs or expense figures as to 
the indicated desirability of eliminating 
or adding certain customers, territories, 
or types of orders, a conservative ap- 
proach is one which measures what is 
called “marginal cost” which is that 
amount of cost which would be saved 
by any such elimination, or which would 
be added by increasing activity in an 
added field of territory, customers or 
commodities. 


His presentiment that he would never 
return fortunately turned out to be 
wrong. 


County Surpluses 


LL county surpluses were ruled il- 
legal by the state’s attorney gen- 
eral in Wisconsin. He pointed out that 
“since counties’ powers with respect to 
taxation are not inherent, but are de- 
rived from statute, the absence of statu- 
tory authorization is as effective a pro- 
hibition as expressed words.” 
—Tax Foundation 








Tax Freedom Finances a Co-op 


RECENT advertisement in a Michigan newspaper says: 
“When the Lapeer County Co-op was organized in 1938 less than $1,500 


was put up as capital by a handful of interested persons. Others had to pay 

nothing. That’s all the private capital that was ever put into this organization. 

“Today your co-op is valued at well in excess of $100,000. Just $29,000 of 
debts are outstanding. The rest of the $100,000 belongs to the farmers. 


“How was this done? 


“This money came not from the farmers’ pockets, but from the savings he 
made by buying and selling cooperatively. The co-op buys and sells at regular 
retail prices. The margin that would ordinarily go into the pockets of a private 
owner went into buildings and equipment that are owned by the farmers.” 

There is one important mis-statement in this advertisement. 


The last sentence properly should read: 


“The margin that would ordinarily be paid in Federal income taxes went into 


buildings and equipment.” 


Other businesses pay their taxes—grow modestly. 
Co-ops are exempt from Federal income taxes--and grow with jet-propulsion 


speed! 


—Ben C. McCase, 
NTEA President 
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Why SHEARS mean WISS | 
to your Customers 7 


Straight Trimmers — the 
general-purpose shears 














for industrial and home in Shears and Scissors | 
ee eer. to so many of your 
customers. 


Electricians’ Scissors — 
Fully Nickel Plated. 








J. WISS & SONS (0.7 
NEWARK 7,N.J., U.S.A. 


ESTABLISHED 1848 









Bent Trimmers — For industrial 
and household work on all fab- 
rics — they cut parallel with the 
table, Sizes 6” to 12”. 
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Common bright wire nails — 
OPA has announced the following maxi- 
mum retail ceiling prices for common, 
bright wire nails sold in less than keg 
lots: 3d and larger, 8 cents per lb.; smaller 
than 3d, 10 cents per lb. 

o 2 7 

Truck casters—One leading maker 
of truck casters recently increased prices 
10 per cent. 

. . a 

Retail ceilings on refrigerators 
—Amending price regulation 598, and now 
effective, OPA has announced 4 per cent 
retail price increases on household refrig- 
erators. This increase will reflect the 8 
per cent raise in ceiling prices allowed 
manufacturers because of their higher 
labor and material costs. 

~ ” . 

Small electrical appliances—Ef- 
fective April 22, OPA amended several sec- 
tions of “order 6,” under price regulation 
188, relating to small electrical appliances. 
Clarified are the definitions of manufac- 
turers’ ceiling prices, and the procedures 
for computing resale prices by mail-order 
houses. The ceiling prices of dealers and 
distributors must include cash discounts, 
delivery terms and all other allowances 
made by the seller in March, 1942, or ap- 
proved by OPA since. New sellers must 
follow the authorized practice, in these re- 
gards, of their “closest competitor.” 

a 


Work-clothing prices—As a re- 
sult of increases in raw cotton prices and 
textile and apparel wages, OPA has 
amended regulation 208, effective at once. 
The ceiling prices for manufacturers are 
raised by 12 to 15 per cent, applying to 
such work clothing as overalls, work shirts 
and jackets. They were granted to give 
the industry the same profit as it earned 
in 1936-39. 

. * s 

Construction machinery ad- 
vanced—Amending price regulation 136 
April 10, OPA granted sellers of construc- 
tion machinery and equipment, operating 
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under interim price ceilings 5 per cent 
above Oct. 1, 1941, base prices, permission 
to increase their ceilings by another 5 per 


.cent, and to deliver at the new prices until 


June 15, 1946. Since the industry is again 
operating under normal conditions, a cost 
survey is now being conducted to deter- 
mine the full extent of any necessary price 
relief, and a permanent price increase fac- 
tor will be issued before June 15, OPA 
states. Manufacturers will notify resellers 
of the percentage increase they take under 
the April 10 action, and resellers may raise 
their existing ceilings by the same percen- 


tage. 
* * & 


As to tools—Wholesalers say that 
the scarcity of carpenters’ and mechanics’ 
hand tools continues. General comment is 
that tool deliveries have not improved, and 
possibly will not improve much in the next 
90 days. It now takes from 90 to 180 days 
for deliveries on some items, and, in ex- 
ceptional cases, even longer. Distributors 
report that one maker has increased its 
bolt cutter prices 15 per cent. On April 
19, OPA made effective the previously an- 
nounced 20 per cent rise in ceilings for 
machine tools, covering those types which 
were not removed from price control earlier 


in the month. 
s s s 


Warm-air furnaces—On April 19, 
OPA authorized an immediate average in- 
crease of 12.3 per cent in prices of all 
types of warm air furnaces, “to offset rising 
costs of labor and materials.” The increase 
applies directly to manufacturers’ ceiling 
prices, but OPA said it will be passed on 
to the public. Meanwhile, CPA has an- 
nounced details of its “preference” ruling 
on warm-air furnaces—now placed on the 
list of critical products obtainable with 
HH (veterans’ housing) ratings. Begin- 
ning April 15, distributors and dealers are 
required to set aside, to fill HH rated or- 
ders, 70 per cent of their inventories and 
70 per cent of subsequent shipments, for 
periods of 21 days. After each 21-day 
period has expired the distributor, jobber 


Iss 








or dealer may dispose (unrated, or other- 
wise rated) of any warm-air furnaces left 
in his “set-aside” for which he has not re- 
ceived HH rated orders. An HH rated or- 
der may not be refused by a distributor, 
jobber or dealer on the ground that he has 
no warm-air furnaces in stock, but must 
be accepted for delivery out of the 70 per 
cent set-aside of a later shipment. HH 
ratings may not be extended to the pro- 
ducers of warm-air furnaces. However, a 
producer who sells any portion of his out- 
put to others than distributors, dealers, or 
branch sales offices must, beginning April 
15, devote at least 70 per cent of such 
sales or deliveries to HH rated orders. 
. * . 

Stokers and boilers—Last month, 
Iron Fireman Mfg. Co. announced a 15 
per cent price reduction on its bituminous 
coal stoker. C. T. Burg, vice-president in 
charge of sales, told dealers at the com- 
pany’s sales convention, that the company 
s “deliberately taking a gamble” in cut- 
ting prices of its basic product when the 
current trend is for price increases, com- 
ment that: “We will win if increased sales 
permit mass production which will justify 
price reduction.” The company also an- 
nounced its entrance into the oil heating 
unit field, and placed on display for the 
first time three new types of oil burners. 
Effective April 22, manufacturers of cast 
iron boilers are provided by OPA with a 
procedure for obtaining individual price 
adjustments, by amendment to price regu- 
lation 272. This followed the April 8 ac- 
tion, whereby range boilers and storage 
tanks were advanced approximately 7 per 
cent. 

s . . 

Revised pig tin rulings — On 
April 9, CPA amended tin conservation or- 
der M-43, and provided second quarter pig 
tin quotas which will permit processors to 
melt and use the same tonnages as during 
the first quarter. Labor difficulties and 
other work interruptions prevented the full 
use of all first quarter quotas, and CPA 
permits carry-overs which will increase the 
availability of the metal in this quarter 
considerably. No sharp increase in tin pro- 
duction is yet in sight, according to offi- 
cials of CPA’s Tin, Lead, Zine Branch, 
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and this fact necessitated establishing sec- 
ond. quarter quotas along the first quarter 
pattern. Important changes in amended or- 
der M-43 include: Altering the base period 
for most items from the second quarter of 
1945 to the corresponding 1944 quarter; 
raising the tin content for the manufacture 
of collapsible tubes for medicinal pur- 
poses; and providing that terne coatings 
used on black plate may now be made 
from either pig tin or secondary tin. Tin 
for this latter purpose has been included 
with the solder quota and the combined 
quota has been established at 140 per cent 
of the solder quota, which was formerly 
135 per cent. Another change has been 
made as to the use of tin in solder. The 
restriction permitting solder containing 50 
per cent tin content for soldering stainless 
steel has been deleted. Fabricators of 
stainless steel are now permitted to use 
soldering containing not more than 35 per 
cent tin content. All hardship cases will 
be handled by appeal. 


. * * 


Another  scarcity—furniture— 
With an unprecedented demand for high- 
grade furniture brought on by wartime 
earnings, lawn and porch items are the 
only kinds available in sufficient quantity 
to meet the public’s needs. This was the 
opinion of members of the Furniture Re- 
search Association at their recent semi- 
annual meeting. Even with limited sup- 
plies, the 1946 sales volume of quality fur- 
niture is running over 60 per cent ahead 
of last year, according to Frank S. Forman, 
chairman of the group. The most sorely 
needed items, he said, are bedroom fur- 
nishings, electrical appliances, and com- 
petent help. By recent OPA action, manu- 
facturers’ prices for metal beds, cots and 
bed springs are increased 15 to 30 cents 
per unit, but consumer prices remain un- 
changed. In another ruling, under P. R. 
188, OPA on April 19 raised retail price 
ceilings 6.7 per cent on metal furniture 
made for schools, offices, hospitals and 
other non-residential purposes. At the 
same time, a 10.5 per cent increase was 
authorized for manufacturers. 


Transmission equipment—Manu- 
facturers of industrial power transmission 
equipment, including drive shafts, pulleys 
and similar parts, were given a price in- 
crease of 7.8 per cent from their Oct. 1, 
1944, prices. An OPA amendment, to this 
effect, to price regulation 136 is effective 
at once. 

a 

A handicap for paints—A threat- 
ened curtailment in the allotment of oil 
to paint manufacturers, from 70 per cent 
to 50 per cent of normal requirements, 
promises further to handicap manufactur- 
ers, wholesalers and retailers in supplying 
the much needed wants of the public. Added 
to the shortage of pigments there is a seri- 
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Sure—they’re in 
a rush for any merchandise, now. 
But over a period of time, quality 
is going to count for more than it 
ever did, It’s the merchant who 
turns down the “just-as-good” line 
that’s easy to get—quick—who’s 
going to reap the long-pull bene- 
fits of good will. 

Make your plans with Kitchen- 
Aid — the pioneer in the kitchen 
mixer field —and still the top- 


1S they do in May? 





Will they love you in December... 





quality performer. Little brother 
of Hobart commercial mixers, 
KitchenAid has reserves of power, 
thoroughness of mixing action and 
sturdiness of housings yet to be 
equalled. 

There’s a full KitchenAid line 
—2 mixers, 2 coffee mills, and a 
complete range of attachments. 
Get the KitchenAid story from 
your distributor, or write us for 
his name. 





The Hobart Manufacturing Co., KitchenAid Division, Troy, Ohio 
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SOCKET SETS 
ARE SELLERS" 


Why? Because they have a solid reputation 
for making hard jobs easy. NONE-BETTER 
Thin Wall Sockets squeeze through narrow 
Openings, reach over obstructions, and 
stretch far beyond where 
ordinary sockets stop. Bad 
tempers, torn knuckles and 

costly delays are stopped 
by thin walls. 










The NONE-BETTER Thin Wall Socket Set 
illustrated is the ideal basic set. The sale 
of extra attachments to extend its use fur- 
ther provides a continuing stream of profits 
for you. Unrivaled in performance, guaran- 
teed in quality, and backed up by attractive 
displays that make sales for you, NONE- 
BETTER Tools are sold in hardware stores 
only, Stock up today. 


sold only in theffbetter hardware stores 
THE NEW BRITAIN MACHINE CO 
NEW BRITAIN, CONN. 
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| ous shortage of paint just at the beginning March, 1942, levels. Data submitted to 
of the best season of use, and distributors OPA by a representative sample of the 


see little relief before next fall. industry has shown that a major portion of 


leet AeA the companies has been affected by wage 
Metal stamping prices—Effec- increases and all have been affected by 
tive April 8, OPA revised price regulation higher material costs. 


136, giving a further price increase to 
manufacturers of metal stampings, which 
are used in a wide variety of products, in- 


* * * 


Vacuum cleaners slowed — The 


cluding household appliances, automotive backlog of demand for 4,000,000 vacuum 
equipment, and machinery. The autho- cleaners cannot be met “until manufactur- 
rized increase is 19 per cent over their ers obtain permission to sell their appli- 
March, 1942, prices and this replaces the ances for at least enough to pay for mak- 
8 per cent increase given stamping pro- ing them,”.the Vacuum Cleaner Manufac. 
ducers on Sept. 19, 1945. Before that time turers’ Association stated recently. In- 
prices of all stampings were frozen at creases in costs of labor and materials 








SALES OF 1,366 INDEPENDENT RETAIL HARDWARE 
DEALERS IN THE UNITED STATES 


February, 1946, Comparisons 


Feb. "46 F eb. "46 
No. vs. vs. 
stores Feb.’45 Jan.’46 Feb. ’46 Feb.’45 Jan. ’46 
Tot al ... 13664 +39 +2 $12,589,566 $9,034,768 $12,363,577 











1946, $25,052,209; 1945 $18,345,097 








~ Percent Change 
Number Feb. 46 Feb. ’46 Dollar 
of firms vs. vs. Sales 
States by Regions reporting ° Feb.’45 Jan. ’46 Feb. °% 
New England 
BE aSvinnkatdsevendankundess 12 +45 —12 93,076 
FUN? EUMOMNED 6.06.56 ccccdecesees 4 +76 —l] 110,014 
DEOEENS sc ncdésdonedesates 48 +72 +9 399,844 
IE oo ctnineoaeedeanaasee 18 +36 -2 98,183 
Middle Atlantic 
CE ha dinncndadsmesensake 72 +22 —7 635,065 
ee PLE OEE POET LTTE 14 - 9 —ll 99,868 
ii dt wetienesaeedue 136 +44 + 6 964,582 
East North Central 
ee aa ee 101 +44 +2 641,269 
RN, 5 c6504540sceucdmorentaws 51 +54 + 4 341,269 
I, hina gh 4 aha in adeaneee 101 +36 + 6 709,542 
IR: cnwabanmnd o6kasemkedeces 61 +28 — 7 500,492 
EE ntti de dd ncgaedanes wes 83 +55 + 2 569,840 
West North Central 
EER COP Re rr ee 40 +44 + } 203,425 
NE haccutetbes ot on vanwodns 34 +52 +10 165,409 
ON ara ho Ln dna sh eae 32 +66 +1] 124,948 
SEES SC ay Te hee 37 +42 +15 245,186 
South Atlantic 
EERIE Pry Oe Pe 7 +34 + § 67,152 
v6 cunn siacwem ema 1] +35 + 6 133,722 
MEE Redd sicdiedcnkrerbatena tee 26 +53 + 2 466,194 
INS Sack hath i d:b endian am eaedewrs 21 +32 13 274,110 
| East South Central 
PUNE “Ue babGdaeceandicssd cckos  - +52 0 174,253 
West South Central 
CS Ee eee 15 +39 +4 145,318 
ES diined cme adath nwa 31 +33 — 2 197,491 
EY Wate h eae ndidcesendddacdees 50 +46 + 2 551,494 
Mountain 
ROSE ere Cees Pye 16 +46 +13 156,361 
Mails we cececbeekncened 14 +36 + ] 108,300 
NEY Gardctecenesecaenasaees 5 +35 —14 43,757 
a Se ee 23 +44 +13 139,101 
DEES nctcincdcdasaddeenen 8 +30 —] 249,130 
SES ee re pee 8 +31 + 2 304,517 
A? Shas. teen sack bie daeire§ 3 +65 +27 38.437 
| | Pacific 
Fh OM cc iuctenechaakeoeta 34 +37 sg 460.728 
NS 2s ds kude we aeesseedines 26 +31 -] 266,344 
RR oc cvaviWetebadiencesaes 182 +37 + 5 2,561,275 


Bureau of the Census, U. S. Department of Commerce. 





Note: (a) Number does not apply in all cases to the year-to-date figures. (5) 
Includes reports received too late for inclusion in previous monthly totals. Compiled by 
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since its members made pre-war cleaners 
have been “grossly underestimated by 


OPA,” asserts the association. It cited the | 


case of a manufacturer of vacuum cleaner 
bags who was forced to stop producing 
them because price ceilings would have 
forced him to operate at a loss. Yet, the 
concern which formerly supplied him with 
fabric has gone into the bag-making busi- 
ness and is permitted by OPA to charge 
substantially higher prices for the same 
bags. However, the association pointed out, 
vacuum cleaner manufacturers who buy 
the higher-priced bags are not permitted 
to add the cost difference in computing 
their selling prices. 
* . 

Porcelain enameled products— 
The value of shipments of porcelain enam- 
eled products for February amounted to 
$4,380,169, as compared with $4,992,918 
for January, and with $2,742,862 for Feb- 
ruary, 1945 according to a report by the 
Bureau of the Census. Shipments of cook- 
ing, household and hospital utensils ac- 
counted for $2,430,276 of the total for Feb., 
1946. These statistics were compiled from 
returns of 75 manufacturers, representing 
about the entire industry, and including 
companies doing enameling on a jobbing 
basis, as well as producers of porcelain 
enameled articles for sale. 


* * * 


The silverware situation—Head 
officials st ted in the annual report of 
Gorham Mfg. Co., that the silver situation 
might become so acute as to interfere def- 
initely with immediate future - operations. 
“An artificial shortage of silver has been 
created by failure of Congress to reenact 
the Green law,” they said. “In addition, 
introduction of bills in Congress calling for 
a much higher price for silver has caused 
the holding back of foreign supplies of 
silver pending a price determination.” In- 
ability of Gorham to get raw materials in 
sufficient quantities, and the building up of 
its depleted manufacturing force, involving 
an intensive training program, largely ac- 
counted for the decrease in the company’s 
1945 earnings. 

* a - 

Radio production gains slowly— 
The output of radio sets is increasing 
slowly, but shortages of parts attributed to 
unworkable price ceilings restrict output, 
leading manufacturers report. Most cur- 
rent output is limited to small table mod- 
els, which require fewer and less complex 
parts and which can be put into plastic 
cabinets, makers said. Console models re- 
quire wood cabinets, which are scarce be- 
cause cabinet manufacturers are devoting 
most of their production to furniture, a 
more profitable line. Stewart-Warner Corp. 
is manufacturing only 40 per cent of its 
scheduled output, according to Frank A. 
Hiter, vice-president. All are small mod- 
els, although the company’s plans for pro- 
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WELDED AND WELDLESS 
FOR EVERY PURPOSE 


























@ High grade welded and weldless 
Cleveland Chain merchandise has been 
a profitable seller in hardware stores for 
generations. Its fine uniform quality 
never varies. That is why it enjoys 
such widespread preference . . . why 
it can build future business for you. 













REEL SALESMAN 
DISPLAY STAND 


Tested merchandiser for a large 
assortment of welded and weld- 
less chain. Holds four full reels 
of chain or equivalent in one- 
half or one-third reels. Finish, 
red baked enamel. Available 
with any one of nine assortments 
of Cleveland Chain. 


SALES MASTER 
A larger display stand hold- 


ing six full reels of chain 14 1, 

and having compartments in rDRY 

: SINC 18 
the base for storing and mer- e - “9 


chandising heavier types of 
chain such as Proof Coil. 


AVAILABLE THROUGH LEADING HARDWARE JOBBERS 


The Cleveland Chain & Yly. Co. 
Cleveland, 5 Ohio 
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BERKSHIRE 


READY MIXED 


[ALUMINUM PAINT 
INTERIOR a EXTERIOR 


"Shine paint cOMPEE 


, . ecacwusit!s 
Ut a massacwust 


seal the surface painted. 


lustre. 








HERE IS A SURE-FIRE 
SALES OPPORTUNITY 


Berkshire was originally produced 
for use by dairies to supply the need 
for paint that would withstand con- 
tinuous heat and moisture and re- 
tain its brightness and sanitary fea- 
tures. Its name spread because 
Berkshire invariably made good. It 
is now widely used in all industries 
and by consumers in the building 
and home maintenance field. 


NOT JUST ANOTHER PAINT 


for wherever sold Berkshire has rapidly won customer approval 
with resulting increase in sales and profit for the dealer. 


Berkshire Aluminum paint is ready-mixed and will never discolor 
or harden in the container. 


This superb product may be used on all types of surfaces, wood, 
metal, canvas, concrete, cement, etc. 


Berkshire may be painted directly over damp surfaces and will 
Berkshire may be applied on interior and exterior surfaces with 
brush or spray gun and dries with a hard, lasting, brilliant metallic 


ASK YOUR DISTRIBUTOR FOR BERKSHIRE 
BERKSHIRE PAINT CO., Box 251, Highland Station — Springfield, Mass. 











SELL WILCOX 


EYE HOIST 
WIRE ROPE SLING 
LARGE EYE SINGLE 
LARGE EYE MATCH 

SINGLE, WITH THIMBLE 

MATCH, WITH THIMBLE 










Correct Size and Shape, 
Drop Forged, Best Quality Steel, 


Ample Cross Section at Critical Points 


They sell best because they’re known best and because 
they’re “dependable.” Wilcox-Crittenden’s Heavy and 
Shelf Hardware and Wire Rope Fittings are fast-selling 
profit-makers. The Industry knaws them for safety and 
efficiency. Stock WILCOX, and build repeat business. 


Prompt deliveries 
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We Protect the Trade 


1, CRITE 


e Write for Catalog 
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Specify WILCOX-CRITTENDEN 








duction of console radios are complete, 
awaiting materials. Mr. Hiter believes the 
shortage of parts will continue until price 


relief is granted. 
. = > 


Fishing tackle—Quite a variety 
of fishing tackle, mostly 1941 models in a 
new dress, has begun to appear on sporting 
goods counters. Fly reels and casting rods 
lead in the showings, but there are also 
a few bamboo and steel fly rods and occa- 
sionally a casting reel. Apparently a lot 
of salt water fishing reels have shown them- 
selves, even in the larger Northern cities, a 
long way from deep-sea water. Tackle 
manufacturers complain that many of their 
intended products are being held up by 
strikes, difficulty in obtaining materials and 
labor shortage. Fine fly and casting rods 
of bamboo probably will be difficult to 
obtain for some time, since most of the 
better bamboo must be imported from In- 
dia and the Malay States and must be 
properly seasoned. Steel and plastic arti- 
cles—rods and lures especially, should be 
coming through in sufficient quantity by 
midsummer to care for 1946 vacationists. 


Building materials — Reports in- 
dicate that building materials are booked 
three to 12 months ahead. Hardwood floor- 
ing is six to 10 months behind demand; 
brick inventories are 15 per cent of nor- 
mal, with orders booked four months ahead 
of current production; structural clay in- 
ventories are 12 per cent of normal; cast 
iron pipe is 12 months behind; nails will 
continue in short supply until July; and 
the heavy strike backlog in iron and steel 
places hardware, screening, heating and 
plumbing fixtures four to six months be- 
hind. A Commerce Department survey 
hints the scramble for so many building 
materials may leave a lot of projects half- 
finished this summer. As to prices in the 
materials field, OPA has ruled that adjust- 
ment of maximum prices established under 
area orders for building and construction 
materials may now be made by regional 
OPA administrators and OPA district di- 
rectors. This is provided in an amendment 
to general order 68, effective at once. Ceil- 
ing prices have been set by OPA for 11 
new sizes of brick and seven new sizes of 
structural building tile. This order, under 
price regulation 592, also is effective at 
once. 

. + © 

Rock-lath shortage—For lack of 
paper, hundreds of houses for veterans un- 
der construction-in the mid-west (and else- 
where) cannot be completed, builders re- 
port. They claim that houses stand fin- 
ished except for plastering. Plastering is 
held up because no lath is to be had. Rock 
lath, the type chiefly used in recent years, 
requires a paper surfacing. Manufactur- 
ers cannot produce because a government 
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ruling forbids their going into the open 
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ates, a 12 out of 15 major consumer items. “Ser- 
Tackle vices,” therefore, must have been respon- * ATTRACTIVE NEW DESIGNS! 
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Two Quality Favorites 


For more profit per sale . plus the 
steady profit that comes from unfailing 
customer-satisfaction . . these two 
popular sizes of Bassick top-quality 
“Diamond-Arrow’’ Casters are rec- 
ognized standouts 

The famous Bassick two-level ball race 
construction prov ides ful! floating 
swivel action. Self-lubricating bearings 
assure longer life and easier movement, 


while “‘Baco™’ composition wheels with 
soft rubber treads protect the finest 
floors 


Order these fast-selling Bassick ‘‘Dia- 
mond-Arrow’’ Casters from your job- 
ber. Packed one set per box. THE BAS- 
SICK COMPANY, Bridgeport 2, Conn. 


Division of Stewart-Warner Corpora- 


tion. Canadian Div.: Stewart-Warner- 
Alemite Corporation, Ltd., Belleville, 
Ontario 





Sell “Diamond-Arrow” Casters— 
No other quite so fine 
As these steady profit-makers 
Of the famous Bassick line. 














Bassick 


MAKING MORE KINDS OF CASTERS 
. . +» MAKING CASTERS DO MORE 
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substantial upward trend in the first week, 
rising well above the preceding week and 
12 to 16 per cent over the corresponding 
week last year, according to Dun & Brad- 
street, Inc. 

. . . 

Rubber outlook —The largest 
peace-time production in the history of the 
rubber industry was predicted for 1946 
by Herbert E. Smith, president of the 
United States Rubber Co. He estimated 
the value of goods to be produced at 1% 
billion dollars, an increase of 80 per cent 
over 1940. More than half the output will 
be accounted for by tires. Although a 
shortage of rayon cord exists, Mr. Smith 
believes this will be overcome so that be- 
tween 85 and 90 million tires will be made 
this year. Of these 70 million will be for 
passenger cars, 14 million for trucks and 
buses, 4 million for farm tractors and im- 
plements, and the remainder for airplanes 
and industrial use. “Demand and supply 
already are in reasonable balance in re 
spect to farm tires. The same will be true 
of truck and bus tires by July 1. And by 
this fall, motorists will be able to buy the 
passenger car tires they need, although it 
will he 1947 before normal inventory 
returns.” 

> . . 

Spending—for what?—In 1939, 

the most recent year for which there is an 


| accurate measure of retail trade, 131,669,- 
275 persons spent $42,041,790,000 in retail 


stores, an expenditure of $320 per capita. 
This compares with $394 in 1929 and $257 
in 1935. Now per capita spending is esti- 
mated at an all-time high of $550, based 
on estimated total retail sales of $73,441,- 
300,000 and a total civilian population, in- 
cluding partially demobilized armed forces, 
of 133,562,200. Considering war-enhanced 
purchasing power, this does not seem ex- 
cessive. But for what is it being spent? 
In 1945, very few cars, refrigerators, stoves 
and similar high-priced items were sold. 


There were some shortages of clothing, 
cigarettes, foodstuffs and household needs. 
In 1929 all these things were abundant, yet 
expenditures of that “year of plenty” have 
been exceeded by $156 per person. Rising 
prices account for higher expenditures in 
some degree. Large expenditures for al- 
coholic beverages are a completely new 
addition to the retail sales picture of 1929 
There are now, according to report, very 
large sales of “luxury items,” such as jew- 
elry; the larger department stores are deal- 
ing in airplanes, and in collectors’ art; 
while Sears, Roebuck catalogs show dia- 
mond rings costing up to $4,900. How 
high will the “per capita” mount, when 
all the things people want (if ever) are 
available? 
* . . 

More income—more babies—The 
establishing of “baby goods departments,” 
recently the theme of thought and action 
among town and city hardware stores, was 
dramatically discussed at the recent (Chi- 
cago) convention of the National Whole- 
sale Druggists’ Association. Especially 
noted were statements by George F. Smith, 
president of Johnson & Johnson, who urged 
that drug retailers “cash in on this, one of 
the biggest challenges of the post-war 
period.” Mr. Smith said the birth rate 
“possibilities for 1946 and 1947 are such 
as to stagger the imagination,” and fore- 
cast a $180,000,000 business in infant goods 
for 1946. This figure included only drug 
store items, said Mr. Smith, and that 
“smart merchandisers outside the drug field 
have more than a casual eye on this far- 
reaching sales opportunity.” He cited two 
factors as responsible for the increase, the 
return of men from overseas service with 
the idea of establishing their own homes 
and raising families, and “the dramatic in- 
crease in the average income.” “In 1935,” 
he said, “20,000,000 persons were earning 
$1,000 a year or less. It is estimated that 
by this year 12,000,000 of these persons 








The Aim of Cooperation 


OOPERATION in America has been largely a farmers’ marketing system. It 
is now being extended into the cities. Both CIO and AF of L are said to be 





interested in establishing chains of cooperative grocery stores, and CIO-UAW’s 


| Walter P. Reuther has proposed that labor-owned cooperatives be set up to manu- 
| facture prefabricated houses, farm machinery, electric appliances and railway 
| equipment. 


Inspiration for these city co-ops is legal avoidance of Federal income tax, pro- 


| viding an enormous advantage over taxpaying competitors. 


Dr. James Peter Warbasse, president emeritus of the Cooperative League of the 


U. S., has written: 


“The ultimate destiny of the consumers’ cooperative movement is to obtain or to 


| produce in factory, shop, mine, sea, air and land, all that the consumers require. .. . 
| The cooperative movement is tending toward a Cooperative Democracy as a substi- 
| tute for the political state.” 


The Canadian province of Saskatchewan is now governed by the Cooperative 
Commonwealth Party. It is frankly called Socialism. 


—Paut L. Courtney. 
Nortl:eastern Manager. NTEA 
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had moved into income brackets between 
$1,500 and $3,000 a year. Birth rates in- 
crease with advancing income and the 
Econometric Institute predicts a continued 
rise in the birth rate to more than 3,500,- 
000 by 1950.” 

* 7 * 

Status of the indices—The con- 
tinued strike in the soft coal fields threat- 
ens nation-wide production in nearly all 
industries, and caused another decline in 
business activity in the week ended April 
13 according to Moody’s Investors Service. 
Its index for the week stood at 178.1 per 
cent of the 1935-39 average, against 185.6 
in the preceding week, and 229.9 a year 
earlier. Operations considered are carload- 
ings, electric output and steel production. 
The Associated Press wholesale price index 
of 35 commodities in mid-April remained 
above 117 per cent of the 1926 average— 
practically at the peak for 1946, and well 
above the “highs” of all recent years. 

e . * 


A 16-year high—In the latest 
week reported, civil engineering construc- 
tion awards in the United States rose to 
a new peak since Nov., 1942, while private 
contracts soared to a 16-year high. Engi- 
neering News-Record reports that contracts 
awarded in the week totaled $154,743,000, 
compared with $22,181,000 in the corre- 
sponding 1945 period. Private building set 
a new record since March 30, 1930, at 
$104,944,000, against $6,131,000 a year ago. 
Public construction rose to $49,799,000 
from $16,050,000 last year. 

. o * . 

March employment—The Census 
Bureau reports that 2,120,000 more Ameri- 
cans were employed in this peacetime 
March of 1946, than in the war-production 
month of March, 1945. Employment rose 
to 52,950,000 in the month—only 570,000 
below that of Aug., 1945, the month in 
which Japan gave up. Unemployment fig- 
ures reached 2,710,000 during the month, 
compared with 830,000 at the end of 
March, 1945. 

* . > 

Ducks, geese — Looking toward 
1946 fall shooting, some state conservation 
heads say that further hunting restrictions 
probably will be imposed next fall, “unless 
unexpected bumper crops of young ducks 
and geese are produced in the next few 
months.” Canadian prairie provinces where 
most of the Mississippi flyway mallards 
are bred report threats of a drought com- 
parable to that which caused the duck 
depression of the mid-30’s. While the duck 
hunting outlook korders on gloom, that for 
goose hunting is worse. 

* s a 

New aluminum uses—Continuing 
and new uses for aluminum ranging from 
railroad locomotives to clothespins are 
forecast by the Aluminum Co. of America. 
Prospects in the building field are particu- 
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Cn 3 
An always-item for your 
customers. Fire protection is 


a profitable business ... 


Still greater customer awareness of Pyrene fire extin- 
guishers is being created by a forceful campaign of ad- 
vertisements in leading trade and consumer magazines. 
For more and better fire extinguisher customers sell the 
idea of quality and service — standardization on the 
complete line of Pyrene Fire Equipment For Every Hazard, 
including — 











Pyrene Quart size Va- igs Heavy duty Pyrene 
porizing Liquid type f Vaporizing Liquid 
for all classes of fires air pressure extin- 
in incipient stage, es- guisher 2 quart 
pecially fires in flam- size. Special nozzle 
mable liquids and provides either 
solid stream or fan- 
shaped spray with 
temporary shut-off. 
Open valve to 
operate. 






























Pyrene Foam type 
extinguisher devel- 
ops 22 gallons of 
free-flowing foam 
that smothers fire in 
oils, gasoline, tar, 
wax, paints, lacquer 
and other flam- 
mable liquids and 
ordinary combus- 
tible solids, 


Pyrene Heavy duty 
gallon size Vapor- 
izing Liquid extin- 
guisher. Discharged 
by air pressure 
without pumping 
by opening valve. 
Throws continuous 
stream. For all 
classes of incipient 
fires. 




















purene Manufacturing Compan) 
2 NEWARK 8 NEW JERSEY L 


Affiliated with the C-O-Two Fire Equipment Co 





Illustrates 
quiet smoothness 


of Monitor 
Silent Flow 
Automatic 
Water System 





The Monitor Automatic Deep 
Well Water System runs so 
smoothly you can balance a 
pencil on the case while the 
motor is running. Demonstrate 
that to your customer and 
you have a real salesmaker. 

A pencil standing on end 
points out a remarkable Moni- 
tor achievement in quiet, pre- 
cision operation. It means less 
vibration, less operating noise. 
It means longer life of essential 
parts, big pumping capacity 
with a minimum of power, and 
more dependable operation. 

All moving parts of the 
Monitor Automatic system are 
precision- machined like an 
automobile motor. Ball and 
roller bearings throughout 
plus new “‘hollow- plunger” 
oil pump eliminates starting 
drag. Beautifully designed 
Iron Vault case muffles sound. 

Here is that “postwar” 
water system you heard so 
much about. Write 
your nearest Baker 
branch and ask 
about a franchise 
for your territory. 

















SIEENT=AE0 W== 
AUTOMATIC WATER SYSTEM 


BAKER MFG. CO., EVANSVILLE, WISCONSIN 


BAKER MFG. CO.: Minneapolis, Minn.; Madison, 
Wis.; Fort Dodge, la.; Cedar Rapids, la.; Omaha, 
Neb.; Kansas City, Mo.; Enid, Okla.; Hutchinson, 
Kansas; BAKER MFG. LTD.: Winnipeg, Canada; 
AXTELL CO.: Fort Worth, Texas; Amarillo, Texas; 
Lubbock, Texas; San Angelo, Texas. 
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larly good, said Arthur V. Davis, chair- 
man, and Roy A. Hunt, president, in their 
1945 annual report to stockholders. The 
potential market for roofing sheet, intro- 
duced last year, runs into hundreds of 
millions of pounds. Other large outlets for 
the metal include sheathing, gutters and 
spouting, windows, venetian blinds, screen 
cloth, and garage doors. The manufacture 
of refrigeration equipment, ladders, furni- 
ture, cooking utensils, tableware and ap- 
pliances will utilize a large poundage. 
Company officials predict a more general 
use of the metal in the railroad field. Last 
year 1100 railroad passenger cars were 
ordered, of which 160 will be of all alu- 
minum construction, averaging 20,000 lb. 
per car—and the rest will use 2000 to 
10,000 Ib. per car. In the automotive in- 
dustry aluminum will be largely used for 
truck and trailer bodies, buses, axle hous- 
ings, wheels, and other applications. All 
major air lines plan expansion of passen- 
ger and freight service with aluminum con- 
tinuing the principal material in their new 
airplanes. Small aircraft construction is 
utilizing more and more of the metal. In- 
creased amounts of aluminum are expected 
to be used in industrial chemical equip- 
ment, textile machinery, bearings, irriga- 
tion pipes, diesel engine applications, and 
auto license plates. 


7 > _ 
Lead for pigments—Because of 


the critical shortage of lead, members of 
the Lead Pigment industry advisory com- 





mittee have given their approval to a pro- 
posed new CPA regulation which will 
place further restrictions on the use of 
lead and lead chemicals. If the order is 
issued, it may decrease the amount of lead 
available for chemicals by approximately 
18 per cent. 
* : - 

Urgency certificates for sur- 
pluses—Early in April, CPA announced 
the creation of 60-day “urgency certifi- 
cates” to be issued to producers of criti- 
cally scarce products, to give them first 
call on War Assets Administration stocks 
of surplus equipment. Such producers must 
demonstrate that they need the equipment 
urgently to sustain or increase their pro- 
duction. The new urgency certificates will 
be issued only for equipment needed by 
producers of the commodities classified as 
“critical” in P. R. 28, now including cer- 
tain types of coal; coal mining and clay 
products machinery; malleable and gray 
iron castings, including cast iron soil pipe 
and radiation, lumber, logs and pulpwood; 
softwood veneer, plywood and mill work; 
concrete building products, and machinery 
and equipment for making them; rosin; 
fractional horsepower A.C. motors; and 
electrical high-silicon sheet steel. The issu- 
ance of an urgency certificate, CPA warns, 
does not assure that its holder will get 
the equipment; only that if he can locate 
the equipment he needs in WAA stocks, 
he and other holders of similar certificates 
will take precedence over any other class 
of buyers. 








Someday It 


Editor, HarpwareE AGE: 


We liked your editorial, “Someday,” 


in the Jan. 31 issue of HARDWARE AGE. 


We have often thought, and still 
think, that someday Mr. Average Citi- 
zen, should form an’ organization, for 
instance, American Protective Associa- 
tion, and try to induce the great gen- 
eral public to join. We could, no doubt, 
get 10 times as many members as all 
the unions in this country. And the 
dues would not have to be more than 
about $5 per year. 

If a man wanted to wash his own 
windows and someone would come along 
and ask if there were any window wash- 
ers in town, he could very easily reply 
that that was none of its business and 
could talk back just as loud as he 
could. In other words, the unions are 
making the same mistake that capital 
used to make, They are going too far. 

An organization of this kind might 
be the means of solving some of the dif- 
ferences between capital and labor. 
One thing it could do would be to put 
a backbone in the officials in this coun- 


May Happen 


try. We mean by that that a great 
many things are allowed to pass as 
right that are dead wrong, just because 
the officials think the greatest pressure 
comes from labor. And in thinking 
that, at the present time, they are right. 
But if there was another group, much 
stronger, that believed in having real 
liberty in this country, you would see 
a change in the enforcement of the 
laws in reference to these continual 
strikes. 

These few lines are just between you 
and ourselves, for it does not do any 
good to stick your neck out unless you 
are engaged in a crusade and really 
think and believe you are going some 
place. 

However, if you stumble on anything 
in our effort and care to use, go right 
ahead. We are just stubborn enough 
to think and believe in some kind of 
an outcome along the above lines, if 
we are to make very much of a head- 
way in preserving true American 
liberty to the United States. 

—Durnam Harpware Co., 
Sisterville, W. Wa. 


HARDWARE AGE 











a pro- 
h will 
use of 
rder is 
of lead 
imately 


sur- 
ounced 
certifi- 
E criti- 
n first 
stocks 
$ must 
ipment 
r pro- 
s will 
ed by 
ied as 
g cer- 
1 clay 
| gray 
l pipe 
wood ; 
work ; 
hinery 
rosin; 
; and 
» issu- 
warns, 
ll get 
locate 
tocks, 
ficates 
class 


great 
iS as 
ause 
ssure 
king 
ight. 
nuch 
real 

| see 
the 
nual 


you 
any 
you 
ally 
ome 


ning 
ight 
ugh 
1 of 
» if 
pad- 


ican 


Co., 





MAY 9, 1946 





@ You'll profit by displaying cro- 
quet—America’s Family Game! 

1. From croquet sales: 

2. From increased sale of yard 
equipment—chairs, tables, 
umbrellas. 

Croquet brings the family to- 
gether in the yard—promotes 
yard and lawn consciousness. 
Display croquet with your yard 
equipment and deal 
yourself in on this 
profitable promotion. 

South Bend cro- 
quet production is 
still not sufficient to 
meet demand, ne- 
cessitating our serv- 
ing Customers on an 
allotment basis. So 
get the help of your 
South Bend jobber 
to establish priority 
on deliveries, now! 


SALES REPRESENTATIVES 


Eastern — Julius Levenson, 7 E. 17th St., N. ¥. 
Southern — Louis Williams, Nashville, Tenn. 
Midwest — South Bend Toy Mfg., So. Bend, Ind. 


So. Cal. & S. W.—Glenn B. White & Assoc., 
122 E. 7th St., Los Angeles 14, Cal. 


No. Calif. — Standard Tor Agencies, 718 Mission, 
San Francisco, Cal. 

Denver & Pac. N. W.—Leo Scherrer, 2840 W. 
93rd St., Seattle 7, Wash. 


SOUTH BEND TOY MFG. CO. 
SOUTH BEND, INDIANA 


SOUTH/BEND 


AMERICA’S FAMILY GAME 


Croquet Sets « Baby Carriages » Children’s Furniture 
Doli Carriages + for over 70 continuous years, 











Linoleum increased — Manufac- 
turers of linoleum and felt-base floor cover- 
ings are granted an additional 6% per cent 
increase over their March, 1942, prices, 
bringing the total increase authorized to 
date to 15% per cent. This is by OPA 
amendment to regulation 188, effective at 


once, 
* * * 


Ray-O-Vac batteries—On April 
12, OPA authorized an increase for Ray-O- 
Vac Co., Madison, Wis., of 9% per cent on 
its sales of its dry-cell batteries, over its 
ceiling prices (under MPR 188) thereto- 
fore ruling “to each class of purchaser.” 

* + a 

Segal lock prices—Effective April 
13, OPA authorized Segal Lock & Hard- 
ware Co. to determine maximum prices for 
its line of builders’ hardware by increasing 
by 17 per cent, its Oct. 1, 1941, prices, to 
each class of purchaser. It is stated that 
this ruling is “not intended to reduce any 
earlier properly established maximum 
prices.” Resellers of the Segal lines are 
to determine their maximum prices under 
OPA’s Supplementary price order 151, of 
March 13, 1946. 

* * * 

Aluminum gift-ware—On April 
11, OPA ruled that makers of aluminum 
gift-ware, who were operating before the 
close of March, 1942, must observe as their 
ceilings their “last price stated” for the 
sale of each article, before March 31, 1942. 
New items originated since must be com- 
puted under the privisions of price regula- 
tion 188. 


* * ” 


Newart electrical fittings — A | 


March 20, OPA ruling, under Supplemen- 
tary Order 142 provides for a 28.62 per 
cent increase in the net prices ruling just 
prior to Feb. 1, 1946, on electrical fittings 
manufactured by the Newart Mfg. Co. Re- 
sellers may add to their maximum prices 
in effect prior to February 1, the actual 
dollars and cents amount of increase in 
their cost resulting from this advance 
granted to the manufacturer. 
. oJ 2 


Wheel goods—The OPA order re- 
quiring manufacturers of certain consumer 
durable goods to report on production each 
month was amended (May 1) to include 
three additional wheel goods items; baby 
carriage’, strollers and walkers. 

7 * * 

Plumbing fixtures—An April 11 
order by OPA authorized the computing of 
maximum prices by the Eljer Co., Los 
Angeles, on its cast iron plumbing fixtures 
and trimmings. These may be determined 
by adding 22 per cent increase to the com- 
pany’s Oct. 1, 1941, prices to each class of 
purchaser. If prices authorized under 
under MPR 591 on any item should be 
higher than this computation, such items 
need not be reduced. Resellers may use 
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* BRANCHES + 
BAKER MFG. CO.: Minneapolis, Minn.s 
Madison, Wis.; Fort Dodge, la; Cedar 
Rapids, Ia.; Omaha, Neb.: Kansas City. 
Mo.; Enid, Okla.; Hutchinson, Kansas 
BAKER MFG. LTD., Winnipeg. Canada 
AXTELL CO. Fort Worth, Tex.: Amarillo, 
Tex.; Lubbock, Tex.; San Angelo, Tex. 















BAKER MANUFACTORING CO., EVANSVILLE, WIS 
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their authorized resale prices of April 10, 
1946, on Eljer items, plus the dollar-and- 
cents cost increase resulting from the 


above action. 
* * * 


Tools, dies, etce.—Manufacturers 
of tools, dies, jigs, fixtures, molds and pat- 
terns used in making general machines, 
parts and industrial equipment covered by 
the general machinery regulation are as- 
sured of maximum prices at least equal 
to current total costs in sales to pur- 
chasers of the finished machines. OPA 
has thus ruled, in an amendment to price 
regulation 136, effective immediately. 


Price relief promised — Early 
price relief to break bottle-necks retarding 
the préduction of radio sets will be 
granted to radio manufacturers, an OPA 
spokesman has stated. An order raising 
prices of tubes will be issued very soon, 
and will be followed by price adjustments 
for set manufacturers. OPA cannot yet 
state the probable amount of the latter in- 
crease, nor the effect on prices to the con- 


sumer. 
. * > 


Electrical conduit and tubing— 
To increase the supply of electrical steel 
ducts urgently needed for the building pro- 
gram, manufacturers of rigid and flexible 
conduit and metallic steel tubing have been 
given a price increase factor of 13 per cent 
over present ceiling prices, exclusive of any 
increases established by individual pro- 
ducers. This interim price increase, made 
effective by OPA April 23, may be passed 
an by resellers of these products, who may 
add the same percentage to their prices, 
because, as OPA explains, they “operate 
on such a small profit margin that they 
cannot absorb the increase.” Manufac- 
turers’ and resellers’ prices for these lines 
were formerly frozen at their Oct. 1, 1941, 
price levels. By a later OPA action, dol- 
lar-and-cent ceilings are, fixed for sales of 
non-Metallic sheathed cables, types R and 
T, by all manufacturers and other sellers. 
This is by amendment to price regulation 
82, effective April 30. 


Late price notes—Manufacturers 
of steel shovels, scoops and spades are 
granted in interim wage-price increase 
amounting to 9 per cent of existing ceiling 
prices, by an OPA order under price regu- 
lation 188, effective at once. From jobbing 
sources is reported a 12% per cent in- 
crease on garden trowels, and a 15 per cent 
advance on hand and platform trucks. It 
is understood that these may be passed 
along to the consumer. Ceilings on pole 
line hardware and line construction special- 
ties have been increased 15 per cent by 
OPA, in a recent order under price regu- 
lation 136. An interim wage-price increase 
amounting to 2 per cent of 1941 prices is 


granted manufacturers of metal household 
furniture by OPA to offset thg recent rise 
in the price of steel. This amendment to 
regulation 188 is effective April 29. Ceil- 
ing prices for malleable iron castings were 
increased an average of 7 per cent by OPA 
amendment to regulation 241, effective at 
once. OPA has made revisions affecting 
both converters and distributors of up- 
holstery, drapery and slipcover fabrics 
(woven decorative fabrics) in amendments 
to price regulations 39 and 127, both effec- 
tive at once. Effective April 23, OPA 
amended price regulation 459, authorizing 
a manufacturers’ mark-up of not to exceed 
75 cents per 100 rolls (one inch wide 
basis) on their sales of standard gummed 
Kraft sealing tape. 
* . > 


Metal cutting tools — Effective 
April 23, OPA has granted makers of cut- 
ting tools, attachments and accessories for 
machinery and machine tools, an increase 
of 17.3 per cent over their prices ruling on 
March 31, 1942. It is estimated that some 
200,000 items are affected, of manual tools 
for the cutting, forming and punching of 
metals. Buffing and industrial wheels are 
not included. OPA states that resellers 
margins are too small to absorb the in- 
crease, so it may be passed along on a 
percentage basis. 

. . > 
Indeterminate action on motors 
-~On April 16, OPA announced that sel- 
lers of integral and fractional horsepower 
motors and generators may (on agreement 
with their customers) bill these items at 
their last prices, to be later adjusted and 
re-billed upward, when and if OPA autho- 
rizes higher ceilings, already requested by 
the industry, and now under consideration. 
« * © 

Metal frame cots and chairs— 
By two actions on April 10, OPA granted 
ceiling increases to Simmons Co. on its 
Sun-tan metal frame cots, and its up- 
holstered spring steel chairs. May, 1941, 
prices “to each class of purchaser,” may be 
raised by the manufacturer 34 per cent on 
the cots made at Kenosha, Wis., and 38% 
per cent on those made at Elizabeth, N. J. 
Increases on the chairs may be 32.6 per 
cent at Kenosha and 37.7 per cent at 
Elizabeth. The April 10 orders also state 
the methods to be used in computing 
prices to be charged by resellers. 

* * * 

Items classed “critical”—Four 
additional “pbuilding items, also furnaces 
and copper magnet wire have been classi- 
fied in critically short supply by CPA, and 
made subject to priorities assistance to 
maintain or increase their production. 
Makers of asphalt and tarred roofing prod- 
ucts, building board, gypsum board and 
lath, warm-air furnaces and copper magnet 
wire may apply for CC preference ratings, 
through a new amendment of priorities 
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regulation 28. Producers of special ma- | 


chinery for making asphalt and tarred 
roofing products, building board and gyp- 
sum board and lath may also apply for CC 
ratings. Warm-air furnaces also will be 
obtainable with HH (Veteran’s housing) 


preference rating under P. R. 33, and CPA | 
has acted to establish a reserve supply for | 


such use. 
. . . 
Apex sales—The Apex Electrical 
Mfg. Co., Cleveland, Ohio, reported net 
sales of $22,960,393, almost entirely war 
products, in 1945, as compared with $13,- 
494,561 the previous year—a gain of 70 
per cent. 
. s = 


Two edge razor blades — The 


American Safety Razor Corp., Brooklyn, | 
N. Y., has announced a price reduction on | 


its Gem reversible (two edge) blade as of 
May 1. Formerly having a suggested re- 
tail selling price of 35 cents, the suggested 


price is now five for 25 cents, dealer cost | 


being $1.75 per 
packages. 


counter card of 10 


s es # 


Mansfield tire sales—Mansfield 
Tire & Rubber Co., Mansfield, Ohio, re- 
ported to its stockholders, recently, that 
1945 net sales set an all time high of 
$25,902,681. 


Stewart-Warner sales — Net | 
sales for 1945 of $78,430,384, third highest | 


in the company’s history, were reported by 
Stewart-Warner Corp., in its annual re- 
port issued April 8. 
e+ 
Reynolds pens—Net sales of the 
Reynolds International Pen Co., Chicago, 


Ill., totalled $5,674,329, in the six months 


ended Jan. 31, 1946. 
t * > 

Hercules Powder sales — Net 
sales of goods and services by Hercules 
Powder Co., Wilmington, Del., for the first 
quarter of 1946, were $23,003,774, com- 
pared with $28,259,873 in the same period 
last year. 

* > * 

United Wallpaper, Inc. — Net 
sales of United Wallpaper, Inc., Chicago, 
Ill., and domestic subsidiaries for the first 
six months of the fiscal year, ended Dec. 


31, 1945, totaled $6,786,272. 





IN 1925 the amount paid by the fed- 
eral government to the states in the 
form of aids and grants was only $114 
million. By 1944 that had increased to 
$806 million. The money didn’t come 
out of the tap—it was paid by the tax- 
payer himself! 








Latest News on 
RECONVERSION 
on page 178 
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ORDER NOW for PROMPT DELIVERY! 
STAINLESS STEEL 


SAUCE PANS ¢ SAUCE POTS 





WITH or 


2-3-4 quarts 
WITHOUT COVERS 


Truly one of our finest metal ware! Made of heavy gauge stainless steel and special 
pluramelt. Choice of stainless steel handles, or panelyte handles. Ample supply for 


buyers who order now! 





WE ALSO HAVE AVAILABLE 
ALL STAINLESS STEEL FRYING PANS 
(special pluramelt—heavy gauge). Choice of stainless steel handles 
or ee. py 
Diameters 8'/2"* - at 

LADLES 2-4-7-9 oz. © SKIMMERS @ FORKS ¢ CAKE TURNERS and SPATULAS 

COCKTAIL and JULEP STRAINERS © RACKS © JIGGERS 
ea © BUTTER-CHIPS @ ASHTRAYS 











We invite you to visit our New York or Chicago Showrooms and see our exceptional 
line for home use, restaurant and hotel needs. 


FREEPORT MACHINE WORKS, INC. 


OFFICE: 16 East 52nd Street — Phone: Plaza 3-8225 
SHOWROOMS: Rooms 502-503, 1150 Broadway — NEW YORK CITY 
FACTORY: Freeport, N. Y. 

CHICAGO SHOWROOMS: Room 408 — 205 West Wacker Drive 























JOHN 


The wire of a thousand uses. When a cus- 
tomer wants a small amount of the highest 
quality steel wire the Johnson attractive 
package is the answer. Put up in boxes 
containing % Ib., 2 Ib., and 1 Ib. for con- 
venient handling and display. This product 
is readily salable to countless users. Every 
mechanic, amateur or professional, is a pros- 
pect for this wire. 


ty 


WORCESTER 1, MASSACHUSETTS 


LOS ANGELES 


JOHNSON STEEL & WIRE CO.INC 


c NTO 
EW YORK AKRON peTROIT CHICAGO TORO 
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Battery-Operated 
Electric Fencer 


Red Devil Tools, Irvington, N. J., has 
announced its Model 335, battery-operated 
electric fencer, for single wire fences. 


4 





According to the maker, the “wheel action” 
contact uses current only instantaneously, 
centrifugal force does the rest. The revolv- 
ing wheel is the only moving part, and its 
rods and bearings are made of stainless 
steel. Nothing to grease or oil. Said to 
operate with complete safety and uses any 
6-volt, hot-shot or storage battery. Manu- 
facturer states that this unit is not affected 
by powerline failures. Unit is hermetically 
sealed under a heavy glass dome against 
snow, rain or condensation. May be placed 
in a barn or hung from a post. Comes 
complete with battery clamps, fence con- 
nectors, screws, template, switch, battery 
wiring and hanging bracket. Complete in- 
structions for setting up single wire fences 
are included. 


Poker Handle Gaff 


One-piece, all-steel poker handle gaff has 
razor-sharp point and specially curved hook 
to grab and hold fish. Coiled poker han- 





dle will not slip when wet, according to 
manufacturer. Heavy cadium plating and 
one-piece construction. Made in two sizes: 
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17 in. to fit tackle box and 30 in. Bengol 
204 Sacramento St., San 


Products Co., 


Francisco 11, Calif. 


“Premier” Peat Moss 
In Fibre Board Package 


“Premier Certified Peat Moss” is now 


being packed in fibre board containers in 
addition to standard bales. Easily handled, 
stored and shipped. Available in two sizes, 


the senior bale, 18 by 14 by 33 in.; the 
junior bale, 18 by 13 by 18 in. This prod- 
uct is said to give sandy soils the extra 
body needed to hold water and plant food, 
acting as a sponge to prevent running off. 
Lightens and aerates the soil to increase 





fertility and assimilation of plant foods, 
according to the manufacturer. Premier 
Peat Moss Corp., 535 Fifth Ave., New 
York. 


“Penco” DDT Products 
Booklet 


An eight-page booklet has been pre- 
pared by the Pennsylvania Salt Mfg. Co., 
1000 Widener Bldg., Philadelphia 7, Pa., 
describing its five DDT products for the 
agricultural and insecticide industries and 
giving some basic facts about DDT itself. 
The booklet explains exactly what DDT is, 
how it can best be used, what limitations 
it has and where it excels in insect con- 
trol. Booklets may be had by writing to 
the company. 


Jar Jackets 
For Canning 


Jackets fold from either side of the base, 
fitting a quart if folded one way and a pint 
if folded the other way. Encloses and 





locks the jar in the jacket. Small loop at 
the top makes it possible to handle jars 
with the hook that is provided with each 
package of jar jackets. Constructed of 12 
gage galvanized wire. Hook is of 11 gage 
wire with hand loop at the end. Seven 
jackets and one hook per package and 12 
packages per carton. Albert Dawson, 
Tarentum, Pa. 


“Eas-E-Go” 
Hose Coupling 


Precision-built of satin finish aircraft 
aluminum. No tools or mechanical assis- 
tance required for installation. Maker 
states that it can be installed in a few 
seconds. Patented spring of safety above 
that of the hose itself. Literature, catalogs 





and display cards will be sent upon re- 
quest. Main Machine Co., 84 Worth St., 
Stamford, Conn. 
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NOW YOUR CUSTOMERS 
CAN HAVE THESE 
PRECISION-BUILT PADLOCKS! 


4650 1A" 


Eagle Lock No 
disc-tumbler pe 
lined solid ru 
ond cose hardene 
50c seller y, 


‘ 


stless alloy case 
d steel! shackle 


Built to rigid Army specifications, these high-quality 


1%" pin- Eagle padlocks have just returned to civilian life 
Eagle Lock No. 048318 
tumbler po = 
ith brass plu ° 
shackle $1.00 sell eget 
44" shackle at slig' 


es i and are now available for your trade. 
er. so ¢ 
ditional cost 


Just spread this good news around among 


é 


/ 


your customers and cash in on the pent-up 

demand for truly dependable padlocks. 

All of these popular sellers have the inherent 

qualities that have made Eagle the 

lock-word of the nation. 

Your jobber has them ready for immediate 

Eagle Lock No. 04281PS ;- > bt 


tum 

d brass, pin-tv a 

anager case hardened ste€ 
OC! 


shackle. $1 55 seller 


delivery. Order your supply today. 


Remember to specify EAGLE for screws and 
bolts. Precision manufacture gives you concen- 
tricity of head with shank... clean finish on heads 
and threads, no burrs . . . uniformity in centering 
and depth of slots. Write: Screw Division, The 
Eagle Lock Company. 


Prices Slightly Higher in Far West 


THE EAGLE LOCK COMPANY 


Subsidiary of Bowser, Inc. 
America’s FIRST Lockmakers—Since 1833 


217 Eagle Street + Terryville, Connecticut 


CABINET LOCKS « PADLOCKS « NIGHT LATCHES « LUGGAGE HARDWARE « WOOD SCREWS ¢ MACHINE SCREWS « STOVE BOLTS » SHEET METAL SCREWS e¢ DRIVE SCREWS 
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1 
INCREASED. 


Ie 


7 


oe 
INCREASED 
TURNOVER 


What experienced machinists know 
about Morse Drills has cash value for 
you. What Morse Drills do in faster, 
better, more accurate work means 
faster turnover in your store when you 
carry Morse Tools! 


AS ALWAYS—THROUGH DISTRIBUTORS 


MORSE 


TWIST DRILL AND 





MACHINE COMPANY) 


NEW BEDFORD, MASS., U. S. A. 


NEW YORK STORE: 130 LAFAYETTE ST. 
CHICAGO STORE: 570 WEST RANDOLPH ST. 
SAN FRANCISCO STORE: 118C FOLSOM ST. 
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WHATS NEW 





“Keenco” Utility 
Stool 


Can be used as a work chair, foot rest. 
step stool, junior chair and handy stool. 
Light in weight, riveted strongly and 
braced at important points. All edges 
rolled and smooth. Maker states that legs 
are designed with “feet” that will not cut 
into floor. Hard finish to make it highly 
resistant to marring, chipping and peeling. 
Colors: deep red and white; ebony black 
and white. Two steps that can be pulled 
out when used as a step stool. According 
to the manufacturer, it is perfectly bal- 





anced and cannot tip or give way. Sug- 
gested retail selling price is $5.95. Dealer 
cost is $3.97. Keen Equipment Co., Vine- 
land, N. J. Exclusive selling agent is 
Everybody's Supply Co., 810 Arch St., 
Philadelphia, Pa. 


“Weedeath” Weed 
Killer 


2-4D formula, an internal weed killer, 
said to be a water soluble liquid that will 
not deteriorate with age, clog spray equip- 


if 


Needeath 
~ 24D 





ment or harm livestock. To kill foliage 
and roots of many broad-leaved weeds 
without injury to common lawn grasses and 
grains. Howard Hanson & Co., 315 
Pleasant St., Beloit, Wis. 





Paint Hooks for Ladders 

Paint hooks said to fit any ladder or 
stepladder, any size can and most recep- 
tacles. Can may be placed where needed 
for painting, with safe, secure positioning, 
according to the maker. Adjustment per- 
mits can to be hung on right or left side 
of ladder instantly. Permanent rust-proof 
finish. Packed one dozen in a full color 
counter display box or unit mounted on a 
two-color display card. Suggested retail 
selling price is 25 cents. T. G. Persson Co., 
224 Glenwood Ave., Bloomfield, N. J. 





Cash Register Folder 


Ohmer Corp., P. O. Box 998, Dayton 1, 
Ohio, has printed a four-page folder de- 
scribing the first cash register model off 
the corporation’s production line. Copies 
available to those interested. 





“Redi-Test” Electrical 
Tester 


For instant, positive checking of elec- 
trical appliances and accessories. Twin 
signals light up instantly to show that ap- 
pliance is in good working condition. Any 
electrical device can be tested. Maker 
states that tester uses very low voltage so 





ee rae 
mae Se a 


that even if appliance being tested is 
shorted the fuse will not blow out. Can 
be kept “on” all the time since no curren! 
is used except during actual testing. Nu- 
Sonic Corp., 230 Fifth Ave., New York 1, 
N. Y. 


HARDWARE AGE 
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OES mass display pay? Listen to what Vern C. 


Schroeder of Schroeder’s Department Store, Des 
Moines, Iowa, has to say: ‘‘This mass display not only 


increased my Pyrex ware business four or five times, 
but it established a shopping center for the neighbor- 


hood so that the total business of the department was 


materially increased.” 


Dozens of retailers all over the country report similar 


amazing results. To give you the benefit of their ex- 
perience, we have prepared a new booklet-—sent FREE 


Consumer 
Products Division 






















Seed FEE tre 





on request 


mail it to us. We will send your booklet at once. 


containing twelve actual case histories of 
successful Pyrex ware mass displays. The booklet is 
fully illustrated and should be a big help in building 
your own display. Just tear out the coupon below and 





Consumer Products Division 
Corning Glass Works, Department A-5, Corning, N. Y. 


Please send me your free booklet ‘‘Use Mass Display and 
watch it pay.” 


a eer i 


Address 


City. St-ti 








py 


EX CORNING GLASS WORKS 

















CORNING, N. Y. 





Ask your distributor's salesman for Pyrex ware dealer helps or write direct to 
Consumer Products Division, Corning Glass Works, Corning, N.Y 
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DRAKE 


SOLDERING IRONS 





SELL RAPIDLY 


win customer 


good will / 
=>: 


No. 701—100 watt DRAKE Solder- 
ing Iron. Same type iron comes 
in 60 and 150 watt ratings. 


For over a quarter of a century— 
DRAKE Soldering Irons have been a 
quality product of precision manu- 
facture—keeping constant pace with 
progress. Widely advertised—they 
sell quickly and profitably. 








With industry rapidly 
reconverting to peace 
time production—there 
is a big market for 
Drake Soldering Irons. 
Remember — there is 
a Drake Iron to meet 
every need and pur- 
pose. It will pay you 
to feature them. 





ASK YOUR JOBBER 


DRAKE ELECTRIC WORKS, INC. 


3656 LINCOLN AVE., CHICAGO 13, ILL 














denendalle! 


No finer tribute could be our reward for an 
earnest endeavor to build a worthy product 


The wide endorsement National Builders’ 
Hardware has received from architects, 
contractors and builders everywhere is a 
safe buying guide for those who appreci- 
ate the importance of selecting hardwore 
that delivers long, dependable service. 

Designed right and built right to withstand 
hard use in every climate, this hardware 
is well worthy of recog- 
nition. Specify National! 


The complete line em- 


braces practically every 
requirement fdr builders 
hordware. 
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Whit S NEW 





“Automatic” Washer 


With Drain Pump 


Model 451AP washer equipped with a 
pump for emptying washer. Same % h. p. 
motor which operates washer and wringer 


With the motor run- 


also operates pump. 


| ning, this pump automatically empties the 


| washer tub. 


} num 


Pump is said to empty washer 
in approximately 244 to 3 minutes. Washer 
has white seamless porcelain tub. Rubber 
rim on lid seals in heat and protects edges 
of tub and lid. “Chamberlain” wringer is 
finished in baked, white enamel. Has 
“Stokes” patented ball-bearing transmis- 
sion for quiet operation. Five moving 
parts are submerged in lubricant. Alumi- 
agitator, which has three vanes, 
makes %ths turn, then reverses. Washes 
a few pieces or a tubful and is removable. 
Motor insulated and operates washer and 
wringer together or separately. Chassis of 
welded steel consttuction. Automatic 
Washer Co., Newton, Towa. 


Dual-Purpose 
Fence Tester 


“Firefly” indicator for visible “check- 
ing” of electric fences. Serves in two 
ways: As a stationary signal and as a 
portable tester. Placed at points that are 
passed frequently, this visible, weather- 
proof light is said to provide a continuous 
check. Checker clips on the fence with 





end of wire grounded. May be used for 
making spot tests to find shorts, leaks and 
open circuits. Accessories Mfg. Co., 6344 
Broadway, Chicago 40, IIl. 





“Hercules” Combination 
Tool 


“Hercules Fence-Master,” distributed by 
the Metals Division of Plastic Molded 
Products, Inc., 1235 W. Sixth St., Los 
Angeles 14, Calif., is a combination tool 
that can be used as a wire cutter, wire 
stretcher, wire splicer, staple puller, pair 
of pliers or a hammer. Weighs 1% lbs. 
and is 10% in. long. Of heat-treated, drop 
forged chrome-molybdenum steel with rust- 





proof finish, it is virtually indestructible, 
states the maker. Suggested retail price is 


$6.50. 


Cake Decorator and 
Cookie Maker Set 


“Wecolite” No. 5026, cake decorator and 
cookie maker set. Extra large cloth bag 
with plastic screw attachment, six inter- 





changeable plastic decorating tips, three 
cookie makers, all of different design, with 
directions and recipes in separate booklet 
included. Packed in attractive display box. 
Wecolite Co., 552 W. 53rd St., New York 
19, N. Y. 


HARDWARE AGE 
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Double-Ended Wooden 
Clothes Pin 


Two-ended wooden pin which is always 
in the right position to clamp down the 
wash. No turning or twisting necessary. 














Moore & Monroe, 1137 Statler Bldg., Bos- 
ton 16, Mass. 


| 
| 
— | 
“Victor” Mouse Trap 
Counter Display 


Five-color mouse trap dispenser which 
occupies only 4 by 4 in. of counter space. 
Traps can be easily removed through the 


swinging doors” at the bottom of display. 








| 














Six dozen traps packed in each display- 
dispenser. ‘Holdfast” displays also avail- 
able. Animal Trap Co. of America, Lititz, 
Pa. 
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Ask your regular wholesale supplier 
or write us for price list 









$, Fungicides, Fertilizers since 1921 
field « New Jersey 




















KILLERS 


The Most Sensational 
Line of DDT Products 


PACKED WITH POWER and profit - potential, 
Douste DT products guarantee Dramatic sales 
Performance. It's the DDT line that produced 
such sensational results in 1945 . . . that today, 
backed by the largest advertising campaign in 
D&P history, is surpassing all previous records. 





WARNING: This year, even more so than in 
"45, remember—all DDT products are not alike. 
You can depend on D&P DDT products to 
provide the maximum customer satisfaction. 


Dousie DT HOUSEHOLD SPRAY 372.9? ¥en 


Destroys flies, mosquitoes, moths, carpet beetles, other 
household insects. 5% DDT for long-lasting killing 
effect plus Pyrethrum, the fastest agent for killing 
many insects on contact. Does not stain. . . . Pt. 75¢, 
qt. $1.35, gal. $4.00 retail. 


Dovste DT ROACH POWDER 2022 Pyrethrum 


Super-strength for killing roaches, ants, bedbugs. As- 
sures quick and lasting eradication. 5 oz. shaker-top 
can, 50¢ retail. 


Dousre DT FLEA POWDER 32. PT icon 


Unsurpassed as a dust for fleas and lice. 
Attractive 4 oz. shaker-top can, 40¢ retail. 


THERE’S A D&P “BUG KILLER” FOR EVERY PURPOSE 


D&P... America's Only Complete Line of Garden Insecticides 


Rotox * Ro-Cop ° Repellit - Weed-Out 2-4D 


Fume-Tox - Tri-Spray + Rose-Food - Japellent - Copper-Tox 


Tomato Dust * Scale Oil 
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MANDEE “ ,32°,2%. 


The original hand tool and today’s finest for wort 
- —_ A metal, alloy, plastic, wood, horn, bone 
glass, etc. 

Fits the og J comfortably, goatee balanced. 
Weighs only 12 ounces—it’s non-fatiguing” 
tool. And, eee « ae By is as extensive as 
the number of quick and easy-to-change acces- 
sories on hand—300 to choose from. 


Operates on AC or DC current at 25,000 r.p.m. 


Vationell ad i 4 
with 7 , na _ $18.50 











THE HANDEE KIT 


A Handee Tool and 45 of the most popular ac- 
cessories, all packed in a h 
carrying case. As featured in National Advertis- 





NEW DISPLAY CASE 
BUILDS ACCESSORY SALES 





Glass covered, keeps stock clean and in order. 
Customer can make his own selection from this 
complete display. He can actually see 87 different 
varieties of ag ae ag with ae. an 4 marked. 
Storage space inside for 
It’s a real money maker for dealers. 
Write today for special deal on 
Accessory Case and contents. 


CHICAGO 
WHEEL & MFG. CO. 


1101 W. Monrce S$t., Dept. HA 
Chicago 7, iil. 
MAKERS OF QUALITY PROPUCTS FOR Se YEARS 





WHATS NEW 


“Corbinlok” 
Counter Display 


Introductory “Corbinlok” counter dis- 
play consists of a complete “Corbinlok,” 
installed on a colorful, working sample 








mount. Attached is a poster describing 
the item, its specific use and its price. 
Available, at no extra charge, in a display 
carton, including 11 other locks, with each 
initial order of three dozen. “Raindrop” 
case and latchbolt are made of aluminum. 
Quarter turn of the single knob and the 
latchbolt remains in retracted position. 
Locking from the “inside” accomplished 
by releasing the knob after a full turn. 
Spring action then slides the bolt into 
place and secures the door against entry 
except by cylinder key operation. Protec- 
tion said to be guaranteed by the “outside” 
installed ball bearing “Corbin” 5 pin 
tumbler cylinder. Finished in cream color 
for use on interior trim and in weather- 
resisting statuary brown for utility installa- 
tion. P. & F. Corbin, New Britain, Conn. 





“Dog Anchor” 
For Yard, Beach 


“Dog Anchor” holds the dog securely, 
regardless of his size or strength, accord- 
ing to the maker. Three swivels said to 








keep the 16 ft. chain kink-free and tangle- 
free. Strong, all-steel construction. Anchor 
is pushed into ground or firm sand and 
dog snaphooked to it. Manufacturer claims 
that anchor can be pulled up by the owner 
easily. Consumer list price is $2.50. Le 
Baron-Bonney Co., 117 Merrimac St., New- 
buryport, Mass. 


“DeLuxe” Mop Wringer 
Pail 

Pre-war item on the market again in im- 
proved design. Pail is wider at base than 
at top, to give it stability and provide suf- 
ficient space for the mop to spread out and 
rinse itself. Light, strong and easy to 
operate. Only one foot needed to operate 
the wringer. Light step opens the wringer, 
mop is inserted into pail and rinsed, toe 
tips the wringer back into place and mop 
is wrung out quickly and easily through 
rollers with only light pressure of foot. All 





parts of pail are galvanized and there are 
no springs or parts to get out of order, 
states maker. Schlueter Mfg. Co., 4616 N. 
Broadway, St. Louis, Mo. 


Tinted Plastic 
Filament Screening 


Made from “Velon,” a plastic filament, 
this screening is strong and will not rust or 
corrode, according te the maker. Said to 
be impervious to salt air, acids and alkalis 
as well as sun, heat and moisture. Manu- 
facturer states that it will not discolor or 
fade and a garden hose will wash away 
soot and dirt that may accumulate on the 
strands. Filaments also said to be elastic, 
resisting dents, punctures and bulging. 
Supplied in one standard color—green. 
The Firestone Tire & Rubber Co., Akron, 
Ohio. 


HARDWARE AGE 
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INTERNATIONAL CHAIN & MFG. 
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DIAMALLOY 


Featherweight Adjustable 


WRENCHES 


A tool for the particular mechanic, made by 
one of the largest manufacturers of wartime 
tools for the government. 


Drop forged from special alloy steel care- 
fully hardened and tempered, individually 
tested, wrapped and sealed in individual 
cartons. 


Write for our new tool catalog 


DIAMOND CALK 
HORSESHOE CO. 


4610 Grand Ave. Duluth, Minn. 















ASCO 


LEATHER and SADDLE SOAP | | 


Preserves 
Cleans 
Softens 
Polishes 
All leather 
except 
suede 

* 


FAST SELLER 
25¢ 50c 


GIVES that— 
* Expensive Leather Look” 


THE SECRET IS IN THE 
ASCO L-A-T-H-E-R 
Ask your jobber or write to 


ASCO CHEM. CO., 641 Lexington Ave. B’kiys. 


LAWN MOWER 


REPAIR PARTS 
otimcti 


OQADER CATALOG Nj 


AMCOLLOT SUPPLIES 
* 221 NW. 8 “Ave Miami Fla 




























THEY PULL—CLINCH—HOLD 
The sutstanding fastener for making, repairing 


screens, garden furniture, frames, etc. 
ORDER NOW FROM YOUR JOSS 
SUPERIOR FASTENER CORPORATION 
Chieege (18), Mi. 


“Ae! BROWER 








2949 Elstos Ave. 








DISINFECTING TORCH 


and Weed Burner 


Can't be beat for disinfecting 
poultry and hog houses, bat- 
teries, yards, etc. Replaces 
expensive disinfectants. Kills 
all germs, worm 
eggs, mites and 
lice. Also kills 
brush weeds, 
seeds and all, in- —— 
stantly! “2% Retails at 


Easy to use, safe, 


FAST covers 
1,000 sq. ft. per 
2.8 $19.95 


sene or stove dis- 

tillate, 4 gallon LIBERAL DEALER DISCOUNT 
steel tank holds 

2 hour supply. Highly recommended. 


You'll realize quick profits on this item. Sells on 
sight—thousands already in use. 


WRITE for information and low dealer prices . . . 
BROWER MFG. CO. 358 N. 3rd, QUINCY, ILL. 


World's Largest Line of Poultry Supplies 
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WHATS NEW 





'“Aeriston” Stainless 


Kitchen Tools 


Kitchen spoons, forks, ladles, spatulas, 
strainers, potato mashers, scoops, whisks, 
turners, etc., are being made of stainless 
steel with red and cream plastic handles. 





The stalks have domed ferrules forged in a | 
solid piece from the stalk to make certain 
they never come loose and the handles 
have been made with wings on the sides 
to insure a firm grip, according to the 
maker. Each piece will retail for approxi- 
mately 59 cents. Ekco Products Co., 1949 
North Cicero Ave., Chicago, TIl. 


Self-Centering 
Faucet Reseater 


New faucet reseater tool has rotary file 










teeth which cut readily and easily. Rust- 
proof. Maker claims tool is self centering | 
and gives perfect alignment, and cuts bevel | 
seat to conform with replacement washers | 
now sold. Cutters come in two sizes, No. 1 | 
takes washers from %4 to % in. inclusive, 
No. 2 takes % in. and larger. Suggested 
retail selling price is $1.40. Fred T. Burns, 
2148 St. Clair Ave., Detroit 14, Mich. 











FOLDING 


CHAIRS 


Upkelstered ead 
Plein. Meany styles 
Folding Tables 
PROMPT SHIPMENT 


ADIRONDACK 


CHAIR COMPANY 


1142 BROADWAY 
NEW YORK 1, WN. Y. 


SPAR-TEX 


MAKERS OF BETTER 
PAINTS & ENAMELS 


THE SPARTEH CO., NEW YORK 57, 1.9. 

























COMBINATION 
SQUARE 
with Level and Seriber 


Ready for Immediate Shipment 
Very Reasonably Priced 


Twix Manufacturing Co. 
40-09 21st St., Long Island City, N. Y. 


“The Jack 
Your Customers Prefe® 


. ULIC 
& EVER SCREW — 
L 


is 











Templeton, Kenly & Co. 
Chicago (44) Ill. 
Better, Safer Jacks Since 1899 





Remember When It?'s 
STOVES 


Oil—Gas—-Wood—or Coal 
Brushes—Paint—Rope 
Kitchen—Farm or— 
Hardware Specialties 
DAVID B. TAYLOR CO.., Inc. 
Wholesalers and Distributors 
101-103-105 Light Street 
Baltimore 2, Maryland 





















SUPER VALUE 
NAIL CLIPPER 
rot 2O¢ 


THE H. C. COOK CO. 
27 Beaver St., Ansonia, Coss 


HARDWARE AGE 


























WHITE MACHINE WORKS 
FORT WAYNE 1, IND. 





Ons K FOR. 
mo BULL NOS3 Oto 
neve Nad A 3s ODE BO OS ee 


| end of the trap, roaches crawl over the 








Serving the 
Retail 
Hardware Trade 
Since 1936 


Well known brands of 
hardware, electrical 
and plumbing supplies. 





nc. © 
Inquiries from 
—— Dealers invited 
Imy] 
i{P 
ba ded 


“ CROWN 


HARDWARE CO. 


723 W. LAKE STREET 
CHICAGO, ILL. 
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“Thermac” Electric Iron 


“Thermac” iron has “Cantilever” bal- 
ance, which is said to give increased pres- 





ironing to minimum. Even distribution of 


| | direct heat by enlarged heating element, 
+ | claimed by the maker. “Fit-the-hand” plas- 
tic handle, cast iron sole plate, steel cover | 


and chrome plate. 3000 cycle cord issues 


ucts, Inc., Indian Orchard Mills, Spring- 


| field, Mass. 


“Wichita” Roach Trap 


To provide a simple and effective 
method of ridding premises of roaches. In 


order to get to the bait, placed at either | 


trap and fall into it. Said to be so con- 





structed that once the insect enters it is 
impossible to escape. Metal bottom slides 
out. Suggested retail selling price is 98 
cents. Wichita Roach Trap Co., 332 S. 
Holyoke St., Wichita, Kan. 


“Sunruco” Bottle Stopper 


Quick-seal rubber bottle stopper which 
can be used indefinitely, to keep the spar- 
kle in bottled beverages. Mounted on 
colorful display cards. Sun Rubber Co., 
Barberton, Ohio. 


| Qunrwee i ses 


| QUICK-SEAL 


KEEPS IN ORIGINAL 
SPARKLE, FRESHNESS 
flavOoRk® + DOUBLE 
ACTION SEAL + PURE 








BOTTLE ons Scens 
i ee 
} STOPPERS Oreneo soTnes On 
Le 2000» FOR HOME BOTTUNG | 


{ HOW TO USE 





CO., BARBERTON. OHIO. U.S. A 


THE SUN RUBBER 


| | sure at toe, reducing muscle tension while | 


| from side and operates on 1000 watts, 115 | 
v., ac. Weighs 3% lbs. MacArthur Prod- 


|| Is the ONLY Upholstery and 
} 














MYSTIC FOAM 


Rug Cleaner Approved and 
|| Guaranteed by 


| © Goop HOUSEKEEPING INSTITUTE 
© PARENTS MAGAZINE 
@ AMERICAN MEDICAL AssN. 


No Other Cleaner Can 


5 Point Promotion Plan 
Brings Immediate Profits 


If your jobber hasn’t Mystic Foam, write 
us. Jobbers: Write for details. 


P. S$. MYSTIC ZIP, the kid sister, helps you 
make two sales instead of one. 
MYSTIC FOAM CORP. 


2003 St. Clair Ave., Cleveland 14, Ohio 
The Mystic Foam Co., Los Angeles, Calif. 

















PAINE ANCHORS 
Stay, Put 


IN MASONRY and CONCRETE 








For firm, permanent anchorage—in fragile or tough 
materials—use Paine Lead Expansion Anchors. 
Easily and quickly installed, they provide sure 
support for hanging electrical and plumbing fix- 
tures or mooring small machines and motors. 

Fig. 900 (Machine Screw Type) is available in 9 
standard diams. from 6/32 to %"’. 


| Fig. 910 (Bolt and Nut Type) is available in '%4", 





¥%" and '/,"" diams. in standard lengths. 
Ask your Jobber or Write for Catalog. 
THE PAINE CO. 
2963 Carroll Ave. Chicago 12, Illinois 


‘PAINE: 
DEVICES 


FASTENING 
and HANGING 





Luminous Switch 
Plates 


‘e 
1 
| 





Molded in a luminous plastic material 
said to surpass the light retention value of 
the materidl previously used by the maker. 
According to the manufacturer, a few 
minutes of exposure to either artificial or 
daylight will cause these switch plates to 
emit a blue-white glow in the dark from 
seven to eight hours. Colorful display 


card, mounting five luminous switch plates, 
is furnished free to each dealer. Cits 
Molding Corp., 4600 W. Huron St., Chi- 
cago, Ill. 


Automatic Washing 
Machine 


Model B-3 “Laundromat” fills itself with 
water, washes, rinses, spins clothes prac- 
tically dry, cleans and drains itself and 
shuts off, according to the maker. White 





with black trim, of synthetic enamel baked 
on steel, the machine is 36 in. high, 31 in. 
wide and holds 9 lbs. of clothes, dry 
weight. Look-in door of heavy heat-resist- 











warTenPnoor FLEXIBLE 








THE UNIVERSAL LIQUID CEMENT 


Free full-size sample tube and 
selling plan sent you gladly. 


Just send us your name and the 
ceed = your wholesaler on a 


In big demand everywhere — both 
in industry and for household use. 
A truly profitable item for the hard- 
ware os Packaged in 25cand 50c 
- ft 2 ae in pint, quart and 


“AMBROID CO., 


1910 


BOSTON 


EST 


305 FRANKLIN ST., 


MBROID 


rN 
AND CANAD! 4 











Mends Everything 


Ready to Use 
Waterproof 
Dries Quickly 





— we'll do the rest. 


10, MASS. 








WHATS NEW 


ing glass. Plastic temperature dial ad- 
justable for any water temperature from 
60 to 160 deg. and plastic time dial ad- 
justable for washing time. “Silent Watch- 
man” thermostat to protect against over- 
load. % h. p., 115 volt, a-c métor operates 
a two-speed transmission drive. Motor and 
transmission drive lubricated for life. 
Equipped with hot .water, cold water and 
drain hoses. Compact, portable and said 
not to require special installations. West- 
inghouse Electric Corp., Laundry Equip- 
ment Div., Mansfield, Ohio. 








“Setfast’” Aluminum 
Canvas Paint 


Interchemical Corp., Trade Sales Div., 
Fair Lawn, N. J., has added a new color 
to its regular line of canvas paint. Ac- 
cording to the manufacturer, this paint 
contains all the heat reflecting values of 
aluminum paint and provides substantial 
protection from heat. Maker states that it 
does not create a glare for it dries to a 
silvery gray tone. Said to be water-repel- 
lent, sun-resistant, will not crack or stiffen 
the fabric and contains an active fungicide 
that will protect canvas from rot or mildew, 





One coat usually will provide satisfactory 
coverage. Actual coverage will approximate 
70 sq. ft. per quart, depending on the 
condition of the canvas. 





All-Width Bread Slicer 


“Miller’s” All-width Bread Slicer adjusts 
to cut bread to desired thickness. Serrated 
blade cuts fast and easy because it is very 
thin. Can be used for slicing head lettuce, 
tomatoes, boneless meats, etc. To cleanse, 
wipe with damp cloth and dry. Miller & 
Sons, Valley City, N. D. 





HARDWARE AGE 



























ial ad- 
e from 
ial ad- 
Watch- 
t over- 
perates 
‘or and 
r_ life. 
er and 
d said 
Vest- 
Equip- 


s Div., 
r color 
t. Ac- 
paint 
ues of 
tantial 
that it 
s to a 
-repel- 
stiffen 
igicide 
1ildew, 





actory 
simate 
n the 


djusts 
rrated 
s very 
sttuce, 
eanse, 
ler & 





AGE 











7 


_—— 
) gs 
—— 


T’S OPEN SEASON on bugs again—and that means 

bigger profits than ever for you. Because, now 

the Bug-a-boo line offers even greater profit possi- 
bilities! 

Yes—now you can sell Bug-a-boo to those cus- 
tomers who want D. D.T. and those who don’t. 
Either way, you'll find them enthusiastic, because 
they know they can trust laboratory-proved Bug-a- 
boo—the Super Insect Spray that far exceeds Gov- 
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THE supem insect 
ya bot 


ths. ants and 
Othey household 
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You'll Sell Bug-a-boo with and without D.D.T.! 


Bug-a-boo 


PRODUCTS 


Bug-a-boo Super Insect Spray with and without D.D.T. 
Bug-a-boo Moth Crystals » Bug-a-boo Garden Spray « Bug-a-boo Repellent 


Now Profits Come 2 Ways! 





ernment requirements for a Grade AA insecticide. 

The new product, Bug-a-boo with 3% D. D.T., 
contains not only Bug-a-boo’s time-tested, insect- 
killing ingredients, but all the D. D. T. that’s re- 
quired for effective residual deposit and the full 
amount considered justified for home uses. 

Remember — both types of Bug-a-boo are na- 
tionally oiivationd-tia same price! 

Cash in on the complete Bug-a-boo line! Order 
now from your nearest Socony-Vacuum office, 
or from 26 Broadway, New York 4, N. Y. In the 
Southwest, order from the Magriolia Petroleum 
Company, and on the West Coast from the 
General Petroleum Corporation. 





SOCONY-VACUUM 





es J Mes ba 
% Ke lg s et: ae ioe 
































HEAVY USAGE 
STRAIGHT 
SPRING 
BALANCE 






SsBso; 


For use in factories, cot- 
ton fields, farms, ware- 
houses or wherever a 
rugged, heavy duty bal- 
ance of reliable accuracy 
is required. Dial is re- 
cessed for protection, 
graduations deep etched 
for durability and read- 
ability. Adjustment 
allows indicator to be 
set at zero to balance 
scoop or pan attached 
to hook. 


CAPACITIES 
100 Ib. by 1 Ib. 
160 Ib. by 1 Ib. 
200 Ib. by 2 ibs. 


Ss 










BESRSES eas 


S85895 





SEE YOUR JOBBER 


HANSON SCALE CO. 
525 N. Ada Street, 
Chicago 22, Ill. 











Sensitive to touch 
— light to handle — 
relaxing to use. | 


Chapmanized steel 
RED DEVIL wheel. 


Twelve to 


: Display Box 
A product of 


Red Devil Tools. 


IRVINGTON 11, NEW JERSEY, U S.A 
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WHATS NEW 


Toaster with 
Warming Oven 


A four-slicer toaster with 4 warming oven 
attached. When the degree of toasting 
desired is reached, the toast is automati- 








cally kicked over into the warming oven, 
where it stays warm without drying until 
ready for use. Made of steel, chrome 
plated, a special plating, with satin finished 
interior, having a reddish-purple plastic 
base and trimming. The Tutt Co., 4107 
Willys Parkway, Toledo, Ohio. 


Pan American Bronze 
Circular 


Pan American Bronze Co., 628-648 Syca- 
more St., Cincinnati 2, Ohio, has prepared 
a circular describing and illustrating the 
company’s products; cast bronze honor roll 
tablets, bronze signs, -memorial tablets, 
individual memorial plaques, bronze _|et- 
ters, nameplates, ete. 


Vertttian Blind 
Cleaner 


Maker states that this cleaner will re- 
move dirt in unusually fast time. Blinds 
need not be taken down, nor does the 





cleaner harm the finish of the blinds, ac- 
cording to the manufacturer. Packed in 
one lb. cans. Each can has a suggested 
retail selling price of $1.00. Powers Prod- 
ucts, 8101 S. Ingleside Ave., Chicago 19, 
Til. 


Shatou Sw 187 
SOCKET SCREW 
WRENCH ASSORTMENT 





@ ALLOY STEEL, HEAT 
| TREATED 


@ COMPACT STOCK 
@ QUICK REFILLS AVAILABLE 


@ 187 FAST MOVING 
WRENCHES 


@ HIGH PROFIT, SMALL 
INVESTMENT 


@ BUILDS REPEAT SALES 





Order direct or from your jobber 


Sheawore Gat and Sgheat Co 


BOSTON 10, MASS. 





SPAR-TER 


.... ANOTHER NAME FOR 


BETTER PAINTS 


THE SPAR-TEX COMPANY 
4309 THIRD AVE., NEW YORK 57, N.¥. 





Your Customers Can Make 
Their Own Signs For 90% 
Less—With Attractive 
Weatherpruf Easily Put On 


D-O DECAL 
LETTERS -NUMBERS-SIGNS 
BLACK & GOLD 
Display Loose Leaf Stock Binder FREE! 
No. 2 Deal Costs $20.22—Sells $33.70 


Sent postpaid to responsible dealers on approval 
ALSO SOLD THRU JOBBERS 


D-O DECAL CO. 


462 E. Fordham Road, Bronx 58, N. Y. 


SUNSHINE: 


> oces® 
arench rr 


cHAM 


MADE IN U.S.A. 


‘ASK YOUR J0888R 
FOR OUR DOUBLE DUTY CHAMOIS — 
DOUBLE VALUE TO THE CONSUMER 


HOYT & WORTHEN TANNING CORP 
| HAVERHILL MASS 























HARDWARE AGE 
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ARMSTRONG-BRAY 


WIREGRI 


BELT HOOKS 








both types! 


WIREGRIP Belt Hooks that can 
be applied with any make lacing 
machines, have double (patented) 
aligning cards that hold hooks in 
perfect alignment, prevent han- 
dling and card-end loss —every 
hook saleable and usable. Made in 
6 sizes. 


STEELGRIP Belt Lacing is applied 
with a hammer. Comes in 11 sizes, 
in standard boxes, handy packages 
or long lengths for wide conveyor 
belts. Have 2-piece hinged rocker 
pins. 


Priority Business 
—is waiting on belt lacing at local 
plants and schools. 
Write for Catalog 
ARMSTRONG-BRAY & CO. 
“The Belt Lacing People” 
5348 Northwest Highway, Chicago 30, U.S.A. 




















LOAD BINDERS 


SMOOTH HANDLE 
STEEL LOAD BINDER 


MIDGET 
(1 swivel ) 14” chain 


(1 swivel) 34” chain 
(2 swivels) 44” chain 


MALLEABLE IRON 
LOAD BINDER 
Heat Treated 


LONE STAR No. 1—14 Ibs. 
(2 swivels) 44” and 5%” chain 
LONE STAR No. 2— 164i bs, 
(2 swivels) 44” and 5%” chain 


DROP FORGED 
LOAD BINDER 
Heat Treated 


No. 1 —10!bs. 
(2 swivels) 34” and 44” chain 
No. 2—174 Ibs. 


° 73 se 
(2 swivels) 14” and 5%” chain 


STEEL CONSTRUCTION 

WIRE STRETCHERS 
3—3 Pulleys, plain bearings, %'' rope 
. 33-3 Pulleys, roller bearings, %" rope 
4—4 Pulleys, plain bearings, %"' rope 
. 44—4 Pulleys, roller bearings, %'' rope 
. 88—4 Pulleys, roller bearings, '/2'' rope 


DURBIN-DURCO 


Manufacturers o f Certified Specialties 
Drop Forged and Malleable Iron 
6611 OLIVE ST.ROAD — 5ST. LOUIS 5, MO. 
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Automatic Dishwasher 


American Central Mfg. Corp., Conners- 
ville, Ind., has announced its “American” 
dishwasher which is completely automatic 
in operation, with a capacity of 60 pieces 
of china, glassware and silver. Has been 














installed in a 48-inch cabinet sink unit, 
with the dishwasher on the left side, to 
provide maximum convenience. _Dish- 
washer cover designed to be used as a 
drainboard for the sink bowl when the 
dishwasher is in use. Circulation of 


heated dry air said to dry dishes in 15 | 


minutes. Has self-cleaning screen around 
impellor to prevent food particles from 
being re-circulated during 
Motor, water inlet, drain valve and deter- 


gent dispenser operated by automatic elec- | 


tric control. Self-closing drain includes a 


check valve arrangement to prevent back- | 


ups from the drain line. Electrically con- 
trolled water inlet valve automatically 
measures one gallon of water for washing 
and rinsing cycles. Four to 4% gallons of 


water used for entire dishwashing opera- | 


tion. 


Heater and Range 
Connectors 


“Duro” aluminum alloy gas and water 
heater and range connectors are light and 
easily handled. Extreme strength and ser- 
viceability are features claimed by the | 


maker. Furnished with heat-treated alumi- 


num alloy fittings and high grade carbon | 


steel flared nuts. Each connector is fur- 
nished as a complete unit, in standard 
sizes. 
ible tubing, in lengths from 12 to 36 in. 


Range connectors in lengths from 24 in. 
to 6 ft., with 5¢-in. OD tubing and %-in. 
pipe thread fittings. All combinations of 
couplings and ells are available. Central 
Distributing & Mfg. Co., 3836 Willat Ave., 
Culver City, Calif. 








operation. | 


THIS IS NEW! 


*Trade Mark Registered U. S. Pat. Off. 


Luminous—Plastic 

HOUSE NUMBERS 
f eye 
catching 


NOVELTY 
_ APPEAL 


retail 15¢ each 


Tremendously practical! Absorbs 
light by day Glows all night. 
Glowing quality permanent 10 
doz. in glassine envelopes with 


screws. | doz. of each number 


REFLECTO LETTERS CO. 


411 EAST 10st ST. NEW YORK 29, N. Y 








Heater connectors, with %-in. flex- | 


BELT LACING 


is easy to apply with any 
standard make belt lacing 
machine, lacer, or it can 
be applied with a hammer 
by using the inexpensive 
Safety Tu-way Lacer. 


Safety's patented binder bars 
hold every hook in exact 
alignment, distribute tension 
uniformly over the full width 
of the belt assuring efficient 
performance and long life. 
They also lap snuggly over 
and protect belt ends and 
prevent belt fraying. 


SAFETY BELT-LACER CO. 


5390 N. Menard Ave. Chicago 30, U.S.A. 
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New! A modern sure 
cure for condensation 
drip from cold water 
Pipes. 

Pliable, cork-filled No- 
Drip Tape forms a tight- 
fitting sealed jacket 
around pipes—eliminates 
hazardous wet floors, 
makes idle space usable. 
Quick, EasytoWrap on 
No tools needed. Covers 
joints as well as 
straight pipes. 
EFFECTIVE IMMEDIATELY 
Roll, enough for $42 

7 ft. of 14" pipe 7 eS 
Higher West of Reckice and Casede 


Advertised in Saturday Evening Post, Better 
Homes & Gardens, Time, American Home, House 
Beautiful, Popular Mechanics, Parents’ Magazine. | 


IMMEDIATE DELIVERY | 
Get NoDrip Tape from your Jobber today 
J. W. MORTELL CO., 207 Burch St, Kankakee, i. 

















The ost ate 
BETTER BRAND 


mouse and rat 


TRAPS 





@ METAL OR WOOD TRIGGER 
@ FOUR-WAY ACTION 
@ OIL TEMPERED SPRINGS 


McGILL METAL Propucts Co 
Marengo, Illinois 








| 
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Coming Conventions 
And Events 


Corrected Each Issue 
According to Latest Data 


Alabama, Retail Hardware Association 
of, May 16-17, 1946, inclusive; convention 
and exhibit at the City Auditorium, Bir- 
mingham, Ala. Mrs. J. H. Crowe, secre- 
tary, 1906 N. Fifth Ave., Birmingham 3, 
Ala. 

American Hardware Manufacturers 
Association’s meeting jointly with the Na- 
tional Wholesale Hardware Association, 
Oct. 14-17, inclusive, 1946, at the Marl- 
borough-Blenheim, Atlantic City, N. J. 
Charles F. Rockwell, 342 Madison Ave., 
New York 17, N. Y., is secretary-treasurer, 
American Hardware Manufacturers Asso- 
ciation; George A. Fernley, 505 Arch St., 
Philadelphia 6, Pa., is managing director, 
National Wholesale Hardware Association. 

Architectural Hardware Consul- 
tants, American Society of, and National 
Contract Hardware Association, annual 
convention and exhibit, Palmer House, 
Chicago, Ill., Sept. 3-5, 1946. John R. 
Schoemer, 420 Madison Ave., New York 
17, N. Y., is executive secretary-treasurer. 


Bicycle Institute of America, Inc., 


| summer meeting, June 3-5, 1946, at the 


Edgewater Beach Hotel, Chicago, Ill. 
Cecile Meehan, 122 East 42 St., New York, 
N, Y., is executive secretary. 

California Gift and Art Show, 23rd 
semi-annual exhibit, June 16-21, 1946, Los 
Angeles, Cal. Exhibits will be held at 
Brack Shops Bldg., 527 W. 7th St., Brock- 
man Bldg., 520 W. 7th St. and the 
Merchandise Mart, 712 S. Olive St. Larry 
Raymond, 1151 S. Broadway, Los Angeles, 
Cal., is publicity director. 


Carolinas, Hardware Association of the, 
convention, May 28-29, 1946, at the Hotel 
Charlotte, Charlotte, N. C. Sally Couch 
Masten, 118 E. Fourth St., Charlotte, N. C., 
is acting secretary. 

Central States Hardware Club, annual 
golf tournament, at the Butterfield Coun- 
try Club, Hinsdale, Ill, June 28, 1946. 
Ben Leve, 3630 S. Iron St., Chicago 9, 
Ill., is secretary. 

Eastern Hardware Golf Association, 
annual tournament at Shawnee Country 
Club, Shawnee-on-Delaware, Pa., May 23- 
25, 1946. H. L. Gilliam, Wood Shovel & 
Tool Co., 30 Rockefeller Plaza, New York 
20, N. Y., is treasurer. 

Florida Retail Hardware Association, 
convention, May 13-14, 1946, Anglebilt 
Hotel, Orlando, Fla. William W. Howell, 
Waycross, Ga., is secretary. 

Housewares Show, The, managed and 
directed by Mrs. Flo English, will be held 


| at the Atlantic City Auditorium, Atlantic 


City, N. J., May 13-17, inclusive, 1946. Mrs. 








Flo English has her headquarters at the 
Hotel Pennsylvania, New York 1, N. Y. 

Louisiana Retail Hardware Associa- 
tion, Inc., annual convention, June 10-1}, 
1946, at the Bentley Hotel, Alexandria. 
La. Mrs. David O. Mansfield, P. O. Box 
1696, Jackson 113, Miss., is acting sec- 
retary. 

Mississippi Retail Hardware and Im- 
plement Association, Inc., annual conven- 
tion, June 3-4, 1946, at the Hotel Buena 
Vista, Biloxi, Miss. Mrs. David O. Mans- 
field, P. O. Box 1696, Jackson 113, Miss., 
is acting secretary. 

National Contract Hardware Asso- 
ciation, and America Society of Architec- 
tural Hardware Consultants, annual con- 
vention and exhibit, Palmer House, Chi- 
cago, Ill., Sept. 3-5, 1946. John R. 
Schoemer, 420 Madison Ave., New York 
17, N. Y., is executive secretary-treasurer. 

National Fire Protection Ass’n, 50th 
anniversary meeting, June 3-7, 1946, at the 
Hotel Statler, Boston, Mass. Hovey T. 
Freeman, 60 Batterymarch St., Boston 10, 
Mass., is secretary-treasurer. 

National Wholesale Hardware Asso- 
ciation’s meeting jointly with the Ameri- 
can Hardware Manufacturers Association, 
Oct. 1417, inclusive, 1946, at the Marl- 
borough-Blenheim, Atlantic City, N. J. 
George A. Fernley, 505 Arch St., Philadel- 
phia 6, Pa., is managing director, National 
Wholesale Hardware Association; Charles 
F. Rockwell, 342 Madison Ave., New York 
17, N. Y., is secretary-treasurer, American 
Hardware Manufacturers Association. 

National Retail Hardware Assn., An- 
nual Congress, June 24-27, 1946, at the 
Congress Hotel, Chicago, Ill. Rivers Peter- 
son, 333 No. Pennsylvania St., Indianapolis 
4, Ind., is managing-director. 





Correct Answers to 
Test Your Hardware Sense 
(Questions on page 152) 
1—Answer. OPA ceiling price is 8 cents 
per pound. 
2—Answer. Profits for the period are 
$1,200. 
3—Answer. Accounts receivable on Apri! 
7th are $5,600 or an increase of $1,600 
since the first of the year. 
4—Answer. OPA ceiling price ie 10 
cents per pound. 
5—Answer. Margin on the selling price 
is 41.5% on the selling price. 


HARDWARE AGE 
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Made to sell—In a New Easy-to-Use Form. 
Priced to sell— With Margins Right for Profit. 


Here’s a new profit-maker to add to your garden line! 
KARMEX Weed Killer Tablets will sell themselves 
—they’re so easy to use—so effective for lawn weed 
control. Packaged in handy jars of 25 or 100 tablets. 


Kills weeds—yet won't harm grass! KARMEX 
kills such weeds as narrow-leaf plantain and dandelions 
in lawns without ,harming blue grass (Kentucky or 
Canadian) or Bermuda grass. Kills in 1 to 4 weeks— 
roots and all. (Do not sell for use on bent grass.) 


Tablets dissolve quickly in water! KARMEX 
tablets dissolve in only 30 seconds, then solution is 
ready for spraying—no measuring or spilling. 1 tablet 
in 2 qts. of water covers about 100 sq. ft. of average 
lawn. Non-poisonous, non-flammable, non-corrosive. 


ORDER BOTH TODAY for all weed control needs 
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Be prepared for the spring season. Order stocks of 
KARMEX and AMMATE from your jobber to- 
day. For more information and for your supply of 
new Du Pont sales aids write direct to E. I. 
du Pont de Nemours & Co. (Inc.), Semesan Divi- 
sion, Wilmington 98, Delaware. 


BETTER THINGS FOR BETTER LIVING 
+++ THROUGH CHEMISTRY 


REG. y. 5, PAT. OFF. 
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Over 2 million E-Z KLOZE Screen 
and Storm Door Checks were sold / E = 7 4 FL oO V4 - 
¢ 


in a test area before the war. 
SCREEN AND STORM 


2 acl A DOOR CHECK 







RETAILS 


39° 


IMMEDIATE DELIVERY 


A Proved Volume Item e Simple to Install e Always 
Works e Year Round Sales e No Competition! ... 
BACKED BY CONSUMER ADVERTISING IN: 


Better Homes and Gardens, The American Home, Parade, 
The American Weekly, Household. Combined circulation of 


17 MILLION COPIES PER ISSUE, PLUS... 
SUSTAINED NEWSPAPER ADVERTISING IN METRO- 

POLITAN DAILIES WITH CIRCULATION OF... 
Furnished 


545 MILLION COPIES PER ISSUE! 
complete on . 
individual Order from your jobbing source, or write 
cards with 4 









screws and oth AN 
diagram for HECKETHORN MFG. & ‘SUPPLY co. 
seteit easy installation. c COAL ANEZ of CUAL On 


LITTLETON COLORADO 























Question: |s it true that Bissell’s new “Bisco-matic” Brush 
Action sweeps both easier and cleaner? 





























Answer: YOu bet it’s true! 


A woman will breeze through “BISSELL’’* sweep-ups easier than 
ever because she’ll just guide her new Bissell with her finger-tips— 
won’t have to press down at all! 

Bissell’s revolutionary new ‘“‘Bisco-matic’’* Brush Action will do 
all the pressing down for her! 

And she’ll get carpets cleaner than ever under beds and chairs, for 
positive brush contact is maintained automatically where she can’t 
bear down herself! 

You won’t have to bear down to sell new Bissells, either. 


BISSELL CARPET SWEEPER co. Grand Rapids 2, Michigan 


* 
REG. U. S. PATENT OFF 
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A Cuutlets Leia of Luattty Prodaate 


The Illbronze line is unusually complete, offering unusual opportunities 
for volume sales and profits. Illbronze quality has long been a “buy- 
word” in the trade. Cash in on ILLBRONZE! 















IWbronze Chrome Finish Aluminum Paints give maximum protection 
at minimum cost. Outstanding in covering power, durability and 
appearance. 


ct> GOLD PAINT 


iilbronze Golden Lustre Gold Paint—in the same quality you got 
before the war! Ready-mixed—ready for immediate use! 


ONZE POWDER AND PASTES 


Famous for quality! Again available in all standard colors, including 
Aluminum, Pale and Rich Gold, Copper, Silver, Special Alloy Shades. 
They have built up an impressive reputation. 


ILLINOIS BRONZE PO 
Dept. HA, 2023 S. Clark Street 






CHROME FINISH 
ar MIXED ALUMINUM -, 


Preot. Rust Proot - Weather 
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Sfe,.0 ATLAS 


=ACASWIR 


POR on SURWINE WICKLESS STOVES, 
RANGES ASO WEATERS 





The ATLAS 


LINE OF WICKS 


for RANGE BURNERS 
HEATERS & Cook STOVES 


1S COMPLETE 


FLD 


a. 











CPLA LA 





and te oi 
ATLAS aseesTos CompanT, HOETH waces 





ATLAS ASBESTOS © 
mORTH WALES. PA 


TOP NOTCH GLASWIK FLAMEMASTER VICTORY 


Cylindrical ty pe The finest kindler Made of high An economical as- 
made of high grade onthe market. Made grade asbestos yarn, bestos wick which 
cotton yarn, care- oftreated spun glass wire-reinforced. will 1i ght quickly, 


fully woven to insure 44, Will outlast Woven to give you burn without soot 
against binding and 
sticking. Complete 


with metal carrier to 


the ordinary kindler better service than and produce a hot 
many times over. the ordinary asbes- flame. Boxed in 5!/, 
Furnished in either tos wick. Packed in ft. rolls in widths of 





fit most popular 


: | . indivi ul x ‘ -—.,. it" ( 
makes of oil cook oe , Bose me re <a eae : “ c ‘ 4 Top Notch Wicks are burned off 
stoves and room oe — oe ae 1". Con cho be to an angle which assures the 
heaters. Packed in in widths of Ze", 1", ft. in widths of %", supplied in 50 ft. highest efficiency in burning. 
attractive boxes. 1%" and 1%". 1", IY" and 1%". lengths. Satisfaction guaranteed. 


Fill your needs for these lively sellers from one source! 


ASBESTOS COMPANY, NORTH WALES, PA. 


Producers of Asbestos Products for 21 years 
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Turn Your Customers Into 
SUCCESSFUL GARDENERS 


Because PREMIER PEAT MOSS lightens heavy soil, 
gives body to sandy soil—like a sponge, it holds 
moisture, plant food, prevents “running off,” 
and feeds the roots. 


By recommending certified PREMIER PEAT MOSS 
you assure your customers of success with seeds, 
plants, bulbs, fertilizer that you sell — it means 
increased sales, good profits for your garden 
counter. NATIONALLY KNOWN and ADVERTISED. 








quality. 


PREMIER PEAT MOSS CORP., 535 FIFTH AVE., WN. Y. 


Senior Bale 18 x 14 x 33 inches 
Junior Bale 18 x 13 x 18 inches 


EASY TO HANDLE AND STORE — NO LEAKAGE 


every bale 
is your 
guarantee of 
highest 













































































Accuracy learned 
yesterday serves 
him well today 


The accepted use of aperture rear sights on 
military rifles in this war will surely increase 
the demand for similar sights by sportsmen 
after the war. 

Lyman has pioneered in designing and 
adapting Aperture Rear Sights to rifles for 
sportsmen and soldiers for many years. 

There will be Lyman Aperture Rear Sights 
designed for shooters after the 
war. Jobbers and dealers who 
plan to handle Lyman Products 
will be offering their customers 
the best. 


The Lyman Catalog free to dealers. Also free 
folders on individual products 


LYMAN 


APERTURE SIGHTS 


One of the 


famous L 
THE LYMAN GUN SIGHT CORP. Averure Sights 
Middlefield, Conn. 




















Banish Sales Resistance 
with HOPPE’S No. 9 


Save time—talk—energy—and expense. Enjoy 
faster, easier, greater sales by handling 
Hoppe’s No. 93—the gun cleaner and rust pre- 
venter that countless thousands of shooters 
know from actual use. 


Hoppe’s No. 9 is THE RECOGNIZED preference 
— so are Hoppe Gun Cleaning Patches — 
Hoppe Lubricating Oil — Hoppe Gun Grease 
— and Hoppe Gun Cleaning Packs. These 
products are ASKED FOR and they are widely 
and consistently advertised. They're known 
and respected by all who use them. So why 
not cash in on these advantages. Order from 
your jobber today. 


Frank A. Hoppe, Inc. 


2314A North Sth St., Philadelphia 33, Pa. 
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GRASS SHEARS 


Look to Lawn-Trim for better, 
more profitable sales this year! 
Their advanced design, exclusive 
features and exceptional quality, 
plus effective national advertising, 
put them in a profit class by 
themselves! Available now in 
increasing quantities ... . Order 
now for assured stocks all sum- 
mer! Ask your jobber, or write 


ROVAN PRODUCTS, Inc. 
417 E. Pine © Seattle 22, Wash. 


























MORE PROFIT 


WITH THESE FAST- 
MOVING ITEMS... 


Suggested 
Retail 

PERONGE oc ccc cccececsccccccsces 10¢ 
IRD TRONS oc ccc cc ccccccccece 10¢ 
Magic Spinner .............+++-+ 10¢ 
Toy Cannons ...........--seee0: 10¢ 
Toy Rolling Pins................ 10¢ 
Dartchery Sets ............... 10¢-25¢ 
Plastic Boomerang .............. 15¢ 
Twin Flyer Boomerang .......... 25¢ 
Repeater Pistols ................ 25¢ 
Dameie” Sem ..cccccccsccccccces 89¢ 
BU Soa ecdrrbevectovecesccess 1.65 
Ketch-All Mouse Trap............ 2.50 


Many other attractive, fast-selling specialties. 


Attractive discounts that give you a fine 
margin of profit. 


e Order from your jobber. 
DEALERS: ("der from your j 


d us his name. 


JOBBERS: Send for illustrated catalogue 


and price list today. 


NOCKONWOOD INDUSTRIES, Ltd. 


Dept. H Bloomfieid, lowa 
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TRAVELLING ~- 
tn Fast Company! 


The Judd line of bundled Screw Hooks and Screw 
Eyes is only part of a streamlined stock of Bright 
Wire Goods and Housefurnishing Hardware. They're 
salable, fast-moving — and profitable to you. 

You can capitalize on the convenience, economy 
and prompt delivery of this one-source line because 
it bears a name that has always stood for quality. 
These items are custom-accepted — like the complete 
Judd line. 

It will pay you to stock and sell Judd merchan- 
dise. Place your order today. 


































2144W18 

















H. L. JUDD COMPANY, WALLINGFORD, CONN. 
| 87 CHAMBERS STREET, NEW YORK 7, N. Y:. 
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HOLLOW SCREW 
ASSORTMENTS 


These hand-picked Assortments of screws and 
keys sell fast to mechanics, repairmen and service 
establishments. Feature them as a specialty line to bring 
| im the more-and-more users of hex-socket screws. | 
| Sales extend to the household “handy man” for domes- | 
| tic appliance repairs, and carry a nice profit at retail. 
















































MIDGET UTILITY PLANE 


JUNIOR KEY KIT 


Seven short-arm Allen Keys 





are included in this strong } : = : 
leatherette envelope. They Just the tool for those odd jobs the Lion 
fit the hex holes of sizes Nos. Midget Plane with a rust-proof aluminum 
8, 10, %", °Ae”, *%", “As” and 
Font econo cna Mee 4,5, frame only 3'2” long. Blade of hardened 
» o » aiso an ‘16 | Pt 
. cap screws. No. 604; list steel—1’’ wide—takes a keen edge—quickly 
se $0.50. ; : ; 
BOXED ASSORTMENT ae adjustable for desired depth of cut. Ship- 


Metal compartment box; 
contains 590 set screws, from 
No. 10 to °«”" with keys to 
fit. Diagram inside of cover 
lists sizes of screws and 
wrenches contained in box. 
No. 602; list price $ 43.80. 


ments from stock. 


JOBBER INQUIRIES INVITED 


IM), KNAPP FOUNDRY Co., Inc. 


CRUDE S Red Spam cred. 5. Bs 


BRUSH ON 
A NEW FINISH! 

















KEY SET 
This canvas partitioned bag 
contains 11 short arm hex- 
agonal keys which fit all 





Yessir—the stuff’s amazing! A new, trans- 








screws from and including DRIVER SET parent, gleaming finish made from pure 
- ¥- up to and including lndiptes ey ~ — Tung Oil. NOW—while the rush is CK 
4” diameter set screws, i-Hex” Keys in sizes from DIG OUT YOUR PROFITS! STOC 
No. 603; | re ‘, % .050 Y” hex d s, 
ao ene fitting set smawehenp tte. 2 PLASTEX! — 









to %”" and cap screws from 


No. 1 to No. 8 inclusive. | , 
Also 3 extra blades for each } 

of 5 handles. Use of this set | 
greatly speeds up assembly | 
with hex-socket (Allen- 
head) screws of the smaller 
sizes. No. 6075; list price 
$5.50. 


on bom 
ginis® © 





KEY ISLAND 


This handy key set (left) 
contains 14 keys fitting all 














sizes of set screws up to and | : : ° 
including 1%"; cap screws } % un yrt 
up to 1”; shoulder screws wit % 
to 1” and pipe plugs to 1”. Fue wor 
The container is plainly oD 
labeled to show the correct wo 
size key to use with each pew 
screw. No. 615; list price ge one 
$2.35. po 
| 30F 
The above Sets and Assortments are made up primarily | Coenter 
| and especially for the hardware trade, tobe ordered | displays, 
| a | pamphlets, 
through your Hardware Wholesaler samples of 
SP tore WHOLESALERS: 
. PLASTEX 
THE ALLEN MANUFACTURING CO PLASTES Pg ne “ 
HARTFORD 1, + CONNECTICUT, U.S. A. FREE. available. W 
| : PLASTEX COMPANY 
———— a Cambridge Mass. 
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Sandvik Bow Saws 








FAST SELLING Because 
They Are FAST CUTTING 


© Pulpwood @ Mine Timber 
@ Poles & Ties © Firewood 

For speedy turnover and quick profits 
stock the complete line of Sandvik Saws 


Ask your jobber’s salesman or write: 
SANDVIK SAW & TOOL CORPORATION 
47 Warren Street, New York 7, N. Y. 





KKK 
MY \ \\ 
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HEXAGONAL NETTING. 
The high standard of the 
industry. Multiple twist 
...evenly woven. ..per- 
fectly straight selvage 
.-- heavily galvanized 
with gleaming fin- 
ish. This popular 
product is readily 
identified by the 
famous colorful 
rooster label. 


CF WRIGHT 


WORCES FER ° MASS. 
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THIS “4 
Kry-o-cide 
display brings 
ACTION! SALES! PROFITS! 


V/A i | 
i/ Hf /'f) MA Ltt 


Colorfully designed, its “eye appeal” sells 
your customers on sight! Brings them 
into your store for KRY-O-CIDE sales 
that mean big profits for you. They’ve 
seen KRY-O-CIDE advertised in: 


we Magazines Newspapers 


> Farm Papers 4 On the Radio 


They know it’s effective, economical and 
easy to apply. Kills many chewing insects 
which include Mexican Bean Beetle, 
Cabbage Worms, Cucumber Beetles, Flea 
Beetles, Potato Beetles and Tomato Worms. 


So stock up with this fast-selling garden 
insecticide. Don’t delay...order your 
supply of KRY-O-CIDE early. 


\ 


PENNSYLVANIA SALT 


MAN ‘ cTuRIng co PANY 


1000 WIDENER BUILDING, PHILADELPHIA 7, PA. 


MEW YORK - CHICAGO + ST LOUIS + PITTSBURGH + CINCROMATI « MEOHEAPOUS « WYARBOTTE + TACOMA 


\\\ 











SHAKE A BIGGER PROFIT OUT OF THESE 


THESE 


BEAUTIFUL 


NEW APPLIANCES 


MAKE A TOP=-LINE 
DEALERSHIP THE HIGH-ROAD 
TO SALES AND PROFITS. 


e 4% ; ‘ 


t « eiebiedalbiaa 


| WModglin ‘UNDIE-PINS” sce: w2 fen 


item of lasting 





SEND FOR CATALOG describing other profit-makers from the z ; 
makers of Modglin Combs and other molded plastic items. 
Or See Your Jobber! 


= “! — 
—~ 


MOLDED PLASTIC PRODUCTS 


Bestest RY ee hte” 





3235 SAN FERNANDO ROAD-~ LOS ANGELES 41, CALIFORNIA 


ee ea ae 








OL 


APPLIANCES 


TENNESSEE VALLEY 
ASSOCIATED MARKETERS 


GAMBILL BUILDING, NASHVILLE, TENNESSEE 
at 
WRENCH 
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Made of the finest steel ob- 
tainable... electrically tem- 
pered . . . diamond point 
tested for hardness... 
beautifully finished and numbered separately 
for easy reference in re-ordering. 
DASCO supplies a complete line in a wide 
variety of dealer displays . . . these sales- 
making displays are furnished without 
charge. Send for literature today. 


Sold by Leading Jobbers 








DEARBORN 


WORLD'S FINEST, SAFEST 


GAS HEATERS 


Imerease your profits. Join the 
to Dearborn, the complete line of 
vented and unvented heaters offering 
and Convenience 
" plus Matchless Performance. 
| It’s the Quality line that leads in sales 
from coast to coast. 


FEATURES THAT SELL 





Dearborn heaters truly Outstanding. 
They Offer a Talkable — Visible and 
Saleable difference. 


WRITE FOR LITERATURE 


AIR COOLED CABINETS 
For Safety 


Air Insulated Cabinets end the fire hazard. The cabinet never gets hot. Yes, you 
can install it against the wall—tight. No bi dwork. No ha 


tains. . rned furniture. The syphonaire chassis 
, yy L 4... famous cool cabinet feature is a majer eon- 





FAMOUS HI-CROWN BURNER 
with Blue Flame Pilot Light 


Heaters have this costlier but definitely superior Hi-Crown Burner 
~ Flame Pilot Light. You get unequalled burner performanse plus the 
convenience and safety of Automatic Lighting. 


DEARBORN STOVE COMPANY 


1700 West Commerce St., P. 0. Bex 5527, Dalins 6, Texas 
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No. 83 X-ACTO ALL-METAL KNIFE CHEST 
Retails for *5. 


It’s the dream gift for hobbycrafters— amateur or 
expert—any time, anywhere. With X-acto’s wide variety 
of knives and blades and tools, you’ll find every sale is 
only the beginning of a long and profitable friendship. 
Send for free mats and feature X-acto Knife and Tool 
Chests for Father’s Day, June graduates, campers and 
other vacationers. 


WHY YOUR CUSTOMERS 
PREFER X-ACTO 


13 blade shapes — quickly 
interchangeable 

¢3 all-metal knives — no 
more substitute plastics! 

¢ Precision-perfect for safe- 
ty and sure control 
«Complete line—a knife, a 
tool for every job 

¢ Price appeal—best buy in 
the field 


WHY DEALERS 
PREFER X-ACTO 


*On-sight seller — smartly 
styled and packaged 

Big repeat sales — blades 
and extra items 

¢ Prestige among experts — 
in every art and craft 

¢ National Advertising — 
consistent, convincing 

¢ Fair Trading Policy—Pro- 
tected Profits 





X-acto Knives & Tools, sell singly or in sets, from 50c to 
$12.50. If you want to ride along with this fast-selling line 
in the fast-growing hobbycraft field ...send for details today. 


* 
X-ACTO inci 

&TOOLS 
X-acto Crescent Products Co., Inc. 


440 Fourth Avenue, New York 16, N.Y. 


In Canada: Handicraft Tools, Ltd. 
*Reg. U.S. Pat. Off. Hermant Bldg., Toronto 











Alfred Field & Co. (Sole Distributorsin the Hardware Field) 
93 Chambers Street, New York 7,N. Y. 


Please send me complete information on X-acto 


Knives and Tools. 


ADDRESS 








een ee ewe ee ee ee ees 


CITY & ZONE 
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For PATCHING, 
MENDING, REPAIRING 


USE 


TEHR-GREEZE 


Fabric Cement 


A tough, versatile adhesive with 
a thousand uses in the home, in 
the repair shop and on the farm. 
Works equally well on clothing, 
awnings, grain bags, burlap bags, 
tents, binder canvas, window 
shades, cotton material, harness, 
handbags, luggage, suitcases, belts, overshoes, golf bags, 
footballs, shoes, auto upholstery, furniture and many 


other items. 
EASY TO USE 


Just spread a thin ceating with a paddle or knife, press 
pieces firmly together and allow to dry. They will not 


peel or tear. 
WATERPROOF 


Tehr-Greeze will not leosen even when washed. Avail- 
= in conveniently sized containers. Write for trade 
ices. 


KUM-KLEEN SELF-ADHESIVE PRICE LABELS VAL-A COMPANY 


WON’T POP, OR CURL OFF MERCHANDISE Menetfacterers of RUSTOFF 
700 W. Root Chicago 9, Iii. 





It doesn’t take many lost price labels to throw store, 
clerks and profits into complete confusion. Yet many 
water gum price labels pop, curl or peel off in extreme 
heat or cold, or with sudden climatic changes. , 

You can completely eliminate such danger by using 
Kum-Kleen Self-Adhesive Price Labels. They are quick- 
ly applied without moisieuing to any smooth, clean 
surface by finger-tip pressure—and what’s more they 
stick—through extremes of heat, cold and humidity. But 
when you do want to remove them they are readily 
peeled off in one piece leaving no mark, even on highly 
polished surfaces. 

The labels are mounted in multiple rows on conven- 
ient carrying tape. You can quickly and easily mark them 
by hand or typewriter before removing from the tape. 

Yet, for all these advantages you actually pay less. 
Manufacturers and retailers all over the United States 
have proved that the time you save with Kum-Kleen 
Labels more than pays for their cost. 

Put an end to the popping label pest by standardizing 
on Kum-Kleen Self-Adhesive Price Labels. 











Send for Free Samples & Literature 
SEE YOUR JOBBER 


A NAME THAT GUARANTEES 


ins init aidan BRIGHT WIRE GOODS 
451 E. Third St., Los Angeles 13, Calif. a, / . / 


New York, Chicago, Atlanta, Boston, Detroit, Indianapolis, 
Kansas City, Pittsburgh, San Francisco, St. Paul, Seattle, Tulsa, CHAS. 0. LARSON CO. e STERLING. ILLINOIS 


Washington, D.C. * In Canada, Enterprise Sales, Toronto 
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developed during the War 


PES Fr FT 





B> 

8, : . 

w eat or drink, Formula 83 

s, gets "em! One 35¢ package 

8, has a potential kill of over 

Ly 1,000 rats ... yet is harm- 
less to ‘poultry. 

-” 35¢ size mounted 12 on attrac- 

“ tive Display Card, packed 

2 dozen at $5.60 (2 doz.) 

$1.00 can packed 12 per 

1. carton......Your cost $8.00 

le 





Advertised in Country Gentleman, Progressive Farmer, Poultry ‘Tribune, 
American Poultry Journal and others. 


Uf your Jobber can’t supply you, write direct 


O. E. LINCK CO. Inc. MONTCLAIR, N. J. 


Makers of full line of TA’ DDT Products, 
including sprays, solutions and powders. 


CONTAINS 






FORMULA S 5a 


So Powerful-ONELICK KILLS RATS 


At last we can offer.a rat control “Cuaranteed or your money 
back” because of the new sensational toxic agent ANTU— 


and now released for civilian use. 


What has caused the failure of past rat poisons? Either the 
rats detected the poison and refused to eat—or they failed to 
eat enough the first time to be killed. Thereafter they would 
not. eat that type bait again. Especially true of small rats. 
Formula 83 is so compounded that one lick kills rats. Package 
contains double baits—feeding and drinking—so whether rats 


TT 






WERFUL/ , 
wo GERRILLS FATS FORMULA 


























volt AC-DC. 


WITH A 


alloy gears and extra long brushes combine to assure long, 
constant service. Easily serviced without dismantling. 5 
MallDrill is available in 2 speeds—1700 r.p.m. and 2500 
r.p.m.—operates on 110-volt AC-DC or 220-volt AC-DC. 


1%” MallDrill is tailormade for heavy duty drilling. Has free 
speed of 500 r.p.m.—available for 110-volt AC-DC or 220- 


Ask your Jobber for these nationally advertised products. 
MALL TOOL COMPANY 7702 South Chicago Avenue, Chicago 19, Ill. 


*2 YEARS OF “BETTER TOOLS FOR BETTER WORK.” 


i. 
: SIMPLIFY DRILLING | 
: IN CLOSE QUARTERS 
Se | MallDill — 
The compact design—perfect balance—and light weight of 
the 4” MallDrill makes it easy to handle in close quarters 
and cramped positions. It is equally efficient on metal, wood 
and plastics. Its powerful, high speed motor, special steel 


MADE TO ANY FORMULA, 
TO COMPLY WITH YOUR 
PRICE REQUIREMENTS 


if you have your own brand, or 
W you wish to establish your 
brand and gain extra profits and 
an important new asset, look to 
Lasting for finest quality paints 
and allied products. Our cus- 
tomers include foremost jobbers, 
exporters, chain stores and large 
retailers. Due te shortages in 
raw moterials, supplies of paints 
are limited. Every effort will be 
made te fill your minimum re- 
quirements. Our advertising staff 
wil design your labels, H you 
wish. 








LASTING PRODUCTS CO. 


MANUFACTURERS OF QUALITY PAINTS, 
WATERPROOFINGS AND PLASTIC MATERIALS 


200-212 $. FRANKLINTOWN ROAD, BALTIMORE 23, MD. 






















































VARNISHES, 
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Silver Polishing Cloth 


GLAD RAG 
GLAD RAG Furniture Dust Cloth 
GLAD RAG Auto Wiping Cloth 
GLAD RAG Window Wiping Cloth 
GLAD RAG Wtenstenh Wiping Cloth 


fie 




























GLAD RAG PRODUCTS CORP. 





305 €. 43rd St., New York 17, WN. Y. 











Bed 
Slats! 








Reason: 


New-Safe 
Never-Fall 


BED SPRING 
RESTS 











No. 6C-2 


Gives grand, sure support. Will not let bed collapse, yet 
does away with old-fashioned bed slats. Holes are provided 
in the bed spring rests for extra support if needed. Formed 
to fit perfectly the side of any bed rail. Will support 1200 
Ibs. or better. 


“FINISHED IN MAPLE, WALNUT AND MAHOGANY.” 


Jobbers and dealers write 


7he POU ead 


La Cornegie Way, N. W. ATLANTA 3, GEORGIA 





Dept. 














! Cane are the Old tient 





NF-.1 J) 














FOR YOUR DIRECT MAIL 


SALES PROMOTION 
USE 


HARDWARE AGE 
DIRECT MAIL ADDRESSING 
AND MAILING SERVICE 


IT WILL ASSURE YOU MAXIMUM SUCCESS AT 
MINIMUM COST 


WE ADDRESS AND MAIL CIRCULAR MATTER 
TO THE FOLLOWING LISTS: 


10,042 MAJOR RETAIL HARDWARE DEALERS 
WHOSE SALES EXCEED $30,000.00 ANNUALLY 


4,583 INTERMEDIATE RETAIL HARDWARE DEAL- 
ERS WHOSE SALES ARE BETWEEN $20,000.00 
AND $30,000.00 


17,818 MINOR RETAIL HARDWARE DEALERS 
WHOSE SALES ARE LESS THAN $20,000.00 


1,901 OUTSTANDING MAJOR HARDWARE 
DEALERS WHOSE SALES EXCEED $50,000.00 
ANNUALLY 


487 GENERAL WHOLESALE HARDWARE 
HOUSES 


143 WHOLESALE HEAVY HARDWARE HOUSES 


97 WHOLESALE HARDWARE HOUSES IN 
CANADA 


1,787 DISTRIBUTORS OF MILL SUPPLIES 


132 DISTRIBUTORS OF MILL SUPPLIES IN 
CANADA 


9,970 LUMBER YARDS 


, 793 DEPARTMENT STORES HANDLING HARD- 


WARE AND HOUSE FURNISHINGS 


THESE LISTS ARE CORRECTED RIGHT UP TO 
THE MINUTE WE ADDRESS YOUR MAILING. 


OBVIOUSLY AN ADVANTAGE OF OUTSTAND- 
ING VALUE TO YOUR DIRECT MAIL SALES 
PROMOTION 


ONLY OUR MANY YEARS DAILY CONTACT 
WITH THE HARDWARE TRADE MAKES IT POS- 
SIBLE FOR US TO SUPPLY YOU WITH SUCH A 
HIGHLY EFFECTIVE SERVICE 


WRITE FOR DETAILS 


HARDWARE AGE 
DIRECT MAIL ADDRESSING DEPARTMENT 


100 EAST 42nd STREET = NEW YORK 17, WY. 
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To STAY Sold 


Supply still rationed, but full 
production of all items soon. 
Your Jobber can advise you. 
And remember—Edlund excels 
in Kitchen Utensils. Sold to stay 


sold. 





EDLUND CO., BURLINGTON, VT. 





ATLANTIC CITY ~ 
| HOUSEWARES 

































“Their lost Meal’ 
gat-nor? 


MOUSE- -NOTS 
Nor? 


ROACH-NOTS 
ANT. x 
We Help You Sell with free 


mats ond electros, displays 
‘oor STOP your customers. 














Lo 


H vEAR-ROUND PROFIT LEADERS 


from the Fast-Selling 
Time-Tested NOTT Line 


Nott Products work—for your 
customer and for you—12 
months of the year. There’s 
asure kill for every seasonal 
pest—be sure you have the 
complete line. 

Nott Products offer you 
easy and profitable sales— 
and your customers an eco- 
nomical, easy-to-use, and 
efficient exterminator. 

Check your stock, and 
order NOW—don't lose this 
chance to make easy profits. 


Write for latest Catalog Sheet, 
Dealer and Jobber Discounts. 


NOTT MANUFACTURING COMPANY 


MT. VERNON, N. Y. 
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| CELLULOSE : 


Ch? “t ¥ Ec 


eane tee 


SEE US IN 
BOOTH 153 


SHOW 
MAY 12 TO 17 





Mr. Hardware Retailer, Here Is a Great New Display 
Stand That Sells the New 78 Piece Minute Mop Assort- 
ment of Cellulose Sponge Household Cleaning Aids! 


® Toi-La-Kieen Brush 
© Bath Brush 

® Window Brush and Squeegee @ Wash Stand Brush 
° Scouring Pad © Bottie Brush 


And the Nationally-Known and Nationally-Advertised 


MINUTE MOP AND DRAINER 


Customers won’t pass up the popular, labor-saving Minute line 
of Du Pont Cellulose Sponge items so attractively displayed. 
Install this striking, sales-exciting display and these items vir- 
tually sell themselves. Each one specifically designed to ease a 
particular house-cleaning chore, is conveniently arranged to catch 
the eye—-to stop your customers and get their buying urge to 
working fast. 


A Sure-way EXTRA PROFIT-maker' 


“Minute Mop” is a famous name nationally advertised. When you 
introduce the complete, new Minute Mop line of drudgery killers 
you tie in real reputation with real, multiple sales appeal. That 
means nothing less than rich, steady, extra profits to you. 


Set Up the New Minute Mop Display in Your Store 


Get this handsome, sturdy sales- 
builder to work for you right away. 
It’s a great, powerful merchandiser. 
Beautifully finished in colors, 
heavy metal construction. Base 


® Soap Bank 
© Dish Mops 


measures only 1144” x 17”. Fur- 
nished free with the 78 piece in- 
troductory assortment. 


Write or Phone your jobber today. 
Hurry as the supply of free racks 
is limited. You will be way ahead 
in consistently expanding profits. 





Beautiful 4-Color Lithographed 


Bucket Card Free on Request. 
Feature Minute Mop and Drain- 
er with the appealing Bucket = 


Card furnished f A 
quest. Write today. «07 East 23rd St. Chicago 16, <I. 


























FISHERMAN’S 


Every 
Fisherman 
Le Needs 
CAGE” 


All Steel 


Rugged KR UW See 
Construction " ——==—$s / 
Keeps baits ‘> Saat ts 

alive and 

kicking 
at 
finger tips 


Size 
5°°x2"/o"x2%" 


SMASH ALL RECORDS 
for turnover and 


Worn on belt when fishing from shore, in boat or wading. 
Can't come off. Baits can't get out. Open mesh provides 
ventilation—protects bait from body heat. Last bait as lively 
as the first. No more bother with the old tin can or bait box. 


Retail List $1.00—Usual Trade Discounts 
Order Today From Your Jobber 


TRENTON STAMPING & MFG. CO. 


P. O. BOX 316-H TRENTCN, OHIO 











SURE SALES 
By STOCKING and DISPLAYING 
THE NEW & EASY WAY 
To ASSEMBLE—STORE—TRANSPORT 
CARPENTERS SAW HORSES 


or Banquet and Display Tables 





“CARPENTER’S HELPER” 
24 inches high or 29 inches high 
DEALERS—JOBBERS—DISTRIBUTORS 


Write for information 


FACTORIES OUTLET CO. 
408 S. Michigan St. South Bend, Ind. 





SHIPMENTS PROMPTLY 








QUICKE FE the new 


HAND CLEANER 
that removes GREASE, GRIME, PAINT 
without the use of water! 


Gentle. Quick acting. 
Fortified with Lanolin 
and Vegetable Oils. 
Prevents chapping. 


Territories open for 
live-wire representa- 
tives. 


TRY IT YOURSELF! 


Mail this coupon to us for a free sample jar of Quickee. 
TUDOR PRODUCTS, INC. 
305 East 43rd Street. New York City 




















A pertect tool for shop use that you can retail 
at an attractive price. Adjustable tool rests. 
Shaft %” turned down to 1/2” at the ends. Will 
take wheels up to 6” in diameter. Weight 
about 12 lbs. 

Other Grinders for sharpening, grinding, pol- 
ishing or buffing—for home, shop or garage 
use. Also Popular Priced Saw Mandrels—all 
sizes for all purposes. Write for descriptive 
circular of our entire line. 


MAJESTIC TOOL MANUFACTURING CO. 
120 No. Jefferson Street, Chicago 6, Ill. 
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QUICK SELLING AND AVAILABLE 


The ""KLER-VUE'' KNIFE RACK 
With Glass Panel Front (Patented) 


Housewives find them safer and more convenient than the kitchen drawer 
as a place for keeping knives. No danger of cutting hands or of knives 
being nicked, scratched or soiled. 


aoa 


Neatly made of wood with removable glass panel which permits easy clean- 
ing and a “KLER-VUE" selection of knife wanted. Holds knives up to 10" 
blade. No. R-I “'Regular'’ Rack hold 8 knives and | steel. 12%" x 9''x 24". 
One in box, Red, White, Ivory or Natural. List: $2.95 ea. Net $1.75 ea. No. 
J-5 “Junior’ Rack holds 5 knives. 12!/."" x 6" x 24". Six in box. List: $2.25 
ea. Net $1.40 ea. Net prices F.O.B. Wholesaler. 


"*KLER-VUE"' KNIFE RACK CO. INC. 


1776 Broadway New York 19, N. Y. 


Pace 
i, 
- 


so 

















ae 
MORE MYERS WATER SYSTEMS 
ARE IN USE 
THAN ANY OTHER MAKE 






HARDWARE STORE ITEMS |, 
(Son) 
































Respected 
in the trade for 














more than **BEST FOR LEATHER IN ALL KINDS OF WEATHER" 
SOFTENS any PRESERVES 
70 Years From the Foot Bones of beef animals processed In ff vtht? 
Omaha Packing Houses, comes the Pure Neatsfoot ———— 
Oil used in SHEPS NEATSFOOT OILS. —— 


THE F. E. MYERS & BRO. COMPANY 
Dept. F-I6, Ashland, Ohio Made In three grades. Pure—Prime—No. 1 


Softens—Preserves Leather 
Sold by jobbers everywhere. Inquire of salesmen 
NEATSLENE COMPANY 
| Roy W. Shepard, ‘'Shep"’ 
OMAHA 8, NEBRASKA 




















SURF FISHING EQUIPMENT 
HUNTING and POCKET KNIVES 


Let No. Deseription Price Per, Gos. 





GERED ae” GROMD BINED occ cc ccccscccccccccccccscccccccccecccccccccccceccccsseosccsceceos 
SB5 —5” ‘‘Aldace’’ Brand Sawback Fishing Knife........... 0... ce cc cece cece cece enneenes 
soe —5” Fishing Knives (With Sawback and Bottle Opener as Iilustrated).................. 18. 
—5” ‘Aldaco ’ Brand Sheath Knives as illustrated .......... 0.066. c eee cece cee eeeetene 16. 
asse —5” ‘Aidace’ Brand Sheath Knives (with Groove as Iilustrated)......... ...-..-eecees- 18. 
100CK—Campers Twin Set (Consists of 5” Hunting Knife and 4 Utensils, as Spoon, Fork, 
Knife and Combination = Bettie Opener, all in Nice Twin Shea -. PEPER 36. 
eck —4 Utensils as Above Held in Metal Clip....... 0.0.0... cece cence cere nens er Doz. Sets 14. 
4cs 4 Seems Seout Type (imitation ores or All Steel Cover)... casedaegecnasa ie 
K ast 





105C —Nail Clippers Ly Good File 24 
cs —Heavy Webb and Leather yy Strap 6 
48R —Top Grain Cowhide Butt Rest 10 

—Top Grain Cowhide Butt Rest (Abdominal Guard and Shoulder Strap)........... 21 


weXS82se! NEES Saase 
SSSS383sssS3s3 33283! 





28R 

2XBR —Top Grain Cowhide Butt Rest (Large Abdominal Guard, Shoulder and Walst Strap).... 
1ZP —Heavy Canvas Surf Bag—one Zipper Pocket and one Snap Flap Pocket................- 
27P —Heavy Canvas (lined) Surf Bag—2 outside Zipper pockets, 7 Compartments inside bag. . 

2 Piece Aluminum Fishing Red with Reel rrr eee 
Gamvas Med Covers FoF GBOUD. o.oo. cc ccc ccccccccccccccscccesserss eccccreserssesteccceces 
REELS—All Purpose Free Wheeling Single Action. ........c0e.ceccecncreenereereeesssetenes 


BERNARD GOLDWEBER, 1133 Broadway, New York 10, N. Y. 


2% Cash Discount Check with Order. Net 10 Days te Rated Firms. Jobber Inquiries Solicited. 


no 
SLenS 





We Guarantee Money Back If Merchandise proves unsatisfactory 
upon delivery. 
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650 West Lake Street 


TURNBUCKLES and EYE BOLTS 


Screen Door Braces 


Turnbuckles, Inc. 








Chicago 6, Illinois 





SELECTED FROM THE HAGN MERCHANDISER 


AS 


A CURRENT VALUE LEADER 


BROWN or BLACK leather, embossed grain. Semi-stitchless 
type construction. (No exposed stitching to deteriorate.) Has 
bill divider, 2 utility pockets, replaceable 8 window pass card 
holder. No. 412L1 






217-225 W. MADISON STREET « 


55 new low victory price $7.80 per dozen. 
Send For The Hagn Merchandiser 
JOSEPH HAGN CO. 


WHOLESALE DISTRIBUTORS SINCE 1911 
CHICAGO 6 








Sold with 
A 


Lifetime 
Guarantee 










Caulking Guns 


et ® 





For Cartridge or 
Bulk Compounds 


Precision made for longer life 
and better results. 


*All working parts accurately 
machined. *Extra heavy gauge barrels. 
*Uses all caulking materials—handles light 
ils. *Positive ratchet drive. *Threaded noz- 
zles—no bayonet joints to come _ loose. 
*Three popular sizes—5”, 10” and 15”. List 
price—$6.50, $7.50, $8.50. Write for dis- 
counts. 





Western Reserve Mfg. Co., 3715 E. 93rd St., Cleveland 5, Ohio 





JjJamesway 


Department in Your Business 









Wh 





BARN EQUIPMENT 


Stalls, stanchions, water cups, bull, calf and 
cow fens, ventilators, feed trucks, litter car- 
riers—everything for cows, horses and hogs. 


HAY TOOLS 

Carry the fast-selling Jamesway line of hay 
tools—carriers, slings, forks, track, hangers, 
barn hardware, pulleys. Catalog on request. 


JAMES MANUFACTURING CO., Dept. HA-546 
Ft. Atkinson, Wis., Elmira, N. Y., Oakland, Calif. 

















Stick with Leech and it'll Stick with You! 






STICKS LIKE A~ 


FLUID CEMENT 
REG. U. S. PATENT OFFICE 1932 
If you want a fast selling cement, buy LEECH. Repeat 


sales are good. It’s a profit builder. We believe this 
cement has more all-round uses than any other on the 
market. Attractively packed and carded in sales producing 
displays—good margin for both retailer and jobber. For 
profit building sales, add LEECH to your line. Drop post 
card for prices. 

LEECH PRODUCTS CO., 


Box 243-C, Hutchinson, Kansas 






















New York's Largest Selling Brand! 


PREVENTHEM Spray will be Your Largest Selling Brand, too 


with 5% D-)—D-T 


FOR ROACHES, BEDBUGS, FLIES, MOSQUITOES, ANTS, 
MOTHS, ETC. 


@ KILLS INSTANTLY! 

@ Length of residual effect 
is stated on label. 

@ Conforms with state and 
Federal Laws. 


WRITE TODAY for details of Special Offers to 
DEALERS, JOBBERS, DEPT. STORES, CHAINS 
BENGAL CO., 214 St. Nicholas Ave., N. Y. 27, N. Y. 


@ Sold at Fair Trade. 

@ Terrific cooperative ad- 
vertising plans for local 
newspapers. 

@ Competitive prices. 

































BATHROOM AND KITCHEN ACCESSORIES 
THE AUTOYRE COMPANY + OAKVILLE, CONNECTICUT 


HARDWARE AGE 








































Greater strength with smaller diameter — smoother — 
unaffected by salt water — made by our careful, slower 
special process—a worthy companion to Black Pearl, 
holder of the world’s record of 151 lb. Tarpon on 18 
Ib. test line. Now available in six popular sizes or tests. 


“ASK YOUR JOBBER SALESMAN” 


NORWICH LINE COMPANY, INC. 
NORWICH, N.Y. 


Lineo LCha OL OVLA 



























30.000 DOZENS 


A complete stock for immediate delivery of 
CORNING STANDARD, PYREX HIGH PRES- 
SURE, PYREX RED LINE and PYREX BROAD 
RED LINE GAUGE GLASSES. 

Machine facilities available for special lengths. 
Also Glass Cylinders, Oil Cup Glasses, Lubri- 
cator Glasses, etc. Write, wire, or phone. 


* LUBRICATOR CO. 


James 


ELMIRA, W. Y. 











































——— THE 














— MILL-ROSE COMPANY 











manufacturers of finest quality, low priced, 








=| 





a ee 


Shot Gun Cleaning Rods—12, 16 and 20 gauge 
Pistol Cleaning Rods—.22 to .45 calibre 


Rifle Cleaning Rod—.22 to .27, also .30 calibre and up 


Precision Gun Brushes in all popular 
sizes for rifles, shot guns, and revolvers, 


Announces 


a new line of Mill-Rose 









cl 





Precision Rifle Brushes—All Calibres 





nA. ‘ener 4 Fe I FP # FP BHF #& BAB HAH 


GUN CLEANING RODS 


fine quality, Duralumen, jointed—iow priced— 
for rifies, shot guns, and revolvers. 
Ask your jobber, or write direct 

















The MILL-ROSE Companye "yi" Speciatsts 
































K HEATER <« — @ ae a 
| 3 ralatan Easy to 
Demonstrate 


THREE GOOD NAMES 


1—WARNER Engineering ond Crafts- 
manship. 

2—CHROMALOX Electric Heating 
Units. 

3—MINNEAPOLIS-HONEYWELL Au- 
tomatic Temperature Control — 
combined in this fine Heater! 

Write for folder W88, 

to 906 N. Summit St. 


Hapa ddd < 































PERFECTION floating WASHER 


Washer profits go up with Per- 
fection floating Washers. Engineered 
to eliminate friction and prolong 
washer life. Perfect water seal is 
assured. The floating washer stops 











soos 
WASHER 


















STOPS PROFITS faucet drip...ends water waste. 
WASHER Available in Y%4", %” and ¥” 
TROUBLES sizes. Order through wholesale 

















FULLER TOOL CO 


BRONX 59, f 
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~ York 









POPULAR SCREW 


Improved Design— 
Anti-Rattling and 
Burglar Proof 


hed 





328 GRAND AVENUE, BROOKLYN 5, N. Y. 


TYPE WINDOW LOCK 


#1101 Made of heavy wrought 
steel, durably brass plated. This lock 
is burglar proof, ends annoying window 
rattles, guards youngsters against com- 
mon window accidents. Simplified in- 
Packed 2 dozen to a box 
with screws. Order from your jobber 
today! Immediate Delivery. 


ARDWARE CORPORATION 


stallation. 





























price or a be 





NOW 


IS THE TIME 
TO ORDER 


Christmas 
Tree Stands 


You won’t get a better 


Stand is approx. 10” High 






tter product. 
LIST PRICE 











homes and on farms. You'll be 
glad to know I've improved in appearance 
and effectiveness because of war-time experi- 
ences. As always, I am being distributed only 
through regular jobber and wholesale chan- 
nels. For your adequate supply get your 
orders in promptly to insure earliest delivery. 


METAL TEXTILE CORPORATION 


" ‘ x 20” Diameter, painted (dozen) 
Back on & | bright Christmas Green, 
my regular job weighs approx. 2 pounds. $ 
f at; Write for full informa- 
or ma . ng tion today. 
work easier in 
hi dad fg 2 Sos tee focaaar dee Meee teaa va H-2 
us Price (dozen) ie ($15. 03 
Packing .... ‘| doz. per carton 
Carton weight Pe Ser 25 pounds 


F.O.B8. Battle Creek, Michigan, with full ‘frei ht allowed not 
to exceed $2.00 cwt on orders of | gross to single destination 
in U. S. A. We choose route. No allowance on Express or 
Parcel Post. Price not guaranteed against advance. 








Order from your Jebber or Direct if he does not stock this item 


Rapid 


ORANGE, N. 


J | 
| 





wm DAR E 


66 EAST JACKSON * 


PRODUCTS, INC. 
BATTLE CREEK, MICHIGAN 

















MAKE FRIENDS BY RECOMMENDING FRANKLIN GLUE | 











(\WO MORE POKER PARTIES FOR Vel 





228 





-) (Dont worRY! LL GET % (JusT AS GOO 


SOME FRANKLIN GLUE 
AND FIX IT AS GOOD 
AS THE FACTORY / 





















IT WAS EASY WITH FRANKLIN ¥ 
— HIDE GLUE. FA 


NIGHT DO You 
WANT THE BOYS To 
COME BAEK 


D AS NEW AND 





NO HEATING 

NO MIXING 

NO WASTE 
NO CHILLED JOINTS 
NO UNPLEASANT ODOR 


FRANKLIN 
higuid Wide 
GLUE 


4, >= 1S STRONGER THAN 
~ THE WOOD ITSELF 












THE FRANKLIN GLUE CO. 
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MA 





























SAFETY PULLEYS 


Nothing to wear out. 
Rotates on bearing. 


x LINE TIGHTENERS 


One pull and the line is tight. 
Either end of rope can be tightened. 









RUST-PROOF 
NOTHING TO GET 
OUT OF ORDER 






IMMEDIATE DELIVERY 
WRITE FOR PRICE LISTS 









FINISH: Green Enamel. 
POST: High carbon welded 
steel tube. (Four times 


pipes 7 feet long x |'/,-inch 
noone: N desi ft; 
Seow, with shea a ie | 


space. New Household Size 








aunt 8 stump 3 
‘+ Guaranteed by > 
Good 


Housekeeping 
rs @ oerectwt at 






SOCKET: Hea fi 
16" long. Sete eat It has a new flanged top edge _ 
finish. prevents food from a 
pacity 2 qts. Larger than m4 
ag Black ee come | Size Food Mill it replaces. Produc- 
Four complete posts | tion continues limited. Available only 
| through jobbers—ask yours. 





——" in heavy waterproof 








WaieHt: 56 Ibs. per set of Foley Sifter and Foley Fork also 






, Immediate Helive four posts. available through jobbers. 
iy re FOLEY MANUFACTURING CO. 
CHENEY INDUSTRIES, Dept. H Trenton, N. J. | 4 2nd St. N. E. MINNEAPOLIS 13, MINN. 











| 


- * MARSHALLTOWN TROWELS * 


MARSHALLTOWN TROWEL COMPANY * MARSHALLTOWN, IOWA 














Br ) [Yard Boy” 


NEW ORLEANS 


ALU Wi | KN UM : An every day necessity for safe and 
4 : sanitary disposal of trash from house 





or garden. Garbage, rags, paper, 
: leaves, etc., quickly reduced to a fine 
— 4 ash. No mess, no sparks. Endorsed 
by thousands of users and Fire Pre- 
vention Bureaus. Lights at top, burns 
down. No extra fuel needed. Made 
of weather-proof porcelain enameled 





~ LEVELS 


| Adjustable T ype : won. Libera! trade discounts. Write 

| q FITTED WITH 6 CAT’S EYE VIALS Retell ana stow Vert 
, | MEE OTHER LEVELS FOR EVERY USE No. 1—1/ bushels—weight 70 Ibs... .$27.00 
HALL LEVEL & MFG. WORKS No. 6—6 bushels—weight 150 ths... . 58:00 


1119 E. 4th ST. — AUSTIN, TEXAS 








J. W. Fiske Iron Works — Estab. 1858 
78 Park Place—Dept. 5—New York 























, TRUNK 
. STRAPS 


DURABLE 
EXTRA STRONG SURPLUS GOVERNMENT WEBBING 









i signa f, ) 
( T DELIVERY f ) 


a ae" 

















AMERICAN CORD & WEBBING CO., INC., 374 B'WAY, NEW YORK 13, N. Y. 
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WITH 25 YEARS’ EXPERI- 
Architectural Builders and 
“Shelf” Hardware, also Woodworking Tools 
Seeks Position with Manufacturer or Jobber. 
Competent in preparing estimates from plans; 
writing and interpreting specifications. Member, 
A.S.A.H.C. Familiar with export procedure. 
Has following among dealers in Greater New 
York, Long Island and Westchester. Interested 
in New Products. Salary to commensurate. Ad- 
dress O. E. Benson, 8786 - 116th Street, Rich- 
mond Hill 18, N. Y. 


POSITION WANTED, 
AMERICAN HARDWARE CONSULTANTS 
as General Sales Manager or Contract Sales 
Manager for Building Hardware Concerg. Past 
experience covers all types of contract work with 

a large acquaintance in retail and jobbing trade. 
addewe Box K-589, 


SALESMAN 


ENCE in Selling 


MEMBER OF THE 





care of Harpwarg Acz, 
100 East 42nd St., New York 17, 17, N. pf 
PUSILTIUON WANTED AS 3 BUYER OR 


PURCHASING AGENT experienced in builders’ 
hardware, mill supplies and housewares. Vast 
knowledge of the New York Market. Will locate 
anywhere. References furnished. Address Box 
K-571, care of Hampware Ace, 100 East 42nd 
St., | New York 17, N. 


~ FAC TORY REPRESENTATIVE, 12 . YEARS 
IN AREA, Desires Manufacturer’s Line for New 
Jersey. Excellent contacts among hardware, mill 
supply and lumber dealers. Commission basis. 








Will carry stock. Address Box K-594, care of 
Haapware Ace, 100 East 42nd St., New York 
17, N. ¥. | dm 

SALESMEN WANTED, EXPERIENCED, 


Seiling to Wholesalers, Chains, etc., tor Uld Line 
Manufacturer or Hvuusewares Items. Large Vol- 
ume Selling Line. Several Midwest Territories 
Open. Address Mox K-573, care of Harpwars 
Ace, 100 East 42nd St., New York 17, N. Y. 

MANUFACTURERS: HERE'S YOUR MAN! 
I’m a Veteran, enthusiastic and hard working, 
looking for hardware, houseware, paint and plumb- 
ing Lines in Metropolitan New York and North- 
ern New Jersey. I’m the guy to do a really good 
job on your article. Address Box K-595, care of 
Harpware Acz, 100 East 42nd St., New York 
17, N. ¥. 





MANUFACTURER’ S| ‘REPRESENTATIVE 
COVERING METROPOLITAN NEW YORK 
calling on Jobbers, Wholesalers, Dealers, Depart- 
ment Stores, Veteran, Desires Additional Lines, 
Address Box K-586, care of Harpware Ace, 100 
East 42nd St., New York 17, Zz 

LINES WANTED FOR NEW ENGLAND 
AND NEW YORK STATE By Experienced 
Sales Organization. Well Acquainted with Hard- 
ware, Automotive, Electric Supply Jobbers and 
Chains. Buston Showroom and Warehouse. Dun 





and Bradstreet rated. Address Perkins Sales 
Co.. 610 Newbury St., Boston 15, Mass eee 
“MANUFACTURERS ATTENTION: Hard- 


hitting, Aggressive Sales Representatives Want 
Few Additional Lines for Pacific Coast. Excellent 
contacts with hardware, household and building 
wholesalers, distributors and exporters. Los An- 
geles Headquarters. Address Box K-592, care 
of Harpware Ace, 100 East 42nd St., New 
York 17, N. ¥ at ee 

WANTED SALES REPRESENTATIVES 
who regularly call on wholesale hardware and 
sporting goods jobbers. New Specialty Item, Im- 
mediate Delivery. Protected Territory. State lines 
handled and territory covered in first letter. Ad- 
dress Box K-591, care of Harpware Ace, 100 


East 4nd St., New York 17, N. Y. 
SALESMEN WANTED to call on builders’ 
hardware dealers and lumber yards with Line 


of Casement Window Hardware and Storm Sash 
Hardware. Established Line, prompt shipment of 
orders. New York, New Jersey, Pennsylvania, 
Wisconsin, Minnesota, Iowa and Other Good 
Territory Open. Address Box K-588, care of 
ae Ace, 100 East 42nd St., New York 
eA 


CLASSIFIED OPPORTUNITIES 


HAND SHOE TACKS, BLUE CUT TACKS, 
GALVANIZED PIPES WANIED FOR EX- 
PURT. Address Box K-600, care of HARDWARE 
Ace, 100 East | 42nd St., New York 17, N. ¥. 





MANUFACTURER'S KEPRESENTATIVE, 
WELL EDSIABLISHED, Has Kvom tor Une 
Aivre Goud Line, Calling on the Hardware and 
Mill Supply trade in Eastern Penna., Southern 
New Jersey, Velaware, Maryland and the District 
vt Culumbia. Have recently expanded my dales 
Urgamizauon. Headquarters in Philadelphia. Ad- 
dress Box K-55¥, care of Harpware Acz, 100 
East 42nd St., New York 17, N. Y. 


MANUFACTURERS’ LINES WANTED BY 
ESTABLISHED DISTRIBUTORS, unrestricted 
territory small electrical or hardware items; sel! 
mostly to hardware dealers, feed stores, electric 
appliance, etc., in All Western and Some Other 
States. Address Box K-580, care of Harpware 
Ace, 100 East 42nd St., New York 17, N. Y. 











SECTION 

WHOLESALE HARDWARE STORE FOR 
SALE by executor to close estate. Located in 
Central Oregon, annual gross approximately 
$4UU0,UU0, coud be improved, old estavusned trade- 
name, national francnises. Approximate present 
inventory >10U,00U, recei:vables and equipment ap- 
proximately $25,0u0. Cash only, bids to be for 
inventory at cost, receivables at face, equipment 
at appraised value, plus goodwill. Address in- 
quiries to The Bank of Cajitornia, N. A., Box 
3576, Portland, Oregon, include financial ref- 
erences, 





FUR SALE. Yow can clear twenty thousand 
dollars yearly, no competition, wholesale, retail 
seeds, vegetables and flower plants, farm sup 
plies, heavy hardware, old established, nice cli- 
mate in Maryland, Home, storage buildings, 
grounds, only twenty-two thousand dollars, terms 
arranged, complete information to qualified buyer. 
Address Box K-545, care of Hanpware AGz, 100 
East 42nd St., New York 17, N. ¥ 





MANU FACTURER’ S REPRESENTATIVE, 
covering the “Deep South”, contacting Jobbers, 
Seeks Additional Lines. No Item too large or 
too small. Young and aggressive organization, 
well set up to promote new items. The Jeff A. 
Hedden Co., P.O. Box 595, Atlanta 1, Ga. 


~ MANU FAC TU RERS’ REPRESENTATIVE 
WANTS LINES to Sell to the following jobbers: 
hardware, drug, dry goods, automotive, to variety 
chain stores, automotive chain stores and large 
department stores in Texas, Oklahoma, Louisiana 
and Arkansas. Am well acquainted in this terri- 
tory. Able to furnish first class references. Ad- 
dress Box K-599, care of Harpware Acer, 100 
East 42nd St., New York 17, N. Y. 


PACIFIC NORTHWEST REPRESENTA. 
TION. MANUFACTURERS’ SAI_ES REPRE. 
SENTATIVE Calling on Wholesalers in Wash 
ington, Oregon and Tdaho, desires Additional 
lines. Address W. B. Lambert. 1718 E. 197th 
Street. Seattle $5. Wachineton 


EXPERIENCED MANUFACTURERS’ REP- 
RESENTATIVE — Chicago. State of Illinois. 
Factory Lines. Exclusive Representation. Only 
AAAI1 Lines Considered. Commission basis. Ad- 
dress T. JT. Crowe. 2124 Wilson Avenue, Chi- 
cago 2 25, Tilinois. Sunnyside 2121. 

~ SALES REPRESENTATIVES | WANTED. 
COMMISSION BASIS. All territories in U. S.., 
Canada and Mexico open. Good opportunity to 
expand well-known line. Calling on Retail Hard- 
ware Dealers and Plumbine and Heating Supnly 
Tohhers with Good Tine of Plumbing and Heating 
and Allied specialties. Address Rox K-574. care 
of Harpware Ace, 100 East 42nd St., New York 
17, N. Y. 


LINES WANTED ON AGENCY RASTS 
FOR ATT. OF CANADA for Direct Shinment 
to our Accounts, can also carry stock. Are at 
present selling practically all the Hardware Toh 
hers in Canada, ae well as department stores 
Interested in Anv Tines that sell freely throne 
theee channels. We Get Reanits, Address Ror 
K-$31. care of Harnware Aor, 100 East 42nd 
Se New Vark 17 WN V 


INDUSTRIAL — MILL — CONSTRUCTION 
SUPPLIES AND EQUIPMENT EXECUTIVE 
with twenty-one years im purchasing and sales 
interested in new connection. Comprehensive ex- 
perience in distributing covers warehousing, ac 
counting, office management and branch manage- 
ment. Manufacturing background includes serv- 
ing as assistant purchasing agent and export man- 
ager for large tool maker and steel fabricator 
Qualified in construction through being Purchas- 
ing Agent heading large department spending 
$15,000,000.00 annually in this activity. Prefer 
purchasing but will consider other types of posi- 
tions. Willing to locate anywhere but especially 
interested in seaport or river town location. Ad- 
dress Box K-548, care of Harpware Ace. 100 
East 42nd St., New York 17, N. Y 




















FOR SALE 1800 1 pound cans Dixon and 
Shell Graphite Grease at $9.00 per C cans; 1000 
V Type Fan Belts at $25.00 per. C; 1000—17 
Inch Fabric Covered Fuel Lines at $20.00 per 
C; 1000—30 Inch Fabric Covered Fuel Lines at 
$30.00 per C; both sizes with fittings attached. 
Samples on request. American Trading Exchange, 
1211 Bedford Ave., Brooklyn 16, N. Y. 


HARDWARE STORE FOR SALE SOUTH- 
ERN CALIFORNIA. Sales past 12 months 
$154,727; net profit $21,713. Largest store within 
75 mile radius. Two 3-room apartments on 





second floor. Sell at invoice (approximately 
$30,000). No good will asked. Owner has other 
opportunities. Write P. O. Box 605, Barstow, 
California. 





ESTABLISHED MANUFACTURER’S REP- 
RESENTATIVE COVERING TEXAS Whole 
sale and Retail Trade for 20 years wants Addi- 
tional Factory Lines. Please state delivery situa- 
tion, territorial exclusiveness and commissions 
paid in first letter. Write Paul L. Burton, P. O. 
Box 6104, Houston 6, Texas. 


ATTENTION MANUFACTURERS:—MAN- 
UFACTURER’S AGENT WITH EXCELLENT 
CONTACTS in State of Wisconsin calling os 
lumber yards, paint, hardware, department and 
appliance stores, desires Fast Moving Lines. Will 
give good coverage and representation. Commis- 
-— basis. Address P. O. Box #705, Appleton, 

is. 


MANUFACTURER’S 
IN MID-SOUTH (Alabama. Arkansas, Louisi- 
ana, Mississippi) desires Additional Lines in 
hardware field. We offer complete and intensive 
coverage through experienced salesmen well ac- 
quainted with these lines in this territory. Ad 
dress Box K-583, care of Harpware Acz, 100 
East 42nd St. New York 17. N. Y. 


BETTER QUALITY LINES WANTED By 
a Newly Organized Firm of Well Experienced 
Manufacturers Agents, calling on both wholesale 
and retail outlets. Territory covered, North Cen- 
tral Area headquartered at Minneapolis. Excel- 
lent, aggressive coverage assured. H, 1607 
Hennepin Ave., Mpls (3), Minneapolis. 

AN EXPERIENCED AND SUCCESSFUL 
SALES REPRESENTATIVE with good follow- 
ing among Eastern hardware and housefurnish- 
ings, wholesalers and department stores, seeks 
One or Two Non-Conflicting Lines. Is also in 
a position to sell through the industrial field in the 
Eastern territory. Address Box K-587. care of 
Haroware Ace, 100 East 42nd St., New York 
17, 


MANUFACTURER’S AGENT, calling on 
Hardware and Appliance Jobbers in California 
and Arizona needs an Additional Quality Line. 
Complete coverage and ageressive sales promo- 
tion will be given if the line is rieht. Address 
Box K-590. care of Harpware Ace, 100 East 
42nd St., New York 17, N. Y. 








REPRESENTATIVE 














SWITZERLAND 


Reputable Swiss Distributor, well intro- 
duced amongst leading Dealers of Hard- 
ware and Tools desires Contact with 
American Manufacturers and Exporters 
of Hardware, Hand Tools, Joiners’ Tools, 
Garden Tools and Metal Specialties suit- 
able for Hardware Trade. Will buy on 
own account. Highest references. Illus. 
trated Price-Lists to: 


BAUMGARTNER-HEIM & COMPANY 


ZURICH-OERLIKON, SWITZERLAND 











Discontinuing Our Own Sales Force 


MANUFACTURERS AGENTS 


Calling on Hardware, Variety & House Furnish- 
ings Jobbers, to sell Nationally advertised FIRE 
CHIEF ("The Original") BRICK SOOT DE- 
STROYER with your present line. 100% protec- 
tion to Representatives in any territory agreed 
on, including our old established accounts. 
Good commission; steady repeat orders. In 
reply state territory now covered. 


THE KNACK CORPORATION 


Chemicals Division 
Ithaca, New York 











EFFICIENT REPRESENTATION 


IN KENTUCKY, TENNESSEE, WEST 
VIRGINIA, INDIANA AND OHIO. 
HOUSEWARES AND HOUSEHOLD 

APPLIANCES. 


Now Selling all Hardware Jobbers, Depart- 
ment Stores and Chains in the Territory. 


H. M. SCHULTZ & ASSOCIATES 


TYLER BUILDING LOUISVILLE, KY. 














HARDWARE AGE 
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Vimtributioun—fresent and Postwar 
| Putabliahed—Reliable— Aggressive 
| 
Selling Agents 
ANCO CORPORATION. Pittsburgh, Pa 
Brench Offices 
Mow York - Phitadetpma Deter Crcage  Cievetand - Levisville 


Covering sii ciasses of jobbers. We will carry the 
sccounts or you can bill direct 


Write for further miormatien and references 





The Schutze Sales Co. 
393 W. Central Ave. 
St. Paul 3, Minnesota 


Manufacturers’ Agency Selling 
Important Mid-Northwest Jobbers 








SOUTHERN CALIFORNIA 


OFFERING MANUFACTURERS COMPLETE 
COVERAGE OF THIS TERRITORY AS OIRECT 
are ee eee SHELF-HARD- 


WARE. ooLs. roe S’ AND CABINET 
HAROWARE. 2° LUMBING SUPPLIES AND 
KITCHENWAR 


CLIFGARD COMPANY 


8833 WILSHIRE BOULEVARD 
LOS ANGELES &, CALIF. 


TRADE WORK 


Electric Clock Repairing for the Trade. Fast 
and reliable service on Telechron, General Elec- 
tric, Hammond, Seth Thomas, Sess'ons, West- 
clox. No other makes. Work Guaranteed. We 
specialize in mail order work. 


ACME CLOCK REPAIR SERVICE 
4611 Clinton St. Los Angeles 4, Calif. 








HARDWARE 
ELECTRICAL APPLIANCES 


Progressive Export Corporation with ample capital 
seeks Exclusive Export Agencies for Additional Lines 
in the Hardware and Electrical Appliance Fields. 
Manufacturers interested in world-wide distribution 
of their products are invited to write to Bex K-566, 
care of Hardware Age, 100 E. 42nd St., New Yerk 17, 
N. Y. High banking & Commercial references available, 


WANTED TO BUY 
REMODELING. NEED FOR OUR OWN USE A 
NO. 40 RIXSON DOUBLE ACTING FLOOR 
HINGE. THIS HINGE MANUFACTURED BY 
OSCAR C. RIXSON COMPANY, CHICAGO, 
WRITE TO 
LA - polar HARDWARE COMPANY 
Box 4 La Junta, Colorado 

















SIDELINE SALESMEN WANTED! 


We offer prompt shipments on 
METAL MEDICINE CABINETS 
WASTE BASKETS — PINUP LAMPS 

ELECTRIC FANS, ETC., 


The Walter S. Kraus Co. 
Woodside New York 


— REPRESENTATIVE — 


With 20 Years of Selling and Acquaintance among the 
Hardware, Housefurnishings, Sporting Goods, Toy 
Jobbers, Chain and Department Stores, and the larger 
Retailers, Desires Another Factory Connection on a 
commission basis. Territory Pennsylvania, New Jersey, 
Delaware, Maryland & District of Columbia. Address 

Box K-593, care of HARDWARE AGE 

100 East 42nd St., New York 17, N. Y. 





WANTED TO BUY 


22 SHORT OR LONG AMMUNITION 
AND RIFLES 


MUNVES 
205 WEST 54TH ST., NEW YORK, N. Y. 

















PACIFIC COAST REPRESENTATION 
Established Manufacturer’s Agents, Sell- 
ing Hardware, Marine and Department 
Store Outlets, covering California, 
Oregon and Washington. Write us. 


KING, SHEA & POSTON 
604 Mission Street, San Francisco 5, California 


AGENTS WANTED 
Men Now Calling on Industrial, Hardware and 
Mill Supply Firms. Excellent Specialized Indus- 
trial Items. All Cataloged. Liberal Commis- 
sion. Territories available: New Jersey, Upstate 
New York, New England, Eastern Penn., Dela- 
ware, Virginia, North & South Carolina. When 
Writing tate Items Now Handled, Territory, 
References. 
Address Box K- care of mAnowane aan 
100 East 42nd St., New York 17, N. 


Manufacturers Agents Wanted 


TO SELL DRY CELL BATTERIES TO 
JOBBERS. TERRITORY OPEN IN ALL 
STATES. IMMEDIATE DELIVERY. 
F.0.B. PLANT 


STAR-LITE BATTERY CO., INC. 
35 MEADOW STREET, BROOKLYN, N. Y. 














Export Distributor to Philippine Islands 
30 Years Merchandising Experience at Manila Han- 
dling National Lines to Hardwar 3 — 

New Established is — Ange 
= Old Established Selling 0 anizaten at Manila 
ested Exclusive — Ris Reliable Manu- 
aes Hardware, Building “Matecias Electrical 
Supplies an Househeld 


C. A. GARDINER COMPANY, 3833 Wlishire Boulevard 
Los Angeles 5, Calif. Cable “‘Clifgard”’ 


MANUFACTURERS AGENT 


14 Successful Years Selling to Trade in South- 
ern States offers aggressive representation on 
strict commission basis for One or Two Good 
Lines, Hardware, Sporting Goods, Furniture or 
Novelty Items. Best of references. 


SAM VOLMAN 
P. O. Box 4447 Memphis, Tenn. 


SOUTHEASTERN STATES 
Manufacturer’s Agents. Established 
1926. Staff of 6 men. Cover trade 4 
times yearly. Commission basis. In- 
quiries invited. 

McCUTCHEN-SIMPSON, INC. 
9822 N. E. 2nd Avenue Miami 38, Floride 








EXPORTER 


with Active Resident Representatives through- 
out Latin America and the British Empire Will 
Consider Additional Major Line in Hardware, 
Electrical or Automotive Field. We pay cash 
and handle all export details. 


ARMEC OVERSEAS CO. 


154 Nassau St. New York 7, N. Y. 


Manufacturers Representatives 
Complete Aggressive Hepresentation in Ark 


PREPARE NOW 
FOR ADDITIONAL MARKETS 





Oklahoma, Kansas and Western Missouri. Selling to 
the most desirable Hardware, Building Material and 
Plumbing Supply Jobbers, Chain and Department Store 
Accounts. Can Handle One or Two More Good Nation- 
ally Advertised Lines for Reliable Manufacturer. 


Address Box K-598, care of maserene aos 
100 East 42nd St., New York 17, N. 


Ags International Sales Organization, Prin- 
cipals, Offers Live Wire Sales Representation and 
Distribution in Foreign Markets. Interested in Secur- 
ing Lines of Reputable Manufacturers of Radios, 
Flectrical Appliances, Approved Wiring Devices, 
Houseware, Hardware Specialties and Allied Lines. 


COSMOPOLITAN a co. 
450 Seventh Avenue ow York I, N. Y. 

















ELECTRIC APPLIANCE 
& HOUSEWARE LINES 


for EXPORT 


ARROW EXPORT CORP. 
60 Beaver Street, New York 4 


with its established world wide sales 
organization solicits offers of manu- 
facturers of electrical appliances 
and houseware lines. 


(Mr. Manufacturer ) 


WE ARE LOOKING FOR HARDWARE AND 
VARIETY STORE ITEMS. WE TRAVEL 6 SALES- 
MEN AND IN BUSINESS FOR 35 YEARS. WELL 
ACQUAINTED WITH RETAIL TRADE. 
Address Box K-567, care of HARDWARE AGE 
100 East 42nd St., New York 17, NM. Y. 

















MANUFACTURER'S 
ATTENTION! 


wastes Saar & Ap af eo Counties is 





E H. ROLF COAL & 
SUPPLY COMPANY 


1702-1706 S. FAIRFIELD AVE. 
FORT WAYNE 6, IND. 














FOR SALE 


HARDWARE STORE 


Hardware Stock, Fixtures, Modern Repair 
Shop, Solid Brick Building 25'x116' Store 
Space—$24,000. Situated in the heart of 
a fast growing town of about 3,000 popu- 
lation, north of Minneapolis. No store 
vacancies here for 15 years past. Only 
3 small competitors. No war goods or 
obsolete stock. Have contracts with most 
popular lines of hardware & major items. 
Additional trade through heavy tourist 
traffic and wholesaling to small country 
stores. Ill health reason for sale. An op- 
portunity of a lifetime. To solve the hous- 
ing problem can have first chance on 9 
room residence, costing $15,000 for $10,- 
000. Only 2 blocks from store in well to 
do residential district. 

Address Box K-585, care of HARDWARE AGE 

100 East 42nd St., New York 17, N. Y. 





MANUFACTURERS 
‘ATTENTION! 


Sales Representative—23 years’ experience—24 in 
Organization— Well Rated—Cover, New York State 
(exclusive of Metropolitan Area), New Jersey, Penn- 
sylvania, Delaware, Maryltnd, District of Columbia, 
Virginia, West Virginia, North Carolina — Contact, 
Jobbers and Large Buyersr 

Can Handle Additional Lines: Hardware, Electrical 
or Housefurnishings. 


MITCHELL LOVE COMPANY 


712 N. 16th St., Philadelphia 30, Penna. 

















SALES REPRESENTATION 
in 
CALIFORNIA - ARIZONA - NEVADA 


for 
HOUSEHOLD WARES 
APPLIANCES 
HARDWARE 
CUTLERY 
TOOLS 
now available 


CORTRIGHT CORPORATION 


Manufacturers’ Representatives 


514 North Glendale Avenue 
Glendale 6, California 
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PLUMBING BRASS GOODS 


Valves...Ground 
Key Work... 
and the Duck-Bill 
No-Tone Ballcock 



















ROCKFORD BRASS WORKS 
SOC £8, thrernwors 




























YOuR 
JOBBER 


4 OZ 


= $oes q RETAILS 
50c 
UBBING 


NOW AVAILABLE FOR CIVILIAN USE... 

Tens of Thousands of G.I.’s have learned to depend on Thompson's 
Dubbing to preserve and waterproof all their leather equipment. 
This long profit item is now available for civilian use in unlimited 
quantities. 
Thompson's Dubbing provides all-weather protection for boots, 
shoes, coats, luggage, gun cases, golf bags, ski boots, brief cages, 
saddles, etc. An ideal rust preventive for guns. 

Coll your jobber tedey, er write: 


BY-CHEMICAL PRODUCTS CO.., San Francisco 3 






































Available in green, maroon and 
black, this beautiful, streamlined 
mail box is wanted by mil- 
Its new and convenient ex- 
features make it imme- 
diately attractive to 
prospective buyers 
. «+ now again in 

production. 








ACME PRODUCTS co.*2e,zensvern 





















Genu'"® DOMES 2 SILENCE 
SLIDE SILENTLY - SOFTLY - SMOOTHLY 


SET-10c SET SAVE FURNITURE 
& FLOORS-CREATE QUIET 


Name Domes c 


each 


Domes of Silence 


Rubber Cushion Glides 


If he is not supplied write. to 


DOMES of SILENCE, Inc., 35 Pearl St. N.Y. C. 


Ask your Jobber 














a 
A & A Manufacturing Co......... % 
Acme Products Company ......... 232 
Rams Bee? SO. ...cccscccccscesee 80 


Acme White Lead & Color Works 155 
Adel Precision Products Corp...51, 138 
Adirondack Chair Co. ........... 204 
Alabama Manufacturing Co. ... 130 
Allen Mfg. Co., Hartford, Conn. 216 


Mie @ Ga, One, G bie. sccsccce 170 
Allied Hardware Corp. .......... 228 
Aluminum Cooking Utensil Co.... 21 
Aluminum Goods Mfg. Co........ 7? 


Ambroid Co. . . 206 
American Chain & Cable Co. .. 100 
American Cord & Webbing Ce... 229 
American Pad & Textile Co...... 9, % 
Anaconda Copper Mining Co.... 179 
Anderson Mfg. Co., Ben H....... 6 
Armstrong Bray & Co.......... . 209 
Arr-O-Line Manufacturing Co.... 92 
Asco Chemical Co. ......... 204 
Atkins & Co., E. C..... 58 


Atlas Asbestos Company 213 
Auto Arc-Weld Manufacturing Co. 153 
Automatic Products Co. Sf 
Autoyre Co., The ..... 226 
Avery Adhesives Company 220 
B 
B M C Manufacturing Corp....... 133 
Baker Manufacturing Co......192, 193 
Barrows Lock Works ....... .. 13 
Bassick Co., The .... ‘ 190 
Behr-Manning Corp. 62 
ee DM andaeen<s 226 
Berkshire Paint Co. ....... . 188 
Beriou Manufacturing Co. . 68 
Bethlehem Steel Co. ............. 177 
Billings & Spencer Company 141 
Bissell Carpet Sweeper Co. ... 212 
Boyle-Midway Inc. ... 72 
Briddell, Inc., Chas. D... . 162 
Bridgeport Brass Company 55 
Briggs & Stratton Corp.. 142 
Brower Manufacturing Co. 204 
By-Chemical Products Co. 232 
c 
COD, BUG, TO cece scccves 233 
Camillus Cutlery Company 161 
Carlson & Sullivan . % 
Carroll Products .... 94 
Century Metalcraft Corp. 40 
Champion Lamp Works 39 
Champion Outboard Motors Co.. 175 
Cheney Industries ...... 229 
Chicago Wheel & Mfg. Co.... 202 
Chicopee Manufacturing Corp. 82 
Clemson Brothers, Inc. .... 134 
Cleveland Chain & Mfg. Co... 187 
Collot Supplies, A. M............ 204 
Columbian Rope Co. .......... 1 
Columbus-McKinnon Chain Corp. 171 
Congress Die Casting Div......... 137 
Me We Wits cc cdceccccccnece 204 
Corbin Cabinet Lock Co.......... 7 
Ge, Oe WN. asdonsaceccctans -_ 
Corning Glass works ............ 199 
Covert Manufacturing Co. ....... 34 
Crescent Bronze Powder Co...... 86 
Crown Hardware Company ...... 205 
D 
D-O Decal Company ............ 208 
Damascus Steel Products Corp... 219 
Dore Products .... ; . 228 
Dearborn Stove Co. 219 
Devoe & Raynolds Co., Inc. 38 
Diamond Calk Horseshoe Co. 203 
Dobbins Manufacturing Co. 226 
Doggett-Pfeil Company . 201 
Domes of Silence 232 
Dow Chemical Co. — 





Drake Electric Works, Inc........ 200 
Draper-Maynard Co. ............ 30 
Duo Therm. Div. of Motor Wheel 
GOUBR .. oiveccccessskonsicssccsess 103 
du Pont de Nemours & eens Inc., 
|., Semesan Div. eet, 
Durbin-Durco Relics vacuaan 209 
Duro Metal Products 63 
E 
Gegle Leck Co. .......ccc..ccacee OF 
I T, viceccecdaaesoc 8) 
Edlund Co. ...... ; 223 
Ekco Products Co. ... send 75 
Electro-Line Products Co. ........ 4 
Everybody's Supply Company. 28 
F 
Factories Outlet Co. .............. 224 
Fawcett Publications, inc.......90, 9%! 
Federal Tool Corp. ............ 50 
Finders Manufacturing Co. ...... 143 
Fireline Stove & Furnace ining 
GE cxcccvecsoncedessacccceces 167 
Fiske Iron Works, J. W. be 229 
Flint & Walling Mfg. Co., Inc... 14 
Florence Products Company ..... 92 
Foley Manufacturing Co. ...... . 229 
Franklin Glue Co. a a ie cc 
Frantz Manufacturing Co. pe 
Freeport Machine Works ........ 195 
NEE DS. eeids ci cree seaceccs Oe 
S 
G-M Laboratories, Inc. .... 88 
Garden City Plating & Mfg. Co.. %% 
General Electric Co. 
rer 78 
RE TOE occnscasdsccceces 85 
Gilbert Clock Co., William L.... 52 
Gillette Safety Razor Co. ....... 44-45 
Glad Rag Products Corp........ 222 
Globe Sporting Goods Mfg. Co. % 
Goldweber, Bernard ............ 225 


Great Neck Saw Manufacturers, - 


BE. anceccdccnsccneansdadhabeces 
H 
Hagn Co., Joseph .........-.. 226 
Hall Level & Mfg. Works........ 229 
Hanser Sales Company .......... 189 
Hanson & Co., Howard ......... 233 
Hanson Scale Co. ........s.see08 208 


Hazard Insulated Wire Works .. 69 
Heckethorn Mfg. & Supply Co.... 212 


Hobart Manufacturing Co.... 
Holt Manufacturing Co. ..... 
Hooven & Allison Co. ....... 


Hoppe, Inc., Frank A.. 


ee 105 
cacy ae 


. 214 


Hoyt & Worthen Teasing Corp. . 208 


Hudson Mfg. Co., H. D...... 


Hurd Lock & Mfg. Co....... 
1 


Ilinols Bronze Powder Co. .. 


Ingraham Co., The E......... 


cs 
31 


ere 


International Chain & Mfg. Co... 203 


J 
Jacobsen Manufacturing Co. 
James Manufacturing Co. 


Johnson Steel & Wire Co., Inc.. 
i, We Bidcnccdcc 


Judd Co., 


K 
Kay-Tite Company ....... 
Kirk Molding Co., F. J.. 
Klein & Sons, Mathias...... 


6! 


195 
er 


165 
146 
169 


Kler-Vue Knife Rack Company, 


Wl sédseeweens 


eee 


Knapp Foundry Company, Inc... 216 


LaPorte Corp. 
Larson Co., Charles O. 
Lasting Products Co. ... 
LeBaron-Bonney Company 
Leech Products Co. .... 


HARDWARE AGE 


7 
220 

. 221 
35 
226 












ne... 14 


. 195 


o.... 212 


165 
146 
169 


ne... 216 


29 
22! 


226 








OQudex Se 





Rennen Cighte, fas. ........00.0% 42-43 
i Engineering & bores Co., 


Pr Aluminum Co. ............. 2344 
Libbey-Owens-Ford Glass Co..... 84 
Liberty Distributors ...... i<dccun ce 
Linck Co., Inc., O. E....... ee 
Lindemann, A. J. & Hoverson Co. 145 
Lockwood Hdwe. Mfg. Co. ...... 10-11 
Lyman Gun Sight Corp........... 214 
M 
Majestic Tool Mfg. Co........... 224 
BE TU, scntindnccsaescnpen 221 
Marshalltown Trowel Co. ........ 229 
Martin-Senour Co. ............... 53 
Mason Co., L. E.......... ate. 
Master Metal Products, Inc. ..... 62 
Master Rule Mfg. Co., Inc....... 56 
McGill Metal Products Co........ 210 
Mell-O-Chime & Signal Co....... 189 
Mercury Aircraft, Inc. ............ 66 
Metal Textile Corp. ............. 228 
ST TN Sicnncadrcnncsseccnes 227 
Miller, Inc., Robert E..... — 
NN SY IG 6 cnkscnecdcessces 57 
Milwaukee Lace Paper Co. ...... 80 
Minute Mop Co. ..............+. 223 
ES 6c acacecwadewadsneowd 218 
Moore & Monroe ............ sé 
Morse Twist Drill & Machine Co. 198 


I Gn A Wis. cedic dccccccces 210 


Multi-Kwik Do.—Div. of Radiobar 
Ts WE PID bsccicccccsccacs 


Myers & Bro. Co., F. E.......... 225 
Mystic Foam Co. ..........-.c00- 205 
N 
National Cash Register Co. ...... 16 
National Hardware Show, Inc.... 93 
National Hydrozo Company ..... 73 
National Ideal Co., The........... 227 
National Lock Co. .............. 227 
National Manufacturing Co...... 200 
SEEM, ho ccidcsincrccenccsecs 225, 
Mew Geen, ie. ........00cc.0000 
New Britain Machine Co. nabadiel 186 
New York Wire Cloth Co......... 25 
Ney Manufacturing Co. ......... 233 
Noblitt-Sparks Industries, Inc..... 71 
Nockonwood Industries, Ltd. ..... 215 
Norwich Line Company .......... 227 
Nott Manufacturing Co. ......... 223 
Nunn Manufacturing Co. ......... % 
° 
Oakes & Company .............. 233 
Gime Goi, THO vc cccccccscccces 69 
P 


Paine Co., The 
Park City Tool & Die Company... 229 


Paysee Company, Inc. ............ 159 
Peninsula Products Corp. ........ 4 
Pennsylvania Rubber Co. ......... 13 
Pennsylvania Salt Mfg. Co. ...... 217 
Perfection Automatic Machine Co..227 
Perfection Stove Co. ............. 20 
Petersen Manufacturing Co. ..... 218 
Pioneer Gen-E-Motor Corp. —s 
re Plate Glass Co. hana 

IIS . wh cada dhacvaciendouned 216 
Plastic Wire & Cable Corp....... 94 
NE: SEs a Sccebidas dchccnameann 17 
SE SP .  nesinecediscavenes,.. o 
Plumb, Inc., Fayette R. .......... 235 
PMN, gobsitedcesenes chan 149 
Polk Industries, The ............... 222 
Popular Mechanics Magazine ... 59 
Premier Peat Moss Corp. sane ae 
Prentiss-Wabers Products Co. ... 74 
Proctor Electric Co. ...... svow, ae 
Pyrene Manufacturing Co. coe Sa 
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R 
Radbill Oil Co. ...... oh veeae 
Radiobar Co. of America ee 377 
Rain-Beau Products Company.... 135 
RE FI ocivinsn bd ccnnacconn 89 
TE OUND TOONS noi n cc ccgececvese 208 
Reflecto Letters Co. ............. 209 
Remington Arms Co., Inc. ...... 127 
Reynolds Metals Company ...... 173 
Rhodes and Co., James H. ...... 180 
Rite-Way Products Co. .......... 6 
Rival Manufacturing Co. ........ 194 
Rockford Brass Works ............ 232 
ey TE, TOS acco scccee 215 
Royal Engineering Co. .......... 175 
Russell, Burdsall & Ward Bolt & 
WE AG sc acceah nath sae sccn 48-49 
s 
Safety Belt Lacer Co. ........... 209 
Samson United Corp. ............ 19 
Sandvik Saw & Tool Corp......... 217 
Schlueter Manufacturing Co. ..... 54 
Schwartz Manufacturing Co. .... 132 
Shapleigh Hardware Co. ......... 236 
Sharon Bolt & Screw Co........... 208 
Sherwin-Williams Co., The ....... 67 
UII, ss Saeaccbas tcdunabans 32 
RN BG avin wcuadmuttew abcess 87 
Slaymaker Lock Co. ............. 131 
Socony-Vacuum Oil Co., Inc..... 207 
Somar Specialty Corp. .......... 147 
South Bend Toy Mfg. Co. ........ 193 
Spar-Tex Co., The ............ 204, 208 
Stanley Works, The .............. 15 
Stewart Iron Works .............. ot 
Superior Fastener Corp. ......... 204 
Superior Paint & Varnish Co...... 166 
Swain Nelson Company ......... 12 
"Swift'"’ Lubricator Co. .... ~~ ae 
T 
Taylor Co., David B. . 204 
CO ee ee, 
Templeton, Kenly & Co........... 204 
Tennessee Valley Associated Mar- 
Fe ae 2 
Toastmaster Products Div. ....... 46 
Trenton Stamping & Mfg. Co.... 224 
Triangle Manufacturing Co. .... 234 
Tudor Products Corp. ........... 224 
errr eS 226 
Twix Manufacturing Co., Inc..... 204 
U 
Union Hardware Co. ............ 18! 
Union Products Mfg. Co. ........ 4l 
United States Time Corp. ....... 151 
Universal Engineering Company.. 30 
Upson-Walton Co. ............... 68 
Vv 
Val-A-Company .................. 220 
Ww 


Westchester Brickote Products Co. 92 
Western Reserve Manufacturing 


EE ee 
Westinghouse Electric Corp. ..... 24 
Wheeling Corrugating Co. ...... 8 
White Machine Works ........... 205 


Wilcox Crittenden & Company, 
SER a er er er 88 





Winchester Repeating Arms Co... 23 

. f fg Cee 183 

Wood Shovel & Fae Co dhe acedeai 8 

Wooster Brush Co. .............. 2 

Wooster Rubber Co. ............. 50 

Wright Steel & Wire Co., G. F.. 217 
x 

X-Acto Crescent Products Co., Inc. 219 
Y 

Yale & Towne Mfg. Co............ 3 
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TRU-TEST pee uth ‘Cle 











“GENUINE NE PRODUCTS 
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See tyke 74 
HAYING TOOLS 


Hay Carriers, Carrier Track, Track Fixtures, 
Hay Forks, Hay Slings, Sling Attachments, 
Hay Pulleys, Gable Hinges, Hay Rack 
Clamps, Power Hoists, Hay Knives, etc., etc. 


Established 1879 


— atso BARN EQUIPMENT anp 
HARDWARE SPECIALTIES 


**Guaranteed to satisfy the user’’ 





THE NEY MFG. CO., CANTON, O. 


‘ BRANCH HOUSE - COUNCIL BLUFFS, IA 














MAKE MONEY FROM WEEDS! 
Sell the Perfected 


2-4D WEED KILLER 


Completely 
Water Soluble 
Does Not Deteriorate 


EASY.TO MIX! | EASY To USE! EASY TO SELL! 


pied. Ja, 8 o.. Gm. WRITE OR WIRE DEPT. (T) NOW! 
HOWARD HANSON & CO., BELOIT, WISC. 


Agricultural Chemicals and Hormones 





















MAKES OLD BRUSHES 









Cabot’s Brush Cleaner 

BRUSHES makes old brushes like > 
ible, full of life. Harmless to bristles 

HAVE FOUND and setting — non-caustic — non-in- 

THE flammable. Keeps new brushes in 
top condition. 

FOUNTAIN Stock Cabot's for fast turnover. 

OF YOUTH Send for sample can today. 


SAMUEL CABOT, INC. 
1702 Olivor Bidg., Boston 9, Mass. 


Cabot’s BRUSH CLEANER 
al 
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HAT os ON SIGHT. SHIPMENT OF 
PRISCILLA WARE. 
IT CAUSED A SMALL 
RIOT.” 


SAYS AN OREGON DEALER 


The cooking efficiency of aluminum, due to 
its fast heating, easy cleaning, and long lasting char- 
acteristics, is exemplified to the highest degree by 
PRISCILLA WARE . . . reflecting quality that is pro- 
claimed by an unconditional guarantee label on 





4 every utensil. It is quality that assures quick turn- 
Extra thick aluminum over . . . and repeat business from satisfied users. 


covered sauce pan 
8 Day xe ow 


i a cea te LEYSE ALUMINUM COMPANY 


Grea el 


RISTO LERE W weer net ove. ALWAYS PICKED OW 
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HANDY MANDY PADS ARE NATIONALLY ADVERTISED 
Why stock “sleepers” when you can get immediate delivery on fast-moving HANDY MANDY? 


234 HARDWARE AGE 
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| es 
...War Production has given 
birth to hundreds of new and 
short-lived makers of tools and 
gadgets of sometimes question- 
able quality, hoping to cash-in 
on a starving market... 
YES, MORE than EVER, we must | | 

SELL QUALITY to give losing | | 

: jon. SHAPLEIGH BACKS 
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SHAPLEIGH HARDWARE COMPANY 
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Shapleigh National Series No. 2447 








